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A profitable line of “shelf-hardware 


instead of a mess of trouble. 


Larger Unit Sales 

You sell by the box to carpenters, con- 
tractors, painters, wood working shops 
and other quantity buyers, a box of each 
grit they use. They are glad to get it 
this way, as it enables them to keep their 
sand paper clean and flat in these solid, 
plainly-labeled boxes. 


No More Spoilage Losses 


Boxes protect the sandpaper. Keep it clean and flat. 
You stock them on open shelves, where the customers 
can see them. A “show-it-and-sell-it” proposition. 


Counter Display Case 


For general pick-up trade, place one 
of our beautiful lithographed display cases 
on your counter where all your cus- 
tomers will see it. Small users are pretty 
sure to pick out two or three times as 
many sheets from this case as they would 
think to ask for, if the stuff were hidden away. 


Both the UNIT BOX and the COUNTER DISPLAY 
oo agpere pees—nnD il lills eel Substantial Covered Boxes 
How to Order That protect the goods they display. 
- 2 sage Bae laint 
Specify on next order to your jobber: Lo Pe we na acl fas Fy oan 
One “Ruff-Stuff’ Counter Display Case with dis- 7 ° ; 
play assortment of 8 different grits, totaling 480 SHEETS TO THE BOX 
sheets. 
No. 00—100 No. 1%4—50 
— boxes of Ruff- No. 0—100 No.2 —50 
Stuff flint paper as No. %4—100 No. 21%4—50 
follows: (Give No. 1— 75 No.3 —25 
number of boxes Ten boxes comprise a case. 


‘[pausau brasive ¢ £0 gi i ag 
grit. See table in F 
Wausau aSIVES next column.) Or- Accept No Substitutes 
der enough extra If your jobber does not carry 


General Office——32 So. Clinton St., Chicago “Ruff-Stuff” write us. You might as 
box goods to refill well have the best flint paper—it costs 


BRANCHES . 
your display case, : 

New York—B. S. Alder Co., 45 Warren St. from time to time ee 
Los Angeles—Sprake Sales Co., American Bank Bldg. " 
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NO. 883M, PIECES OF & (TRADE MARK REGISTERED) IN RED-AND-SILVER UTILITY TRAY . . . LEGACY PATTERN 
ILLUSTRATED, 34 PIECES, KNIVES WITH MIRROR FINISH STAINLESS GLADES, $47.15 (RETAIL PRICE) 


it’s on page 330 of EDWARD BOK’S book 


EDWARD BOK, for many years editor of the Ladies’ Home Journal, obviously held a ringside 
seat at the spectacle of the American woman at her shopping. Once he inaugurated an editorial 
campaign to break the Paris domination in matters of style. All this he tells in his well-known 
book, “The Americanization of Edward Bok.” And the results he tells in a few crisp phrases... 
The Paris germ was deep-rooted in the feminine mind of America.” And  . “There was no dis- 


guising the fact that the case was hopeless and Bok recognized it and accepted the inevitable”. . . 
x * . + . 


Inevitable ... there you have it. And let’s face it, Paris does mean the acme of style to the 
women of America... your market—and ours. If the Paris idea enchants them, if the Paris 
flair sells silverware, why not give it to them? We have. We travelled straight to Paris and 
had two new chests and two new trays designed there by one of the greatest of Parisian 
designers. Red-and-silver and silver-and-gold are their colors... a brilliant, modern, eye- 
catching background for the ever-lovely 1847 ROGERS BROS. Silverplate. Picture them spar- 
kling in the light of your own showcases and windows! Write for booklet JH to Dept. E, 
International Silver Company, Meriden, Connecticut. Salesrooms: New York, Chicago, San 


Francisco . . . Canada: International Silver Company of Canada, Ltd., Hamilton, Ontario. 


1847 ROGERS BROS. 


SILVE RPLATE 
_ eed EEE oe 


HARDWARE AGE, published weekly by the [RON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Z., B.. 8. A. Entered as second 
class matter May 22, 1913, at the Post Office at New York, under the Act of a 3, 1879. (Printed in U. S. A.) $3.00 per year. Single copies 
25ec. each. Vol. 123, No. 22. 
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THE GROWTH OF 
A CITY 


A nation—a world has seen the small Dutch 
Settlement of New York grow to become 
America’s leading metropolitan center. The 
part that Vaughan quality tools have played in 
the growth and greatness of that city—in fact 
every city—cannot be overestimated. But the 
significant part—Vaughan tools like New York 
City stand in the foreground as leaders. 


The rugged strength and toughness of Vaughan’s 
Vanadium dropped forged hammers—the result 
of special heat treating processes employed in 
their manufacture—have enabled them to render 
a service which through the years has dis- 
tinguished them as the outstanding achievement 
of the tool maker’s art. 


Master craftsmen have long demanded Vaughan 
& Bushnell Hammers. There is a reason. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


ag of Feme Nookts 
2114,,Carroll Ave., Chicago, Urwsa 
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VAUGHAN’S 
TOOLS 
insure 
an easier 
day’s 
work 
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ERE’S an assortment of quick-selling Osborn Wire Scratch Brushes 
snappily dressed in an attractive display box. Out on your counter, 
in full view of customers, this colorful box of useful tools demands atten- 

tion—inspires buyers—and keeps the cash register singing. 








Two different assortments offer a wide range of choice. “Assort- 
ment K” includes four styles—12 brushes in all. “Assortment G” 
has seven styles— 18 brushes in all. 







Every brush is made like a fine tool. Accurate in design— 
perfect in balance —strong as steel— and quality throughout 
— Osborn Wire Scratch Brushes are real money-makers. 


And that isn’t all. The complete line of well-built 
Osborn Brushes and Brooms is overflowing with 
profit-making possibilities. 


THE OSBORN MANUFACTURING LOMPANY 


5401 HAMILTON AVE. CLEVELAND, OHIO 
Branch Offices: New York: Detroit + Chicago - San Francisco +Los Angeles 









Assortment G 















This assortment contains: 
2No. 1779 Curved Back 


This assortment contains: 


2 No. 1779 Curved Back Brushes 


2 No. 1778 Duster Type Brushes Saden 
2 No. 1780 Straight Back Brushes 
2 No. 1784 Narrow Shoe Handle 4 No. 1780 Straight Back 
Brushes Brushes 
4 No. 1781 Standard ShoeHandle 
Brushes 4 No. 1781 Standard Shoe 
4 No. 1777 Long Curved Handle Handle Brushes 
rushes 
2 No. 106 Extra Heavy Coarse 2 No. 1777 Long Curved 
Handle Brushes 


Wire Brushes 
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EGAL advertising dramatically 

presents its advertising case 
to the public based on the fact 
that a lock must PROTECT as 
well as decorate. ‘“Segalocked is 
burglar-proofed,” millions of 
readers of national magazines are 
told in+convincing, striking pic- 
tures and words. In addition to 
compact design and _ attractive 
hardware the Segal lock gives 
your customers the important fea- 
ture of burglar-proof construction 
—certain security. Link your store 
with this advertising. Stock, dem- 
onstrate and sell Segal products 
for greater profit. Write for full 
facts. 


SEGAL LOCK & HARDWARE CO., INC. 
5S Ferris Street, Brooklyn, N. Y. 


Burglar-Proof 


LOCKS 
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Your Copy of Catalog 











The New catalog No. 15 clearly 
illustrating and fully describing 
the complete Line of FrantZ 
Guaranteed Builders’ Hardware 
is now ready for distribution. 


Additions to the Line which 
have been made since the pub- 
lishing of Catalog No. 14 are 
shown in this new book. You 
will find evefy one of them com- 
bines in its design the conve- 
nience and long wear features 
which are typical of all FrantZ 
Products — features that help 
FrantZ Dealers build up a vol- 
ume of profitable business. And 
there are no kick-backs to FrantZ 
Sales—every item is guaranteed 
to give satisfaction. 


Send for your copy of Catalog No. 
15 today! Use the Coupon below. 


FRANTZ MFG. CO. 
STERLING, ILLINOIS 





NO HARDWARE IS GENUINE FRANTZ 
QUALITY WITHOUT THE RED LABEL 


URES. 6 Win were 
EPR EEE Loos tale ae Y Fee rz 


FRANTZ MFG. CO. 
DEPT. H-329 
STERLING, ILLINOIS 


Kindly send me a copy of Catalog No. 15 of Frantz Guaranteed 


Builders’ Hardware. 


ED: sb antes cewek cess cbbechsaeueceon 
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‘Protect the{Things You Love’ 


~~ a powerful human appeal that 
will boost spring sales of lawn fence 


In the spring . . . when home owners point with pride to their beautiful 
lawns, shrubs and flowers . . . when children run and play, the suggestion, 
“Protect the things you love” has a strong appeal. No time of the year is 
more opportune for selling Cyclone Lawn Fence than now, while your cus- 
tomers see the need for protection before their very eyes. 
Very little time is wasted discussing different brands when you handle 
Cyclone “Red Tag’? Lawn Fence— it’s the fence home owners know and 
buy without “shopping around.” Use seasonal sales talks and feature 
the Cyclone ‘Red Tag’’ for more profitable lawn fence business. 
Now is also a good time to sell Cyclone “Complete Fence’’—furnished 
-complete with fabric, posts, fittings and galvanized steel framework and 
* * * * gates. Estimates supplied covering materials only or complete erection 


service. Write for catalog. 


Wie sees dish lone pet 709" 


Easy to sell because it 


carries the prestige of the 
well - known “Red Tag” REG. U. s. PAT. OFF. 


. Standard Cyclone 
" Galvanized or Pr. 
- 100 lineal Til ee be Be. for the 
3 ed Tag,” the 


MeL of Quality 





Cyclone Fence Company 


General Offices: WAUKEGAN, ILL. Branch Offices in All Principal Cities 
Pacific Coast Division: Standard Fence Company, Oakland, Calif. 


SUBSIDIARY OF 











PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: “\—_ Dependable Service 
CARNEGIE STEEL COMPANY ILLINOIS STEEL COMPANY THR LORAIN STEEL COMPANY 
T SEE COAL, IRON &R. R. COMPANY 








AMERICAN BrinGe COMPANY 


MINNESOTA STEEL COMPANY 


AMERICAN SHEET AND TIN PLATE COMPANY CyYcLonE FENCE COMPANY 
AMERICAN STEEL AND Wire COMPANY FEDERAL SHIPBUILDING AND Dry Dock ComPANyY NATIONAL TuBE COMPANY U SAL PORTLAND CEMENT COMPANY 
Pactfic Coast Distributors—United States Steel Products Company, San Francisco, Los Angeles, Portland, Seattle, Honolulu. Lxport Distributors—Uaited Stat 1 Products Company, New York City 

© C. ¥. Co. 1939 
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(The BEST COOKS use 


Alumlg 





Silver- Shining Beauty! 


Ff, _, Some “‘best cooks” may think they use aluminum simply 
> because-it does such good cooking. Or because it is so 
light and manageable. Or because it is so everlastingly 
durable and economical. But, realize it or not, there is 
another reason. It is aluminum’s silver-shining beauty. 

Silvery aluminum on the stove. Silvery aluminum in ordered 
rows along the wall. Silvery aluminum illuminating the dusky 
depths of cupboards. Reflecting every glint of sunshine; harmo- 
nizing with every color scheme; keeping the kitchen alight and 
alive with a beauty of which one never wearies. . . 

No wonder so many women prefer the ‘‘precious metal of the 
kitchen!’ There’s its beauty. There's its cooking ability. There's 
its hygienic cleanliness and cleanableness. There's its economy. 
The “‘best cooks’’ ask no more. They use aluminum. 





see eneenenscesceneceessescncces MAIL COUPON FOR BOOKLET '«+escecccsccccnsscssccecccseses 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 
Please send booklet,"’The Precious Metal of the Kitchen,” to address written below 


Sereeesccce 


The Good Looks 
of 


Aluminum 


A striking advertisement 
dealing with the handsome 
appearance of aluminum 
ware is being sent broadcast 
through national magazines 
by the Aluminum Wares 
Association—to help your 
sales of aluminum ware. 


Beauty is of paramount considera- 
tion in the modern kitchen, and 
the housewife of today pays the 
same close attention to the appear- 
ance of her utensils and equipment 
as she does to their utility. The 
beauty of aluminum ware is an im- 
portant selling point. 


Appreciating this, the Aluminum 
Wares Association, now in_ the 
third straight year of its great ad- 
vertising campaign, stresses the 
sheer loveliness of this “precious 
metal of the kitchen” in the attrac- 
tive advertisement shown here. At 
the same time, the fact that “the 
best cooks use aluminum” is again 
driven home. 


This advertisement will appear in 
national magazines having a total 
circulation in excess of 8,500,000. 
Think of the millions of women 
who will visualize themselves in 
the position of this charming young 
housewife with resplendent uten- 
sils like these at her disposal. Think 
how the aluminum buying urge of 
these millions of women will be 
stimulated. 


This is the kind of business-getting 
support the Association is giving 
you in 1929. It will bring you a 
splendid return for every bit of 
effort you place behind your alu- 
minum department. Cooperation 
with this campaign will repay you 
richly. 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush Street, Chicago 
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Forged, high grade steel 


GRASS HOOKS 


These hooks WILL cut grass 


They are practical tools that anyone can use effectively. 
PERFECT TEMPER; takes and HOLDS a KEEN EDGE 
Easily re-sharpened. 

Off-set Hickory Handle, Full Grip, Fits the Hand 
Gives PERFECT BALANCE at Proper Angle for EASY CUTTING 





gy 





No. 4 “Perfect” 


Forged SCYTHE PATTERN, No. 1 “Hand Made” 


RET: 


12 inch ribbed blade. Natural black forge finish. 
Polished, blue enamel finish. Cutting edge polished. 
Detachable handle. Hickory handle stained walnut. 


W. C. Kelly “Perfect”? Long Handled Grass Hook—No. 5 


ARIS aN G 





No. 5 “Perfect’”’ Forged SCYTHE PATTERN 12 inch ribbed blade; 44 inch handle. 
Polished, blue enamel finish. 


ga 


Blade bolted to goose neck malleable shank, at proper angle for 
EASY CUTTING from NATURAL UPRIGHT POSITION 


| 4 SCYTHES 


“Flint Edge” 
f Hand forged 
; with CRUCIBLE steel cutting edge welded be- 
tween layers of mild steel. 
Made in all patterns. 


“Flint Edge” 








WIDE HEEL GRASS SCYTHE 
“Briar Edge”’ “Briar Edge” 


The new method scythe 


Forged from one solid piece high carbon steel, 
Entire blade of tempered steel gives extra long service. 


TEMPERED SHARPENS HOLDS & ms 
IN OIL EASILY KEEN EDGE BUSH SCYTHE 
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“KEEPING UP WITH THE SMITHS” 


Every wide awake merchant is intensely interested in and 
follows closely the doings of Mr. and Mrs. John Smith, 
Consumer, for under this guise rests the target of all sales 
and advertising effort, namely the purchasers of merchandise. 


“a Keeping up with the Smiths,” trom the retail hardware 
merchant's viewpoint, will be the basis of discussion at the 
thirtieth convention of the National Retail Hardware 
Association, which will be held at Oklahoma City, June 
24th to the 28th. 


The proceedings and results of this convention, one of the 
important events of the business year, will be reported in 
detail in the 


RETAIL CONVENTION NUMBER OF 
HARDWARE AGE, PUBLISHED JULY 4th 


Your early space reservation, in this important issue, 18 
cordially invited. 


Final Advertising Forms Regular Space Rates Apply 


Close June 25th Hardware Age Red $50, 
Final Proof Date June 13th Additional 


HARDWARE AGE 


239 West 39th Street 
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TABLE TOPS += CABINET 
TOPS = RANGE TRIM 
REFRIGERATOR TRIM 
WASHING MACHINES 
HARDWARE 


At right: Monel Metal color advertisement 
from April 27th issue of The Saturday 
Evening Post and June Good Housekeeping. 


National ApverrtisiNG SELLING 





Ss. SURFACES sorte hrmerstens 


that make Good Housekeeping cavien 
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ONEL METAL advertising in 

two great magazines is aimed 

at your customers. It is designed to 

introduce Monel Metal to the many 

homes in your locality that are logi- 

cal buyers of Monel Metal house- 
hold equipment. 

That this advertising is develop- 
ing the right kind of buyer-interest is 
proved by the thousands of inquiries 
received by us. 








Are you “Cashing In” on Monel Metal Cooperation? 


By displaying Monel Metal equip- 
ment— by telling the manufacturers 
from whom you buy that you want to 
sell Monel Metal—you can “cash in” 
on Monel Metal national advertising. 
By selling Monel Metal equipment 
you will build good will because you 
will be selling products that will give 
complete satisfaction—long life, per- 
manent good looks, cleanability—for 
many years to come. 


/ METAY 


WRITE FOR BOOKLET—“MONEL METAL ENTERS THE HOME” 


Monel Metal is a technically controlled Nickel-Copper alloy of high Nickel content. - It is mined, smelted, refined, rolled 
and marketed solely by The International Nickel Company,.Inc. The name ‘ ’ is a regi: d trade mark. 











MONEL 
_\THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, / METAVY N 





MONEL 
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MYERS STAONT 
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DOOR HANGER 


WITH HARD STEEL ROLLER BEARINGS 


— tells the story—Myers O. K. Stayon Flexible Door 
Hangeis—the original door hangers with Myers patented 
“stayon” feature—have survived the conquest of time and com- 
petition and live to carry their service of “stay-on-the-track” 
sliding doors for barns, sheds, garages and other buildings. 


PRR A. 


Sturdy to the last inch with improvements that have withstood 
the test of years, they remain leaders with many dealers who 
have sold them continuously since they were first placed on the 
market. 


Malleable iron frame completely protecting trolley, hard 
steel roller bearings surrounding large steel 
axle, patented stayon and flexible features 
heavy steel hasp complete with bolts—packed 
one set complete in attractive carton—provide 
superior sliding doors that mean lasting user 
satisfaction. 


% 
* 


It pays to sell Myers O. K. Flexible cov- 
ered Door Hangers just as it does to sell the 
other styles of Myers Stayon and Tubular 
Door Hangers for sliding doors on any build- 
ing. ‘ 

Building time is here—re- 
pair time is here—remodeling 
time is here—the demand is 
here for Myers Door Hangers. 

We are ready to quote reliable 
merchants. Write or wire. 


O.K. STEEL TRACK 
MADE IN 4,6, 8 AND IOFT. LENGTHS 


THEFL.E.MYERS & BRO. CO. 


ASHLAND, OHIO. 


MANUFACTURERS OF 


MYERS PUMPS -HAY TOOLS-DOOR HANGERS 
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SALES 


The surest way to judge the merits of a tool 


is by its sales. 


Sales depend upon demand. Consider the 
demand for screw drivers. Every home, 
shop, factory, store, office, garage, service 
station and mechanic has use for one or 


more screw drivers. 


Last year the sale of 


CHAMPION 


Screw Drivers 


was close to 300,000. The buying public doesn’t ask 
for one particular brand of screw driver to that extent 


without some good reason. 


The reason for the popularity and demand for Cham- 
pion Screw Drivers is found in their quality and 
construction. Blades forged from toughest steel. 
Every blade tempered exactly right and shrunk 
securely into a solid malleable bolster. This bolster 
rests in a heavy ferrule. The tang which forms part 
of the bolster enters and passes well into the handle. 
The blade cannot work loose or turn in the handle. 
Every blade tested to split a screw head. 


Sizes: 114” to 30” blade lengths. Packed one-half 
dozen in box. 


If your jobber cannot supply you—write to us and 
we will refer you to the nearest Jobber who will. 


HARDWARE COMPANY ) 


Established Reg. U. S. Pat. Off. Incorporated 
1854 1864 


TORRINGTON, CONN,., U. S. A. 
New York Office: 151 Chambers Street 
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and 25 ft. 
length rolls, without extra 


charge. 


shed this season in 
rolls of one piece each, also 
all brands will be furnished, 


in 50 ft. 


ddition to 100 lin. ft. 


urni 
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All brands of Wickwire 
Brothers Screen Cloth will 


be 
in a 
rolls, 
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GRAY-WICK 


may cost 


a little more, 


but— 


It is 


worth it. 





Woven Into the Produet 


ervice 1s 


S 


33 gauge each way 


No. 


9 


12 Mesh, No. 33 gauge each way 
14 Mesh 
16 Mesh, No. 33 gauge filler 


WICKWIRE BROTHERS 
Screen Cloth is made from Open 


Hearth Steel produced in our own fur- 


No screen cloth is better than its ma- 
naces. 


terial. 


No. 34 gauge warp 


18 Mesh, No. 34 gauge each way 


, 


Our other Brands Screen Cloth 


The wire is drawn in our own mills. 


Every process is under our expert 


emier 
Bronze 
Copper 


White Metal Finish 
Cortland Black Enamel 


Wickwire Pr 
wire 
wire 


Wick 
Wick 


to the product. 


Only full gauge wire is 


used, both lengthwise and crosswise. 
t and the name WICKWIRE 


BROTHERS guarantees that lasting 


service is woven in 


quiremen 


Each brand meets every standard re- 


supervision. 


Write your Jobber for Full Information and Prices 
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STOCK “ALLEN’S” 


If your customer intends to resole men’s shoes, or requires 
any large sized sole, a Strip is the most economical piece of 
leather he can use. 

Sell him Allen’s Sole Strips—known from coast to coast. 
The largest selling Sole Leather Strip in the hardware trade. 

Allen’s have that close fibre, weight and iron which mean 
long wear. 

If you can offer Allen’s to your customer, you are selling 


him the finest leather strip on the market. 


Sold only by 


THE UNITED STATES LEATHER SELLING CORP. 


New York Boston Chicago Cincinnati St. Louis Richmond 


Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 


LEO 
z= 
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nO PRIN G TAR SS THE FP LACGCE- OF LEATHER 
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Stick to the Facts and You'll Make the Sale 





Wall Soap Dish No. 3795 
Packed % doz. in box 
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Show customers how RING®? Bath 
Room fixtures provide a practical 
place for each accessory. 


Mention the fact that every house- 
wife points with pride to the great 
attractiveness of these fixtures. 


Clinch the sale by emphasizing their 
economy—no Reco §6Bath Room 
Fixture has ever corroded or rusted 
out, because their material SOLID 
BRASS, is impervious to oxidation. 


We also manufacture Furniture Trimmings, Uphol- 
sterers’ Nails, Eyelets, Grommets and Washers. 


Send for Catalog and Latest Price List. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 

San Francisco—116 New Montgomery St. 


Chicago—29 E. Madison St. 











LiIDSEEN 
OILERS 


A Demonstration 


Sells Them 


Most practical oilers made for 
oiling machinery while in mo- 
tion, overhead or below, and in 
difficult places. Most economical, 
too, one drop or a heavy stream, 
with perfect control. Built to 
last. Drawn of heavy cold rolled 
steel. All welded. No threads to wear or break. 


Three styles—Push Bottom, Force 
Feed, and Pump. All sizes—1/3 
pt. to 1% qt. with 3” to 23” spouts, 
Gun Metal or Heavy Copper 
Plated Finish. 


Every oiler guaranteed. Handled 
by all leading jobbers. Send for 
Catalog and Prices. 






JIGNVH ONY 
iNOdS 03013M 


OPERATING 
LEVER 


Manufactured by 


GUSTAVE LIDSEEN, Inc. 
824-862 So. Central Avenue, 
CHICAGO, ILL. 





No. 201 Night Latch oO 


Dealers can now get immediate delivery 
of this popular night latch from all of 
our factory branches. 


Gi) INDEPENDENTIOCKCO.@®> 


FITCHBURG, MASS., U. S. A. 





183 West Lake Street 23 Warren Street 2109 Cass Ave. 
Chicago, IIL New York City Detroit, Mich. 
523 Commerce Street 121 2nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal. Los Angeles, Cal. 


414 No. Gay St., Baltimore, Md. 
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All you can possibly 
seek in sturdy, prac- 
tical quality, precise 
uniformity and su- 
perior finish—is em- 
bodied in the entire 
line of GRIFFIN Hinges 
and Butts. 7 7 7 7 


“Manufacturing Co 


ERIE, PENNSYLVANIA 


yanch Offices, 
New York, 45 Warren St. 


Chicago, 555 W. St. 
Boston, 76 Batterymarch 
San Francisco, 703 Market St. 











=ARCADE TOYS- 



































For 
CHILDREN'S DAY 


June 15 fh 


CHILDREN TODAY 
ADULTS TOMORROW 


Teach the adults of tommorrow 
the habit of buying from you by 
selling them toys today. 

Children’s Day on June 15th. 
has been set aside to promote all 
year around toy sales. It is your 
opportunity to cultivate the juve- 
nile trade in your community. 

Arcade Toy Lawn Mowers, Jack- 
stones, cast iron wheel toys, and 
doll house furniture will parti- 
cularly please the children. Be sure 
and feature Children’s Day, and 
give your toys a prominent position 
on June 15th. 


ARCADE ::: TOYS 


Write us for Catalog --Ask your Jobber for Prices 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 
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“TT was holding the parts together 
while I reached for a lock 
washer. Up came six in a bunch. 
I shook them, it was no use; cursing 
didn’t help either. Had to let go, 
untangle the lock washers, and start 
all over. 
“The next time I bought lock 
washers I insisted upon Kantlinks—” 


Kantlinks, the new patented spring 


Pittsburgh, Pennsylvania 


The Positive Lock Washer Co. 
Newark, New Jersey 





Pat. Jan. 3, 1928 


NOT ENOUGH HANDS 


lock washers, do not tangle. They 
save time, money and irritation. 
They do not rust, and they have 
greater holding power. No dealer 
should fail to stock these improved 
lock washers. 


Specify Kantlinks on your next 
order. More information will be 
sent you by any one of the manu- 
facturers listed below. 


Made and sold under license 
by the Kantlink Manufacturers: 


The American Nut & Bolt Fastener Co. The Mansfield Lock WasherCo. The National Lock Washer Co. 
Mansfield, Ohio 


Newark, New Jersey 


The Reliance Manufacturing Co. 
Massillon, Ohio 

















SPRING LOCK WASHERS 


DO NOT TANGLE DO NOTRUST 
THEY PAY THEIR ENTIRE COST IN TIME SAVED- SOMETIMES EVEN MORE 
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Week of 
May 26th to June Ist 


Ho Ideas 
that Sell” 


not only the stock that 
you put on your shelves and 
the displays you put in your 
windows but the IDEAS you put 
into your sales talk, in your ad- 
vertising and in your selling 
methods which will help to 
move the goods. In preparing 
our new sales aid book, there- 
fore, Winchester presents not 
only displays, electrotypes and 
other physical material. but 
practical sales ideas which will 
help you arouse interest in all 
Winchester lines. These sales 
aids and suggestions cover 
Guns and Ammunition, Fishing 
Tackle, Cleaning and Lubricat- 
ing Preparations, Flashlights 
and Batteries, Ice and Roller 
Skates. Cutlery and Tools, all of 
which will be advertised in our 
big national campaign starting 
June 15th. You should have 
our sales aid book in hand 
before this campaign starts. 


a 








Becta is aan 
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TESTER 


TRADE MARK 


Write for this new book— 
full of sales ideas as well 
as practical sales aids 


T HIS new 48 page book presents the Winchester 
Principle of Selling Related Lines, Practical 
Hints for the sale of each group of products in 
the Winchester Line, Display Material for Counter 
and Window, Window Trimming Ideas and 
Diagrams, Newspaper Electrotypes, Booklets, 
Sales Letters and Reading Notices for your local 
newspapers. If you have not already requested 
your copy of this valuable and useful book, use 
the coupon to obtain it NOW. 


hehe ll Lt LT 


WINCHESTER REPEATING ARMS CO. 
New Haven, Conn., U. S. A. 


Gentlemen: 


Please send me a copy of your new 48 page “Sales 
Aid Book” covering Guns and Ammunition and aii 
other Winchester lines. 
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SCHUMACHER 
WINDOW VENTILATORS 


Originators of the Wood Frame “Louver” Ventilator 





Insist on 
Accept No ge 
Substitute the ginal 
and 
we Genuine 
Imitatio 
— e Schumacher 





Patent Pending 


A VENTILATOR that LOOKS GOOD in ANY WINDOW 
Strong, Durable and Neatly Finished 
Oil finish hardwood frames. Metal insert finished in neutral color. 


The F. E. Schumacher Co. conceived the idea and need of a wood 
frame “Louver” window ventilator. After extensive study and 
experimental work this ventilator was put on the market. 

The “Louver” was immediately accepted by the trade and the 
consumer in a most enthusiastic manner, and proved to be the biggest 
selling window ventilator ever put on the market. 

Naturally the “Louver” will be imitated by both large and small 
manufacturers. But why take a chance? 

We have increased the size of our plant, added additional equip- 
ment, and increased our production in an extensive manner to meet 
the demand for the Schumacher “Louver”; and now the largest 
plant in the world for the manufacture of wood frame “Louver” 
window ventilators assures you of prompt shipments and satisfactory 
service. 

The F. E. Schumacher Co. have been manufacturing window 
screens and screen doors for over thirty-five years and are considered 
the most progressive manufacturers of these lines in the country. 

The Schumacher products are being sold by many of the leading 
distributors from coast to coast. Quality, service, co-operation and 
the right price, of course, are the reasons. 


MANUFACTURED IN FOUR DESIRABLE SIZES 


Write or Wire Now for Prices to 


THE ORIGINATORS 


The F. E. SCHUMACHER Co. 


HARTVILLE, OHIO 
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handle 10 cent stuff? 


Should 


a Hardware Dealer 


— progressive merchants who have 
equipped themselves to handle chain store 
merchandise in chain store style say,—**Yes, 
handle the cheap stuff, but don’t sell it.” 
Hardware merchants agree with chain stores 
in the idea that cheap merchandise should 
never be recommended or “sold” in any 
sense. 

If the display and the price will not sell such 
goods, then all the conversation in the world 
will not sell them. 


In a chain store, if a customer asks the clerk 
about quality, the clerk replies in effect,— 
“It’s ten cents.” 


Merchants experienced in this matter tell us 
that if a dealer “sells” a customer a cheap 
article which proves unsatisfactory, the cus- 
tomer will return it or hold 





The average hardware man is a natural born 
salesman and it is dificult for him to accept 
this view—hence the question is often asked: 
“Can the hardware dealer afford to handle 
such goods?” 
If he can bring himself to take a definite 
stand in the matter, the answer is: “Yes.” 
A hardware dealer takes no more risk than 
a chain store if he handles the same merchan- 
dise with the same policy that the chain 
store does. 
A merchant may shrink from handling this 
cheap, trashy hardware, but there is an 
enormous demand for it and the hardware 
dealer who equips himself to handle it and 
passes it out for just what it is without either 
recommending it or damning it can do so 
profitably and satisfactorily. 

The volume of business rec- 

















it against the merchant. ommends it ... the impor- 
On the other hand, if the tant thing is that it brings 
merchant declines to recom- t a constant stream of cus- 
mend such an article, but tomers into the store ... it 
allows the customer to i helps to create the “buying 
choose it and buy it of his waa ty habit” at the hardware store 
own accord, the customer which is the one thing the 
will invariably take his own pee ay hardware man most needs 
medicine. a today. 


WATER S&S 
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TRADE 


WINDS 


By Liew S. SOULE 


CWDS 


WEAK KNEES AND WASTED MARGINS 


RICE cowardice is largely responsible for the 

narrow margins and lack of profits we hear 
so much about today. 

Price is conceded to be an important factor in 
modern merchandising. But the price problem is 
not entirely one of obtaining better prices from the 
retailer’s sources of supply. Jt is even more a ques- 
tion of the individual merchant pricing his goods 
intelligently and fearlessly. 

The hardware dealer in common with other in- 
dependent merchants, seems obsessed with the idea 
that everybody knows the exact cost and the exact 
value of everything he offers for sale. With that 
thought in mind he unnecessarily throws away legiti- 
mate, merited profits with the prodigality of the 
proverbial spendthrift. At the same time another 
brand of price cowardice prevents him from meeting 
established prices on the confidence building items 
of his stock. 

The average independent hardware merchant 
seems actually afraid to get the right prices on his 
noncompetitive lines, and equally afraid to sell his 
competitive items at established prices. Therefore he 
takes a profitless middle course, losing margins on 
one side and business on the other. Then he won- 
ders why his profits dwindle and his customers seek 
new sources of supply. 

Pricing goods today is a man’s job; a job which 
demands both intelligence and courage. It is no job 
for the man with milk in his veins and jelly in his 
spine. Proper pricing today is just as essential as 
proper buying or proper selling. Your profits are 
in the hands of the fellow who prices your goods. 

Probably the greatest weakness in pricing goods 
is the ordinary merchant’s dependence on an average 
overhead expense and a standard mark-up. We are 
slow to learn that it costs more to sell some goods 
than it does to sell others, that a fixed percentage of 
mark-up falls down in the face of established selling 
prices; that necessarily low margins in some lines 
must be offset by proportionately higher margins in 
other lines, if profits are to be made. 

There are several very important things to con- 
sider in pricing goods for resale: First, comes the 
matter of competition. Established prices must be 
met, and the lowest price at which an item is regu- 
larly sold in your town is the established price. 





Failure to meet such prices will eventually result in 
the loss of public confidence and regular customers. 

Next comes the time element—the matter of how 
long the goods can reasonably be expected to remain 
in stock before they are sold. Every day that an 
item remains unsold, adds to the merchant's invest- 
ment in that item. Goods which remain in stock 
two months cost you more than goods which sell 
within a week, two weeks or a month, even though 
the original purchase prices are the same. 

Then comes the item of service. (Goods which 
carry the probability of servicing are entitled to more 
margin than non-service goods. 

Get your profits from non-competitive lines. If 
the individual hardware merchants of this country 
would only get the profits they are entitled to, on 
items where they as hardware merchants control 
prices, they could easily meet chain competition on 
their other lines. Instead they give away profits in 
competing with each other and have little or no 
reserve with which to meet outside competition. 

The independent hardware retailers cannot law 
fully agree on prices. ° They can, however, individu- 
ally resolve to get reasonable margins on items not 
affected by outside competition. Your example in 
pricing such goods may influence other hardware 
merchants in your community to do likewise, if your 
dealings with them are such as to inspire respect and 
confidence. 

Finally, remember that the average customer does 
not know your costs and is not in any sense an 
accurate judge of values. Remove all marks from 
fifty diversified items in your stock, and ask you 
salesmen to tell you the costs and selling prices. If 
they don’t know how can you expect the customer to 
know? He don’t. Also the customer is often hon- 
estly mistaken, or deliberately falsifying when he 
tells you your competitor is selling at lower prices. 

Your job is to teach your customers value, as 
against mere price; to sell goods at a profit, rather 
than to accept orders at no profit; to meet estab- 
lished prices, but to make non-profit, competitive 
merchandise sell itself. All of your other mer- 
chandising efforts will be nullified, however, if your 
pricing policy is weak. 


DON’T BE A PRICE COWARD. 








HARDWARE AGE for MAY 30, 1929 








Members of the Southeastern attending one of the sessions of the 1929 convention in Atlanta 


Southeastern Holds Successfu 
Convention in Atlanta 


J. D. Cottrell, Leesburg, Florida, Elected Presi- 
dent. Secretary Harlan Re-elected on 


HE Southeast- 

I ern Retail 
Hardware and 
Implement Associa- 
tion, composed of 


the State Associations of Alabama, 


Florida, Georgia and Tennessee, has | 


again lived up to its record of success- 
ful conventions. Its meetings and ex- 
hibits, staged in the Auditorium, At- 
lanta, May 14, 15, 16, were among the 
best in its history. 


It is absolutely natural for the South- | 


eastern to hold a banner conventicn. 
Its members are friendly, hospitable, 





OFFICERS 


ALABAMA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION 


B. L. Noojin, Gadsden, Ala.—President. 
Sam H. Thornhill, Tallassee, Ala.—Vice- 
President. 


Advisory Committee 


John Ed Wallis, Sylacauga, Ala. 
R. O. Cranford, Jasper, Ala. 
T. O. Murray, Bessemer, Ala. 


Executive Committee 


L. B. Sessions, Camden, Ala. 

W. H. Wild, Evergreen, Ala. 

W. T. Walsh, Talladega, Ala. 

Chas. R. Rew, Leeds, Ala. 

L. S. Hunter, Alexander City, Ala. 

Walter Harlan, Atlanta, Ga. 

Walter Harlan, Atlanta, Ga.—Secretary- 
Treasurer. 

Reese Davis, 
Secretary. 


Atlanta, Ga. — Assistant 














| Tennessee, each of 


Five Year Contract 


southern folk, deeply interested in their 
businesses, and loyal to their associa- 
tion. The officers are keen, efficient 
hardware merchants willing to give 
their best thought and endeavor to the 
association. Then too in Secretary 
Walter Harlan, the Southeastern has an 
able, tireless worker who plans con- 
structively, and who, with his capable 
assistant secretary Reese Davis, carries 
out those plans in the best convention 
form. There were no delays, no dull 
moments. Everything moved forward, 


heavy attendance of 
the ladies, and their 
active participation. 
In this connection, it 
is well to mention the 


| exceptional service rendered by Mrs. 


Walter Harlan in entertaining the 
visitors and looking after their wel- 
fare. The association took official no- 
tice of her helpfulness, and presented 


‘her with a golden token, as a mark 


both in the meetings and in the exhibit | 


hall, with the smoothness and 
larity of a well oiled machine. 
J. Woods Hammond, as president of 
the Southeastern, made an ideal pre- 
siding officer in both the sessions and 
the social features whicii were a part 
of the convention activities. He re- 


regu- 


ceived the wholehearted support and | 


assistance of Presidents T. O. Murray, 
Alabama; Fred H. Young, 
|. D. Forbes, Georgia and Lon Hackey, 
whom conducted 
one of the sessions. 


Mrs. Harlan Honored 


Then too, much of the success of the 
convention 


can be 


Florida; | 


attributed to the | 


of its appreciation. 

The honorary members were like- 
wise in evidence. George M. Gray, 
( oshocton, Ohio, who has missed but 





OFFICERS 


GEORGIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION 


C. W. Truitt, Commerce, Ga.—President. 


J. E. Robison, Thomasville, Ga.—vVice- 
President. 

Walter Harlan, Atlanta, Ga.—Secretary- 
Treasurer. 

Reese Davis, Atlanta, Ga. — Assistant 
Secretary. 


Executive Committee 


Roy E. Breen, Jesup, Ga. 
J. C. Glover, Fitzgerald, Ga. 
D. Holmes, Cordele, Ga. 
Alec Hall, Moultrie, Ga. 

H. E, Ragland, Newnan, Ga. 
Walter Harlan, Atlanta, Ga. 


Advisory Committee 


Norris, Covington, Ga. 
Roddenbery, Cairo, Ga. 


R. A. 
A. C. 
J. D. Forbes, Valdosta, Ga. 
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one session in fourteen years; Llew S. 
Soule, Editor, HarpwarE AGE, with 
ten meetings to his credit, and Tim 
McAllister, Editor, Southern Hard- 
ware, Atlanta. Hamp Williams, the 
other honorary member, was unable to 
attend, but was present in spirit. 

The forenoon of the opening day was 
given over to registration of members, 
distribution of convention badges and 
entertainment tickets, and the opening 
of the big hardware exposition. With- 
out doubt the exhibits were the best in 
the association’s history, and 
covered practically everything 
in the hardware and imple- 
ment line. 

The first session started 
promptly at 2 p. m. with Presi- 
dent J. Woods Hammond pre- 
siding. After the singing of 
America, and repeating the 
Lord’s Prayer in unison, the 
session theme “Buying for 
Profit” was taken up for ac- 
tive discussion. There was no 
president’s address, as Presi- 
dent Hammond announced 
that he intended to follow the 
precedent established by Past 
President Ed. Jarman at last 
year’s sessions. 

The first subject taken up 
was “Competitive Offerings,” 
presented by L. H. Hudson, 
Fort Lauderdale, Fla. Mr. 
Hudson started by saying that 
this is a day of exceptionally 
keen competition; that the 
dealer had two problems, first 
to meet the competition and 
second to make a profit. He 
expressed the thought that 
dealers must offer a certain 
number of specials to over- 
come the idea that their prices 
are “high.” He advised deal- 





ers not to offer regular stock as spe- 
cials, since such action often breeds 
trouble. Instead, he said, they should 
use special goods or odds and ends of 
merchandise. He _ further advised 
closer cooperation with competitors; 
the getting of new ideas from all 
sources, and the steady use of such 
ideas. 


Concentrate in Buying 


John F. Vaughan, Winchester, Tenn., 
introduced the subject of “Buying Con- 





WALTER HARLAN 


The Southeastern’s recognition of Mr. Harlan’s ability, 
loyalty and efficient service was aptly expressed in a 
five-year renewal of his contract as Secretary of that 


big four state Hardware Association 





centration.” The word concentrate, he 
said, means to condense, therefore the 
dealer should buy only a well assorted, 
well balanced stock. He should buy 
from houses in which he has confidence, 
and should confine his purchases to as 
few houses as possible. Such a course, 
he declared, saves time and money. He 
advised the careful listing of “wants” 
in order to simplify purchasing. He 
also said that merchants should sample 
all items carried, cut out slow sellers 
and avoid duplications. His  clos- 
ing advice was to buy early 
for coming seasons, thus 
lowering the general over- 
head and insuring against 
“outs.” 

John Bb. Greer, Loudon, 
Tenn., spoke briefly on mer- 
chandise movement. He told 
of his experience in moving 
a lot of hard stock by the 
auction method. In this con- 
nection he used leaders and 
found that their use helped to 
sell the stickers. When his 
stock was sufficiently cut 
down, new lines were ordered. 
The buying of new lines, he 
contended, is the most impor- 
tant thing in modern merchan- 
dising. New lines, properly 
chosen, add to profits, increase 
volume and stimulate old 
lines. Recently his firm res 
modeled the store. It was a 
hard job, but paid. In 1928 
the business was practically 
double that of 1924. Mr. 
Greer advised dealers to 
beat the chains by solicit- 
ing. 

Charles X. Balfour, Winter 
Haven, Fla., introduced the 
subject of sufficient margin. 

Dealers, he said, must know 





OFFICERS 


TENNESSEE RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION 


Amos Wilson, Madisonville, Tenn.—Presi- 





dent. 

B. A. Crisman, Chattanooga, Tenn.— 
Vice-President. 

Walter Harlan, Atlanta, Ga.—Secretary- 
Treasurer. . 

Reese Davis, Atlanta, Ga. — Assistant 
Secretary. 


Executive Committee 


R. P. London, Johnson City, Tenn. 
Joe Wright, Sweetwater, Tenn. 
W. C. McGee, Jackson, Tenn. 

H. W. Norton, Maryville, Tenn. 
Walter Harlan, Atlanta, Ga. 


Advisory Committee 


W. H. Leach, Somerville, Tenn. 
Jno. B. Greer, Loudon, Tenn. 





Lon Harkey, Sharon, Tenn. 











OFFICERS 


SOUTHEASTERN RETAIL | 
HARDWARE AND IMPLEMENT | 
ASSOCIATION | 

J. D. Cottrell, Leesburg, Fla.—President. 
B. L. Noojin, Gadsden, Ala.—First Vice- | | 
President. | 

W. C. Waddell, Greenville, Tenn.—Sec- 
ond Vice-President. 

R. A. Norris, Covington, Ga.—Third Vice- | 


President. 
Walter Harlan, Atlanta, Ga.—Secretary- 
Reese Davis, Atlanta, Ga. — Assistant 
Secretary. 
Executive Committee 


0. K. Jones, Sweetwater, Tenn. 
John Ed Wallis, Sylacauga, Ala. 
B. H. Matthews, Camden, Ala. 

G. S. Meserve, St. Augustine, Fla. 
Ed Jarman, Baxley, Ga. 

Hugh C. Ross, Jackson, Tenn. 
Fred H. Young, Lake City, Fla. 
Walter Harlan, Atlanta, Ga. 
J. W. Hammond, Griffin, Ga. | 


Treasurer. | 
| 
| 








OFFICERS 


FLORIDA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION 


Cc. X. Balfour, Winter Haven, Fla.— 


President. 

L. H. Hudson, Fort Lauderdale, Fla.— 
Vice-President. 

Walter Harlan, Atlanta, Ga.—Secretary- 
Treasurer. 

Reese Davis, Atlanta, Ga. — Assistant 
Secretary 


Executive Committee 


J. 8. Tarrer, Fort Myers, Fla. 

A. J. MacKay, Ocala, Fla. 

E. L. Morgan, Arcadia, Fla. 

H. S. Thompson, Miami, Fla. 

A. T. Faulkner, Jacksonville, Fla. 


Advisory Committee 


0. C. Van Brunt, Tallahassee, Fla. 
Fred H. Young, Lake City, Fla. 
G. 8S. Meserve, St. Augustine, Fla. 
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The Official Family of the Southeastern Retail Hardware 


how to mark goods properly in order to 
make a profit. Some goods must be 
marked higher in proportion than 
others. In other words, he said, inde- 
pendent merchants are doomed unless 
they adopt the methods used by success- 
ful chain stores. Everything possible 
should be put out on display tables. Dig 
out your hidden goods, he said, display 
them, and they will sell themselves. 
Cut down your overhead, he continued, 
and use some girls in place of high- 
priced salesmen. His summing up 
was: Stop guess work; mark goods in- 
telligently; make profits on non-com- 
petitive goods; cut overhead; use 
chain store methods. 


Cooperate with Supplier 


Ira B. Taylor, Trenton, Tenn., pre- 
sented the subject, “Team Work with 
Suppliers.” 

The hardware trade, he said, needs 
a very close cooperation between all 
factors in the trade. The hardware 
“independent” is not the only channel 
through which hardware can be dis- 
tributed, therefore, we must make our 
channel the best. This can only be 
done through team work. He advised 
dealers to study their communities and 
their work with their suppliers to give 
that community 100 per cent service. 
He said: I never yet took a fair pro- 
posal to any jobber without getting 
real consideration and help. Pick out 
two or three jobbers and stick with 
them. That is the best kind of team 
work.” 

The summarizing address was given 
by Harold Bervig of the National Re- 
tail Hardware Association. Mr. Ber- 


vig compared the retailer to John Bun- 
yan in his dream of a trip to the 
promised land, when he found the 
path guarded by two lions. As he 
advanced he found that the lions were 
chained, leaving the path open. The 
merchandising path, he said, is 


guarded by two lions—one called chain 
competition, the other jobber competi- 
tion. If the dealer will gather up his 
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courage and follow the straight path, 
he will find himself continually closer 
to his objective, as these lions are also 
chained. 

He quoted from “The Future of the 
Chain Store Industry” as _ follows: 
“This subject assumes that the chain 
store industry is now facing, or will 
face a new problem, due to the more 
aggressive and efficient policies being 
adopted by the independent-wholesaler 
combinations.” 


Bervig Gives Summary 

Mr. Bervig contended that discus- 
sions of merchandising problems, par- 
ticularly where profit is involved, 
should be based on the customer. The 
merchant does not buy for himself; does 
not fix up his store for himself; does 
not advertise for himself. All these 
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things are done for the customer. 
Therefore, the key to buying for 
profit, is the customer. 

There is more merchandise sold to- 
day, he said, and at a higher price 
than at any time in the world’s his- 
tory. The theory that sound success- 
ful business should deal only with the 
common things necessary for existence, 
and that it is dangerous to venture into 
business which provides non-essentials, 
is an exploded theory. Study your 
communities; know the family in- 
comes; the cars of grain, fruit, stock, 
etc., shipped out of your town. By 
dividing the total income by the num- 
ber of families, you can get the ap- 
proximate family income. When you 
learn what their incomes are, find out 
where they are buying their goods. 
Then work to get your share of the 
business. When you find out where 
they are buying their goods, you must 
know why. Once price was the domi- 
nating factor; later quality usurped the 
favored position. Now the dominant 
factor is style. Wives and daughters 
dominate the spending of the family 
incomes. 

“The buyer in a store,” said Mr. 
Bervig, “has been defined as the chief 
guesser or the manager in charge of 
speculation.” That title is often de- 
served. His chief fault has been lack 
of knowledge due to not gathering 
enough facts about the merchandise 
or analyzing the figures at hand. It 
is easy to keep a large stock, but a 
different proposition to keep a com- 
plete stock. The thing to have is a 
controlled stock. Buying for profit 
means having the right quantity of 
merchandise of the right kind, at the 
right time, at the right prices. 

In closing, he advised dealers when 
buying goods to insist that the sup- 
pliers show them how to sell it. In 
other words, “Buy a sales plan with 
the goods.” 
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President Fred H. Young of the 
Florida Association, presided at the 
Wednesday morning session. The ses- 
sion theme was “Operating for Profit.” 


Narrowing Margins 
The subject of narrowing margins 


was introduced by A. C. Roddenberry, 
Cairo, Ga., who said that a narrow 


margin does not necessarily mean a | 
The simplest way to | 
| cussedness. 


lack of profit. 
solve the problem of narrow margin, 
he said, is to raise the selling price, 
but that is not always possible. Goods 
move slowly if price is too 
high. Also the established 
prices regulate margin so far 
as the selling price is con- 
cerned. The real solution lies 
in increased volume without 
increased expense. Margin, he 
said, is often narrowed un- 
necessarily by acts of the 
dealers. Don't give away your 
margin, he advised; know 
your competition; cooperate 
with jobbers; stop indiscrimi- 
nate price cutting and use 
more courage in _ pricing. 
Price cowardice is reflected in 
narrowing margins. 

“Training Clerks” was 
briefly introduced by Charles 
McGee, Jackson, Tenn. He 
advised dealers to study the 
mail order catalogs for good 
sales talks, and impart the- in- 
formation to the clerks in 
sales meetings. The average 
person, he said, knows little 
about goods and, therefore, 
sales training overcomes mer- 
chandise competition. 

Credit Policy was discussed 
generally, G. S. Meserve, St. 
Augustine, Fla., W. C. Wad- 
dell, Greeneville, Tenn., and 
Charles Balfour, Winter 
Haven, Fla., each giving a 
partial presentation. The con- 
sensus of opinion was that the 
dealers should appoint some 
one as credit manager, should 
demand a report on all credit 
risks; should put a limit on accounts 
and should work with local credit bu- 
reaus. 

J. E. Wallace, Sylacauga, Ala., 
spoke on “pricing merchandise.” The 


selling price, he said, should not only | 


be fair, but should yield a profit. It 
should always be satisfactory to the 
buyer. 


Record of Sales 


The subject of Record of Sales was 


introduced by D. F. Hobbs, Fayette- | 


ville, Tenn. He advised the keeping 
of records of individual clerk’s sales 


| rors. 





of the Southeastern. 





in order to simplify complaints or er- | 


complete sales records as guides for 
future business. 
W. C. “Bill”? Waddell, 


Greeneville, 


| Tenn., brought up the concluding sub- | 
|} make a legitimate profit through ser- 


ject of the session, “Longer Margins.” 
Margin, according to Mr. Waddell, is 
often thrown away by lack of intelli- 
gent cooperation. The ob- 
stacles to obtaining longer margins, he 
envy, jealousy, and pure 

There is more trouble 
from independent hardware competi- 
than from the chains and mail 


biggest 


said, are 


tors 





MRS. WALTER HARLAN 
Mrs. Harlan might apt-y be termed the official hostess 


her with an appropriate token of gold. 


order houses. Bill’s cure for the sit- 
uation is merely the application of 
sound common sense to merchandising. 


Llew Soule Summarizes 

The summarizing address was de- 
livered by Llew S. Soule, editor of 
HARDWARE AGE. 

Mr. Soule said in part: “Operating 
for profit is the most important theme 
of this convention; the other themes 
are more or less a part of it. An elec- 
tric light plant represents nothing but 
expense up to the time the light bulbs 
are inserted in the sockets and the 
power turned on. Then it begins con- 


He also advocated keeping of | structive operation. 


| of location. 
| the 


It is her pleasure to see that the 
visiting ladies are properly welcomed and entertained. 

The Association publicly acknowledged its apprecia- 
tion of her many courtesies and services, and presented 


| slim. 
| huge sum to modernize your store, but 


tions to people to “come in.” 


Expense changes 
to investment, and the object is one 
of operating for profit. 

“The hardware business is much the 
same. The merchant is in business to 
There is noth- 
ing to be ashamed of in that motive, 
provided the merchant intends to earn 
that profit. 

“One of the first things to consider 
in operating for profit is the matter 
Other things being equal, 
merchant with the location 
will secure the trade, 
and be best situated to operate 


vice to his community. 


best 
most 


for profit. Chain stores select 
their locations on a scientific 
basis. Most independents de- 
pend upon guess. Often oper- 
ating for profit means paying 
for a location which insures 
greater selling opportunity. 
Check your location from that 
standpoint. 

“The second thing to con 
sider is the matter of stock 
what items and lines to carry. 


This is a difficult thing for 
the beginner, but should be 
comparatively easy for the 
merchant who has been in 
business over a year and has 
kept proper records. At least 
the latter knows what does 


not sell, and the rate of sale 
of those items or lines which 
do sell. He also recognizes 
after a year in a store, that 
it is necessary to carry certain 
lines or items as a service to 
the community, but that this 
service is often over-empha- 
sized. 

“Having the stock, the next 
thing in line is proper store 
arrangement and display. The 
public has definitely shown its 
approval of the open display 
method. If your store ar- 
rangemen* is not in accord 
with the public idea of what 
a store should be, your chance 
of operating at a profit is 

It isn’t necessary to spend any 


it is vitally necessary for you to have 
a neat, light, well-arranged salesroom, 
with all of your goods on display. 
“Window displays are your invita- 
You can- 
not successfully meet competition un- 
show windows, 


less you have good 
adapted to display, clean and well 
trimmed. Window competition will 


increase from now on. 
“The next thing to consider is the 
size of your selling force. At least 


| 80 per cent of the hardware stores are 
overmanned. 


In other words, proper 
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arrangement of stock and proper utili- 
zation of salesmen, would cut expenses 
and increase profits in 8 out of every 
10 stores. Arrange your stores so that 
useless steps and extra effort and time 
are avoided. Have definite duties and 
responsibilities for every employee. 
Use cheap help for cheap work. High- 
priced help for profitable work. Don’t 
put high-priced men on cheap work. 
It is too expensive. 

“T am not a pessimist. I firmly be- 
lieve that you men can stay in business 
and can continue to operate that busi- 
ness at a profit. At the same time I 
concede that it will take thought, plan- 
ning and intelligent effort to do it. If 
you are not willing to pay that price, 
look for some other line of work. If 
you are willing, roll up your sleeves 
and get busy. That’s the first step in 
operating for profit.” 


Wednesday Afternoon Session 


The Wednesday afternoon session 
was opened with a Question Box dis- 
cussion on advertising, led by M. A. 
Crisman of Chattanooga, Tenn., with 
J. D. Forbes of Valdosta, president of 
the Georgia Retail Hardware and Im- 
plement Association, presiding. 

Consistent, continuous advertising in 
your local newspapers is a vitally im- 
portant part of the retail hardware 
man’s merchandising program, declared 
Mr. Crisman, but “a satisfied customer 
is the best advertisement that can be 
secured anywhere, in any way, at any 
cost.” 

Referring to the constant talk of the 
independent dealers about the chain and 
mail order houses, “we as merchants, 
our clerks and our own families are 
giving these competitors a lot of free 
advertising by our repeated references 
to them. Too often you create an im- 
pression and an influence that reacts 
to the opposite of what you want it to 
be,” he declared. 

Pay as much money and put forth 
as much effort to keep your present 
good customers satisfied as you would 
to get a new one, he urged, pointing out 
that it is going to be necessary to study 
conditions in your store and the psy- 
chology of selling in this day of chang- 
ing buying trends if the retailer is to 
profitably compete with the new condi- 
tions in gaining new and holding his 
old customers. 

Tendency of retailers to ignore manu- 
facturer and failure to use the sales 
helps he has spent thousands of dol- 
lars in making available to you, is one 
reason for his looking with favor upon 
the chain outlets for the sale of his 
merchandise, for the sale of which he 
is in business just the same as the 
dealer, declared the speaker. 


Added lines was discussed, and A. C. 
Rodenbery of Cairo, Ga., told of the 
success his firm has had in the sale 
of electric refrigerators, amounting to 
$5,000 a month on electric refrigerators 
alone. “Every home and every room 
in that home that has an electric outlet 
is a potential prospect for new electrical 
appliances of all kinds. They all want 
electricity and its conveniences, and, 
from the point of view as to the fu- 
ture, the beauty of it is they are all 
going to have it just as soon as pos- 
sible. Any new specialty that is in de- 
mand and has a future before it is 
good selling and worth your consider- 
ing and adding,” he said. 

O. K. Jones of Sweetwater, Tenn., 
said he considered the electrical line a 
most important adjunct to any up-to- 
date hardware store, with possibilities 
for it increasing every day, as he told 
of how his and a competitive hardware 
firm, as well as the local branch of 
the power company had developed a 
good business on it in their town. Too, 
he pointed out, it is a line that brings 
in the best class of trade and leads to 
sale of washers, heaters and other profit 
paying items. 

The concluding part of the program 
and the only featured speech of the 
convention was an address on “Mer- 
chandising for Profit,” by Donald Mc- 
Donald, vice-president, B. F. Avery & 
Sons, Louisville, Ky., in which he dis- 
cussed the fundamentals and principles 
underlying successful operation of the 
retail store. 

“The first principle,” he declared, “is 
forecasting. Unless the manufacturer, 
jobber or dealer will sit down and ana- 
lyze their problems, their costs, com- 
petitive influences and other factors of 
local or territorial importance, they 
will not be able to make their profit 
work out as they want it. 

“The fundamental principle of fore- 
casting is analysis—an analysis of your 
capital, your community, needs of your 
customers and what kind of stock is 
best, why and how much. These must 
be considered in advance of any planned 
program of selling.” 

Another fundamental of successful 
merchandising, he said, is the handling 
of dependable, nationally advertised 
brands. “Why spend your time in han- 
dling items that are unknown and that 
you have got to sell, even if on a little 
better margin and lower price, in com- 
petition with the millions of dollars 
that are being spent to educate the pub- 
lic in buying by brand name and who 
expect quality, dependability and ser- 
vice in return. 

“Then, after you have placed the 
goods in your store, be sure you tell 
your customers and those who are not 
customers where they can buy the goods 
they want. Do this with a well de- 








fined, intelligently planned, consistent- 
ly executed plan of local advertising in 
which you give them specific buying in- 
formation, changing advertising con- 
stantly, with steady use of cuts and 
electros manufacturers are glad to fur- 
nish gratis. And don't overlook the 
importance of watching the national 
magazines the people of your commu- 
nity are reading and tie-in with your 
local advertising when and as adver- 
tised. That is one way; another is to 
check over these publications, place the 
ads in your window with display of the 
actual merchandise. That is timeliness 
and the other fellow’s money capital- 
ized,” he said. 

Mr. McDonald gave special empha- 
sis to the sales building value of a 
follow-up system in the store opera- 
tion. “When a new customer comes 
into your store, do not lose the oppor- 
tunity to go up and with a cordial hand- 
shake and greeting tell him who you 
are, find out who he is, where he lives, 
what his farming or business operations 
may be, and tactfully secure all the 
information you can that would be use- 
ful in formulating a schedule of di- 
rect mail and personal calls. Then, 
when he has left, go to your card file 
and fill out a card with the information 
you have secured. Then use it, fol- 
low up at various times you may be 
able to find out he is most likely to be 
in market for new implements, stoves, 
washing machines, etc., and you will 
be surprised at results.” 

Other fundamentals ‘he stressed were 
an attractive store, arranged to meet 
new buying trends of the public today, 
good location, frequent changing and 
rearrangement of stocks and displays, 
“so as to cause the customer to browse 
around through your store and see what 
you have there that he wants,” effi- 
cient management and thorough knowl- 
edge of goods. 


Study Sales Records 


“Get into the matter of turnover more 
thoroughly than you ever have before,” 
he urged, suggesting segregation of 
business by groups, studying same for 
salability. “You will find a lot of cold 
boarders that are tying up your capi- 
tal, increasing your rent and overhead 
and eating you out of house and home.” 
Then close them out, he urged, but do 
n t play up that you are “closing out” 
or that they are “bargains”—just price 
them and put them out where people 
can see them. It will be a big help in 
disposing of the goods as well as in 
creating in the minds of the buying 
public a standard of values and price 
that this new competition you have been 
talking about has placed in the minds 
of the buying public. 

(Continued on page 68) 
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INTRODUCING— 
(GEORGE F. MASSEY 


—Field Editor of Hardware Age— 
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R. MASSEY’S appointment to the Editorial Staff of HARDWARE AGE was i 
reported in the news pages of last week’s issue. He will soon contribute reg- 
ularly to these columns, bringing to our readers the benefit of an extensive experi- 
ence in hardware merchandising and of hardware distribution problems. At the pres- | 
ent time Mr. Massey is working in the Missouri River Valley and surrounding country, 
making his headquarters at 4243 Montgall Avenue, Kansas City, Mo. Watch for Mr. 


Massey’s articles! 
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By SAUNDERS NORVELL 


“NROM the way the market has been acting, it 
seems that my financial adviser knew his onions 
when he told me to do nothing. The prices on 

bonds as well as stocks look pretty sick. If ever the 
credit situation gets straightened out, and we get back 
to cheap money, some good profits should be made in 
bonds. As long as money can be loaned on call from 
7 to 20 per cent, bonds have no attraction for large in- 
vestors. 

Some of our friends in the insurance business who 
invest their reserves in bonds have had some lovely 
losses. This is affecting the value of some of the in- 
surance stocks. On the other hand, our insurance 
friends doing business in Canada, instead of investing 
in bonds have invested in common stocks, so the goose 
hangs high with these Canadian insurance companies. 

The Canadians are a pretty shrewd bunch. They are 
like the Scotch. In every country where pickings are 
fairly hard you find shrewd people. That is why so 
many Canadians and Scotch have done well here in New 
York. They are trained at home, then they come here 
to the United St:tes, where the pickings are easier. 
These stories about the Scotch are not for nothing. Of 
course you have heard the old one about the definition 
of rigid economy—a dead Scotchman. 


i¥ IESE days the banks are having a grand and glori- 
ous time with high rates of interest. Of course the fault 
is with the speculators, who are using up all the capital 
of the country in speculation and making money high 
for the business borrower. I wonder if this is all true. 
Anyhow, it is a good story when the business man calls 
on his bank and is asked to pay 9 per cent for time 
money. (May 23.) 

The past twelve months have certainly not been good 
and healthy times for businesses or individuals who have 
found it necessary to borrow considerable sums of 
money. I happen to know a number of prosperous 
corporations who are loaning large sums of money on 
Wall Street, simply because they can make more money 
in interest today than they can in the way of net profit 
in their own business. This does not look like a healthy 
condition. 

It seems only a few months ago when financial writers 
were telling us in their articles that we were entering 
into a new era of cheap money and that we would 
never again have any more high priced money. In 
other words, that the United States had become so 
wealthy, and we had such a large surplus of cash, that 
money would never again be tight, as it had been in the 
past. If I had time I would like to dig up some of 
these articles and mail them to some of the financial 
writers. 

The unexpected almost always happens. Therefore 


it is a pretty good plan to count on the unexpected. On 
March 14 Secretary Mellon said: “For prudent in- 
vestors, I would say, if making a prediction, that now 
is the time to buy good bonds. This does not mean that 
many stocks are not sound investments. Some are, 
however, too high in price to be good buys.” In the 
iight of what has recently happened in stocks, Secretary 
Mellon was right. Now we are wondering just what is 
going to happen in bonds. My financial adviser is of 
the opinion that for a long pull good bonds bought at 
present prices will be a good investment for the pru- 
dent investor. 


How little the outsider actually knows about some 
situations. I happen to know of a very good concern 
whose stock, both common and preferred, has registered 
a heavy decline in the past few months. I happen to 
know that the reason for this decline is not because the 
earning power or the value of these stocks have changed 
in the slightest but simply because one of the directors 
of the company was invited to resign and, in pique, he 
has been dumping his stock on the market. Now, the 
unfortunate thing about this is that some of the smaller 
stockholders, on account of the heavy decline in the 
stock, have become panic stricken and have dumped their 
holdings. Just at the time when they should buy they 
are selling. Even if they should write the officials of 
the company about the decline in stock, it is a question 
whether any of these officials would care to tell them the 
true inside story of the situation. In a situation such 
as exists in the market at present, too many investors 
and speculators are influenced simply by the market 
quotations. The daily report of the prices of stocks is 
usually about the only information that the mass of in- 
vestors have to guide them. 


Tue late H. C. Frick once said: “The only way to 
keep posted on securities one owns is by following the 
management, earnings, balance sheets, costs, expendi- 
tures and other fundamentals that influence values. 
Study values more and you will come out better in the 
long run. If you know your company you do not have 
to believe all you hear; thousands of people sell good 
securities every year because of pessimistic rumors or a 
temporary recession in earnings. A great majority of 
these people are influenced to sell because they do not 
know their company.” 

At present prices, my financial adviser has given me 
a list of some stocks that may be a profitable purchase. 
He tells me his judgment in regard to these stocks is 
vased entirely on a study of the earnings, balance sheets, 
costs, etc., of these companies ; in other words, based on 
a study of the values such as outlined by the late Mr. 
Frick. I have bought some of these stocks, and I am 
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hoping that my expert financier has given me good ad- 
vice. Nothing but time will tell. 
* * * 

What is the outlook for business? Most of the 
factors in the records of business up to date are quite 
favorable. Business in this country for the first four 
months, in many lines, has broken all previous records. 
Statements of earnings of many companies appear to be 
very attractive. On the other hand, from a number of 
directions, from statisticians and experts, we are receiv- 
ing warnings to look out. In the first place, the credit 
situation has not been straightened out. In the next 
two weeks the chances are the pressure for money will 
lead to a climax. A good many financiers are expecting 
trouble, but then usually when trouble is expected it is 
not averted. In other words, the unexpected happens. 

Some excellent authorities predict that this summer 
we will see a decided recession in business. The auto- 
mobile pace in manufacturing has been too swift. It is 
predicted that this pace in manufacturing and selling 
cannot be kept up. On the other hand, we have heard 
this same story year after year, and the automobile man- 
ufacturers come back with new records. 


W: hear that while the manufacturers of steel prod- 
ucts have been making remarkable records, future orders 
are not so good. In other words, they are now working 
on old orders and new orders are not coming in in such 
volume. It is predicted that the largest steel manufac- 
turer will make a very good statement this quarter, but 
it is further predicted that the next quarter will not be 
so good. The price of the stock of the leading steel 
manufacturer in the past two weeks has registered a 
heavy decline. 

In an effort to keep up the volume on many lines of 
staple goods, prices are being cut to pieces not only by 
manufacturers but by jobbers. Some of the large cor- 
porations making specialties covered by trademarks or 
by patents, or by natural monopolies, are showing hand- 
some profits, but a great many smaller corporations 
doing business without any artificial protection of any 
kind are not very happy over their monthly profit sheets. 

One of my friends recently had occasion to close his 
city home. He shut off his telephone. He opened his 
country home and had the telephone connected at his 
country home. He said that they charged him in the 
city to shut him off and they charged him in the country 
to add him on. In other words, he said with a wry 
smile, “They got me going and coming.” “Why not.” 
I replied, “You can’t expect the telephone company to 
work for nothing. There is only one way to beat this 
telephone game—either stop using the telephone or buy 
a considerable block of stock in the telephone company.” 

It would not be a bad idea for the average man to 
study the methods and systems of these large service 
corporations. Their motto might b—NOTHING FOR 
NOTHING, while the average business man every day 
does a lot and is doing a lot more for nothing. 


* * * 
Our friends in the tobacco business are having a grand 


and glorious time. I do not smoke cigarettes myself, but 
I think I will have to learn how in order to cash in on 





some of the cheap cigarettes that are now being sold. 

Two or three years ago I made an address at the con- 
vention in Atlantic City, in which I said that very heavy 
national advertising campaigns were almost always fol- 
lowed by cut prices and a demoralized market. Did you 
ever study this? 

Look at the cigarette situation. Look at the heavy 
national advertising. Look at the “battle of brands,” 
and now there is a price war on that wipes out all the 
profit for the jobbers and retail dealers. Under present 
methods of distribution, just advertise nationally, work 
up a great volume of business on your products and 
then watch the prices on your goods cut to pieces. This 
practically never fails. 

I knew a merchant who manufactured a certain item 
and sold a reasonable quantity. A fair quantity of these 
goods were sold by this manufacturer at a very satisfac- 
tory profit year after year. This manufacturer died. 
His sons took charge of the business. They argued, “If 
we can sell these goods at this satisfactory profit, does 
it not follow if by advertising and strong-armed selling 
methods we can double our volume, then we will double 
our profits?” So the boys changed the quiet policy of the 
old man, and went to work to double the sale of their 
products. For a while they did very nicely, but their 
sales push and their advertising attracted the attention 
of their competitors. The advertisements looked good, 
and as there was a profit in the line, they also got busy 
with a high powered selling campaign and with adver- 
tising, the volume on this line increased. Consumers 
bought more. Mail order houses and chain stores took 
a hand in the game. This item was put on the list of 
the “comealongs.” The price was cut. The jobbinfi 
and retail customers of the manufacturers called for 
protection. At the end of the cycle the young men in 
the business found that they had a very large volume 
but no net profit. Has it ever occurred to you that some 
of the most profitable items in a line are those in which 
the high powered salesman and the advertising expert 
have never taken a hand? 


“TD ixe carriage bolts for instance. No one ever ad- 
vertised carriage bolts nationally. If the jobbers and 
retailers would just figure up their net profits on car- 
riage bolts they would be surprised to find that they 
pay them a much better profit than some of these other 
very much exploited lines. Generally, placing a line of 
goods in the spotlight is one of the first moves to destroy 


the net profit. 
* * * 


I got an inside tip on a certain chain store stock. It 
was a sure thing for a big advance. I referred the tip 
to my financial adviser and here is his written reply: 
“Chain grocery business appears to have pretty nearly 
reached the saturation point, and it is increasingly dif- 
ficult for new stores to gain a foothold. The larger 
and stronger organizations have, of course, the best 
possibilities. While there will probably be some advance 
in the stronger stocks, the very ambitious program for 
opening of new units calls for heavy expenditures, which 
will require some time before they are reflected in earn- 


(Continued on page 67) 
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Metal Branch Meeting at Detroit Seeks More 
Profitable Distribution 


. steps to place the dis- | Jobbers expressed themselves very em- 


ADICA]I 

R tribution of sheet steel on a 

profitable basis, to eliminate sales 
policies that long have been the cause 
of contention between sheet manufac- 
turers and jobbers, the establishment 
of resale prices for sheets and the 
setting up of a list of recognized 
jobbers were proposed at the 18th an- 
nual meeting of the metal branch of 
the National Hardware Association 
held at the Statler Hotel, Detroit, May 
16 and 17. The plan outlined also pro- 


vides for the reorganization of the | 


metal branch with the elimination of 
sheet steel manufacturers. At present 
the membership is composed of both 
jobbers and manufacturers. 








GEO. A. FERNLEY 
Secretary 











The remedies proposed for putting 
the jobber’s business on a better basis 
were included in 14 suggestions that 
were offered by L. D. Mercer, Central 
Alloy Steel Corp., Massillon, Ohio. 
These seemed to receive the approval 
of a considerable number of the mem- 
bers. Another recommendation offered 
with a view of remedying ills from 
which the sheet steel distribution in- 
dustry is suffering was that the whole 
subject be turned over to the Federal 
Trade Commission. This recommenda- 
tion was included in a report of the 
Trade Practice Conference Committee. 

Another matter in which the jobbers 
showed a very lively interest was the 
reduction from 2 per cent to % of 1 
per cent made by the mills last year of 
the 10-day cash discount on sheets. 








phatically in opposition to the reduced 
discount and showed their determina- 
tion to continue the fight to have the 
2 per cent discount restored. 

The 14 suggestions made by 
Mercer included the following: 

That all mills divorce themselves 
from all subsidiary jobbing connections 
owned by them but masquerading under | 
some other name. 

That all mills desist at once from 
the practice of pool car shipments at 
the carload price. 


Mr. 











F. O. SCHOEDINGER 
Chairman, Metal Branch 
N. H. A. 











That all mill membership in the or- | 
ganization be cancelled at once. 

That who or what is a jobber be de- 
fined and an authorized list of all who 
can so qualify be prepared for gen- 
eral distribution. 

That all so listed be formed into an 
organization to supplant the present 
metal branch. 

That a committee of jobbers be 
named from this new organization to 
confer with a similar committee from 
the mill organization, the two com- 
mittees to confer from time to time on 
matters under dispute or on suggestions 
and that the recommendations from 
this joint committee shall be binding 
on both organizations. 

That all jobbers pledge themselves 
to restrict themselves to their respective 
territories. 

That a copyright brand be selected 
by the association and that all 
interested mills shall be licensed to sell 





such brand at a uniform market price. 

That jobbers pledge themselves 
never to buy any sheets that do not 
bear their own copyright brand. 

That a committee of the metal branch 
or a joint committee of the jobbers be 
empowered to establish resale prices 
on products covered by the brand named 
and that said price be enforced. 

That a_ spirit of cooperation be 
adopted by jobbers and manufacturers. 

That a buyer who handles one car- 
load within a given time is not entitled 
to the same consideration in price as 
one who can handle ten times as much 
in the same time. 

That the jobber be assigned the task 
of handling this semi-occasional carload 








A. H. NICHOLS 


National Hardware 
Association 


President, 











business together with less than car- 
load business from stock and that the 
jobber make no effort to handle the 
tonnage business. On the other hand 
that mills stay away from the one 
carload or less buyer and devote them- 
selves only to the tonnage business. 
A brief address of welcome was 
made by A. H. Nichols, Buhl Sons Co., 
Detroit, president the National Hard- 
ware Association. This was followed 
by the annual address of F. O. Schoe- 
dinger, Columbus, Ohio, chairman of 
the Metal Branch. The greatest value 
of trade organizations, he declared, is 
their educational activities. The public 
is also benefited by these organizations. 
In the rapidly changing conditions and 
developments of the present day, com- 
petition is not so much between in- 
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dustries in the same line as it is be- 


tween different industries, one industry | 


threatening to wipe out another by 
shifting of the consumer from one 
product to another. 

The development of more scientific 
and economical distribution was urged 
by Harvey J. Campbell, vice-president 
and secretary Detroit Board of Com- 
merce in a talk on “Where is Business 
Headed?” He declared that many un- 
necessary and economically unsound 
things are done between the time mer- 
chandise leaves the shipping platform 
until it reaches the consumer. He pre- 
dicted rapid changes in business and 
warned that the danger that confronts 
business men is due to their lack of 
ability to foresee the changes. Many 
will be forced out of business by the 
development of intensive selling. 


Me MERCER proposed his four- 
teen points in a talk on the distribution 
of sheet steel. Both mills and jobbers 
are guilty he declared in referring to 
the unsatisfactory situation in the dis- 
tribution of sheet steel. The jobbers are 
facing a critical period in their in- 
dustry. There must be a change in the 
method of distribution, but he did not 
know what the change will be. In 
cities where there are many jobbers 
he predicted there will be a great re- 
duction in the number by mergers or 
the forcing of some jobbers out of 
business. At his conclusion Mr. Schoe- 
dinger expressed the opinion that if 
Mr. Mercer’s recommendations were 
adopted they would result in much 
progress. 

F. R. Meyer, Jr., Inland Steel Co.. 
Chicago, who was also on the program 
to discuss the distribution of sheet steel, 
said that if only part of Mr. Mercer’s 
recommendations were adopted, ‘many 
of the troubles of the industry would 
be eliminated. He didn’t like the idea 
of jobbers placing orders with mills 
for direct shipment and said that 
jobbers shouldn’t ask mills to make di- 
rect shipments. Some jobbers no longer 
want to handle sheets because of com- 
petition of mills and other jobbers. 
Cutting prices to increase the volume 
of business is in his opinion a great 
mistake. There is only so much busi- 
ness to go around and if one jobber 
makes a cut, others meet it and all 
suffer. In the Chicago territory he 
said the galvanized price situation has 
improved although the market is a 
highly competitive one. Chicago job- 
bers hold to a $20 spread above mill 
prices. W. H. Donlevy, Carter, Don- 
levy & Co., a past president of the Na- 
tional Hardware Association, Philadel- 
phia, said that the mills could help the 
situation by giving attention to the 
problems that concern them. It was de- 








cided to refer Mr. Mercer's recom-| bers are slipping, but that there are 


mendations to the Trade Practice Con- 
ference Committee with a view of hav- 
ing that committee take the subject up 
with the mills and ascertain what the 
mills are willing to do in connection 
with the proposed recommendations. 

The subject of cash discount was 
introduced by Mr. Schoedinger, who 
declared that the adoption during the 
year of the one-half of one per cent 
discount for payment in ten days was 
a severe jolt to jobbers and that noth- 
ing had disturbed the industry so much 
as the reduction of the discount. He 
urged the sheet manufacturers to re- 
store the 2 per cent discount, at least 
on galvanized sheets if not on black 
sheets. 

3y reducing the discount the mills 
had inaugurated a system that had re- 
sulted in a slowing down of the turn- 
over of capital and had done the worst 
thing that had ever happened in the 
industry, declared F. J. McNeive, W. 
I. Potts Son & Co., Inc., Philadelphia. 
I’, A. Heitmann, Houston, Tex., past- 
president of the National Hardware 
Association, declared that the reduction 
of the discount had made the distri- 
bution of sheets unprofitable and the 
jobbers had the right to demand that 
the old discount be reestablished. If 
it is not replaced, he said, distributors 
will turn their attention and energies 
to lines that are profitable. Sheet steel 
business in Texas is demoralized. 
Mills sell mixed cars to consumers at 
as low prices as jobbers can buy in 


large lots. Jobbers did not want to 
distribute sheets without some com- 
pensation. Mr. Schoedinger also con- 


tended that injustice was being done 
to jobbers because mills were selling 
mixed carloads of sheets, nails and 
other products to retailers or con- 
sumers at as low prices as they sell 
to the jobbers. The question arises, 
“Is the Jobber Essential?” If so, the 
injustice should be remedied. 


A ovssrionnare that he had 
sent to the mills relating to the cash dis- 
count was read by R. V. Truesdale, 
Hibbard, Spencer, Bartlett & Co, 
Chicago. He said his replies were 
unsatisfactory, as he was unable to 
get definite information from the man- 
ufacturers or their viewpoint. He 
pointed out that jobbers distribute 17 
per cent of the sheets and render a real 
service and he did not see why the 
manufacturers could not differentiate 
in their method of pricing so that they 
could have one discount for jobbers 
and another for manufacturing con- 
sumers. It was voted to send copies 
of Mr. Truesdale’s questionnaire to the 
members. 

Mr. Mercer declared that the job- 





more important things for the indus- 
try to consider than the 2 per cent 
discount. Mr. Schoedinger admitted 
that the industry is slipping and said 
that it should be supported by the sheet 
manufacturers. He referred to the 
taking of mixed carloads by mills as 
a great injustice to the jobbers. 

Opposition to the elimination of the 
2 per cent discount was also expressed 
by J. A. Warner, St. Joseph, Mo., rep- 
resenting the Missouri River Hardware 
Association, and C. S. Harper, Ot- 
tumwa, lowa, representing the lowa 
Hardware Association. The latter said 
the wholesalers still believe they are 
right and they should keep up the 
fight. They are not asking manufac- 
turers to reduce prices, but to have 
a price that will enable them to give 
jobbers the 2 per cent discount. It is 
a great hardship for the jobbers not 
to get this discount, because they have 
to give it to their customers. 


Ix proposing that the ills of the 
sheet steel jobbers be delved into by 
the Federal Trade Commission, Robert 
H. Lyon, Lyon, Conklin & Co., Balti- 
more, Chairman of the Trade Practice 
Conference Committee said that com- 
plete coordination of jobbers is lack- 
ing and that the Metal Branch does 
not have a sufficiently large group of 
members. Manufacturers, distributors 
and consumers should be brought to- 
gether into one group. That jobbers 
were slipping, he said, was their own 
fault. After some discussion it was 
decided that the Trade Practice Con- 
ference Committee should continue its 
work and if it deems advisable, with 
the sanction of the Metal Committee, 
it was authorized to ask the Federal 
Trade Commission to conduct an in- 
vestigation of the jobbers’ problems 
and grievances. 

Present conditions concerning mill 
direct shipments were discussed by F. 
J. McNeive. He said there are two 
groups, one contending that mills 
should make only carlot direct ship- 
ments and others that there should be 
no restrictions to orders sent by job- 
bers to mill for direct shipments. He 
suggested that the minimum direct 
shipment order from a jobber to a mill 
be 25 bundles and not less than 5 
bundles of a size. Mr. Donlevy said 
that there is more of a tendency than 
heretofore in his territory for jobbers 
to take small lots for direct shipment 
and suggested the adoption of quantity 
differentials for these small lots. As 
these direct shipment orders are taking 
business away from warehouses, he 
thought the manufacturers should 
charge a differential for less than 25 

(Continued on page 64) 
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Yes, You CAN Jack Up That 


The so-called summer slump may be eliminated accord- 
ing to letters from prominent hardware merchants 


Better Window Displays Help | 
Straighten the Sales Curve 


Marvsoro, Mass.— 
In some parts of the 
country I do not see 
how it is possible to 
overcome the dip in the 
sales curve in the hard- 
ware business. Every 
dealer who has a spark 4: C- Lamson 
of ambition in his soul is trying to 
overcome this very thing. 

In the greater part of New En- 
gland, January and February are the 
dull months. If the weather condi- 
tions are such that there is no snow 
for sliding or skiing and there is no 
skating, it is almost an impossibility 
to make the volume of sales equal 
the average for the year. 

You could sell lawn mowers in 
Venice as easily as you could sell 
sleds and skates here when there is 
no sliding or skating. 

It is easy to understand that our 
peak months, for those who sell 
farming tools and seed, are April, 
May and June. Also December when 
we get our Christmas trade. 

It has always been my custom 
during the quiet months to have bar- 
gain counters and window displays, 
showing shelf warmers that I want 
to close out and turn into money 
even if I do not get the cost out of 
the sales. 

Every dealer has a number of ar- 
ticles in his store that he would be 
glad to turn into cash, and the quiet 
months seem to be the best time to 
do it, as other stores in other lines 
are doing the same thing, and the 
public are always looking for bar- 
gains. I also have “Dollar Days” 
during the quiet months. In fact, 
I have always tried to create busi- 
ness in any way possible during the 
quiet season. 








I believe that a dip in the sales 
curve in certain months is unavoid- 
able in New England. 

July and August are also quiet 
months but as this is vacation time, 
all stores are operating with fewer 
clerks, although I always have spe- 
cial sales during these months to 
help out with my volume of business. 

It is also a good plan to use more 
energy in collecting old accounts 
when business is dull, as it seems to 
be the logical time. 

( Signed ) 
ARTHUR C. LAMSON, 
President, National Retail 
Hardware Association 


Special Sales with Profit Correct 
Sales Curve Dips 


Cuinton, ILtt.—For a 
number of years we have 
been trying to find lines 
that would fill up that 
gap. This year our ra- 
dio business of January 
and February was ex- 
ceptionally good, result- 
ing in those two months 
being two exceptional months. The 
fact of the matter is that January and 
February were far better than the 
past month of April. 

We find that we can utilize the 
dull months either in canvassing or 
putting on special sales. I don’t 
mean by that, sales with no profit. 
We have discontinued using no prof- 
it sales. We find that we can do 
just as well putting energy back of 
merchandise that shows profit. By 
these extra efforts we have been able 
to keep our sales chart even much 
better than they otherwise would be. 
(Signed) 





H. R. Beatty 


Hosert R. Beatty, 
H. G. Beatty & Co. 





Specialize on Appropriate Goods 
to Avoid Dull Months 


Pato Ato, CAL.— 
I believe that all retail 
hardware stores have 
their dull months. I 
would certainly wel- 
come a suggestion that 
would assist me_ in 
bringing such months 
up to normal; your 
idea of specializing more appropriate 
merchandise or the addition of 
profitable new lines, I consider a very 
much saner method than the too 
often method of special sales at cut 
prices. Personally we have never 
held a clearance sale; perhaps my 
methods are antique and I am wrong, 
but my business continues to grow. 

(Signed) W. B. ALLeEn, 
Palo Alto Hardware Co., 
Director, N. R. H. A. 





W. B. Allen 


Sees No Reasonable Excuse for 
Great Slump in Sales 


LouIsvILLeE, Ky.—I 
would say that I have 
considered the matter 
of two or three dull 
months in the year with 
the hardware merchant 
and really can see no 
reasonable excuse for a 
very great slump in 
business. 

I was in the hardware business for 
26 years and really looked forward 
to the short sales that always oc- 
curred in January and February and 
in most cases July and August, and 
the result was that they were always 
dull, as I made no effort to overcome 
the thing that was in my mind. Since 





J. M. Stone 














HARDWARE AGE for MAY 30, 1929 





ales Curve 


I have gotten away from the business 
I can see my mistake. 

I know a number of other mer- 
chants that are not experiencing this 
handicap, but by special effort and 
special sales they are not only clean- 
ing out some of their old stock, but 
are putting on sales of such mer- 
chandise that will attract the atten- 
tion of the lady customer and they 
are making it pay. 

If the retail merchant can ever get 
this dull month fallacy out of their 
minds they will do a great extent 
to turn the dull months into profitable 
months and greatly increase their 
turnover for the year. I know that 
it is pretty hard to teach an old dog 
new tricks but it can be did. 

(Signed) J. M. Stone, 
Secretary-Treasurer, 
Kentucky Hardware & 

Implement A’‘ssociation. 


Have Eliminated Dull Months 
by Special Selling Efforts 


Owosso, Micu.—We 
used to have quiet 
months in the winter and 
in July and August, but 
the summer business now 
seems to hold up in good 
shape. 

Our personal experi- 
ence here in the store has 
been that we always have 
a quiet time in the winter, and hard 
as we have tried, so far, to overcome 
it in the winter, that is during Janu- 
ary, February and March, we have 
not, as yet, succeeded in getting much 
volume during these months. 

However, this year in March, we 
put forth every effort possible and 
we did better than an average month’s 
business. I believe that there are 
lines that one can concentrate on dur- 
ing January and February, such as 
stoves, washing machines, roofing or- 
ders and interior painting, that will 





ls at gO 
Dignan 











bring the volume these two 
months. 

Up in this part of the country 
where the weather is extremely cold, 
of course, it is an uphill grade, but 
I think, eventually we will work out 
something that will help us out these 
months, as we have in the summer 
months. 

(Signed) H. H. DiGnan, 


Dignan Hardware Co. 


up 


Use Dull Months’ Time for 
Improving Store Efficiency 


Woopsury, CONN.— 
I believe there is at 
present nothing that the 
average hardware deal- 
er in this section can 
do to increase sales 
during January and 
February that would 
result in any actual 
profit. In other words, 
the extra effort required could be 
much better utilized in other ways. 
For instance, dress up the store, study 
different arrangement, analyze thor- 
oughly the inventory, that is, spend 
the time going over thoroughly the 
past year’s business, and prepare for 
the year to come. 

Most of our stores could well 
spend a solid month at this, but of 
course, on the other hand, most of 
them will not do a thing at it but will 
loaf around waiting for business to 
come in. 

(Signed) H. S. Hrrcucock, 
Secretary, 
Connecticut Hardware Association. 





H. S. 
Hitchcock 


| the weather is bad and 





Believes All Retail Stores Have 
Their Dull Months 


San FRANCISCO, CAL. 
—|] believe that 
you can avoid a few dull 
months each year in any 
business. You know as 
well as I do, that when 


do not 





Le Roy 
Smith 


cold and rainy, that the 
people are not out in the shopping 
districts, and are not in a mood to 
buy, and inasmuch as we talk a great 
deal about the weather we are power- 
less to do anything about it and, 
therefore, the weather conditions do 
affect business. I do not believe that 
any special concentration on certain 
lines * would increase this business 
during the year. And again when 
it is warm, or we might say hot in 
some places, and people are on vaca- 
tions, and so farth, they are not in 
the buying mood to purchase. There- 
fore the early months of the year 
and the months in the middle of the 
summer would naturally be more 
quiet than spring and the fall months. 
It would be a grand and glorious 
feeling if this condition could be 
changed, but I have “me doots”’ if it 
can be. I believe it is the experience 
of all merchants in all lines that they 
do have their poor months during the 
year, and like the weather, we can 
talk about it, but I do not think we 
can change it. 
(Signed) Le Roy Smiru, 
Secretary, 
California Retail Hardware & 
Implement Association. 
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GET THE MAIN THINGS 


By GUY HUBBART 





dening and house! 























Colored Metal 
ets 





Large 12 ¢ 
high-grade pc 


nce 


ng furniture 


b right ¢ 


One Piece—16x21 Inches 
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Garbage Can 


Long Handle 
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Lever Latte 
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Very Special! 
Combination Special! 
Dish Drainer 


81/2 Qt. Enameled 7~ ~~ 








IT’S TIME TO CLEAN UP AND PAINT UP! 
are offering special = on cleaning, 


be 
sh 


19c 
Handy Wall Mirrors 


olors 


“si: i9 


diet 


nation-wide movement to clean up aul point up cur communities . . 
homes. 


Ideal Cleaner 





39c 24c og & 
Cedar — 


Fine 


for cleaning mak oi nlish- 
aod cars 


7x9 inch size - 
od frames are enameled 
Take your pick ot 


Black Paint Special 


creens 


nee can for only 


* CURTAIN ROD 


Single Style. Popular {let shape— 
velvet finish brass plated. Quiekly 
adjusted to any length up to 40 
inches 

«1 and nails 





SPADING FORKS 





We 
painting, gar- 


with the 


Steel Wool 


Maody Bien Boot seedy 
D 





— first quelitg a. The 


" 29¢ 


vared, quick drying paint 
ind just right for painting 
and screen doors 


Complete with brackets 


9c 


sturdy, wel palenced Serb oth 











F hardware store advertising is 
I worth doing (and it certainly is) 

it is worth doing right. And for 
the next two months nothing can be 
lost and a great deal gained by doing 
a good job in the newspapers. June 
and July are good months for build- 
ing up new trade, getting new names 
on the books and moving out plenty 
of merchandise of all kinds. 

3ut before outlining the summer 
rules for profitable advertising, let 
us jot down in table form the lines 
that move fast if given proper pub- 
licity and promotion. Here they are 
with suggestions as to the proportion 
of total space that should be allotted 
to each during a week or month. 


Per Cent of 
total space 






Tinware and canning supplies...... 14 
Screen doors and fixtures...... co ae 
House repair specials......... 6 
Aluminum ware and houseware 10 
Chinaware and pottery............ 18 
Bye GE) BIMOD TMES. oo 6c ccsssccas 10 
Ts Se eer 12 
Electrical goods and outing goods.. 14 
LAD “MRS Nise caevesanioss 10 

Equals total space............ 100 


In a sense these groups practically 
cover the stock of the average store 

far as general lines go. But the 
point is that the three or four of these 
groups should be represented by 2 to 
6 items in every ad used during June 
and July, and when extra space is 
used half of the groups should be 
represented by a good selection of 
values. 


Get the Space Right 


The percentages given refer to all 
the space used during the two months 
and to single ads as well. Thus in the 
hundred inch ad for the first week in 
June the space should be apportioned 
like this (counting 100 per cent for 
total) for the first six stocks. 


Display and layout catch the eye in this 3-column 
space. Copy is clear and direct. Items repre- 
sent good variety and wide appeal. 








Inches 
Tinware and canning supplies..... 14 
Sereens and fixtures. .........cccses 8 
House and repair specials......... 6 
Aluminum ware and housewares... 10 
eee: WE UI oa 5 kb ics ddlow acs 18 
Toys and allied lines............. 10 


This makes a total of 66 inches 
for items, descriptions, headings, etc., 
and 34 inches for cuts, special dis- 
play, white space and signature. For 
smaller space the same proportion but, 
of course, fewer items to represent 
each stock is correct. 

If the above space table is followed 
as closely as possible, newspaper 
space will not only produce good re- 
sults but at lowest cost. 


Schedule Ads Regularly | 


The next point after the proper 
amount of space is the number of 
insertions per week, month or other 
period. This is as important as the 
amount of space, for people are im- 
pelled to buy goods by seeing goods 
in the ad. The oftener the better 
within certain limits. 

Three insertions a week is good 
for small and medium city stores, 
20,000 to 80,000 population; four 
times weekly in cities of 80,000 to 
200,000. 

The size of the store makes little 
difference since space does the same 
thing for one store it does for an- 
other—attracts customers to the 
store’s offerings. To be sure, a store 


'doing $50 a day cannot afford to 


spend as much for advertising as 
one doing $400, but in proportion it 
can afford to use some space. 

That much for space, insertions 
and allotment to departments. Now 
the three important points: (1) How 
many items to use per ad; (2) the 
number of price ranges and (3) the 
kinds of values to feature. 

These points really affect the sell- 


_ing power of your newspaper ads 
| and are worth careful study. 


Number of Items 
30 to 40 inch ad 


The ordinary 
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RIGHT: 


should carry between ten 
to fourteen different items, 
and these items should 
represent five to seven 
merchandise stocks, a di- 
versified list except when 
a special like a paint ad 
or the like is run. 

The purpose of the de- 
partmentized ad is to at- 
tract customers to the 
store in general and to 
those sections in particu- 
lar which are represented 
by items so the kind of 
values is of great impor- 
tance. 

Real values are best; 
that is, values that cus- 
tomers can instantly rec- 
ognize as good money's 
worth, no matter what the 
price. If you must use 


bargains and cut-price ap- , 


peal, put the bargains in 
separate in the ad and 
frankly tell why the price 
is cut; do not make every 
item a cut-price bargain if 
you want real profitable 
results from space. 


Comment and Criticism 


Welling’s is a_ three- 
column ad headed Clean- 
up and Paint-up. It has 
30 single price items, nine 
of them strikingly dis- 
played in boxes. There 
are few paint or allied 
items but a fine selec- 
tion of timely specialty 








ASHDOWN’ 


CANADA’S FINEST 
HARDWARE 





IT’S TO THE HARDWARE STORE YOU LOOK TO SUPPLY 
YOUR WANTS IN NEEDED SPRING ITEMS 








cover. Full $4 .65 


size. Special 


FOR EASIER WASH DAYS 


Winter has used up the washboard apd many of your laundry needs 
is a splendid time to get new things to help make the work easier 
dependability of what we sell. Here are a few suggestions that show how 


wales 


prices a 


WASH BOILERS “EZE” WRINGERS 


All copper in a heavy Special %g-% 
serviceable quality. Rivet- 
ted handles and tin cover. 


COPPER BOTTOM 
WASH BOILERS 
Heavy ‘tin body and 





any years’ service. 








All tin with 1 wide fiat bottom 





WASH TUBS 


A fine grade heavy galvanized 
sheet iron wash tub, round style. 
each fitted with wringer sup- 
ports. 

Small size, : 1 .20 
Special .......cccceee 

Medium size, $4.43 
SPOCIAE oo... ccresceee . 


DAISY TEA KETTLES Large size, $4.59 
CIAL, 20e special . cee 1 


r breakfast 


This te he better er uality ‘as mown | GARBAGE BURNERS 
vith handle. 


Made of heavy 








14-QUA 
QUART wire welded to- 
GALVAN- gether, and has 
' a cover which 
PAILS fastens down 
to keep wind 
49c from biowin 
the burning 
ned quality galvanized pail rubbish about. You neefi one of 
nde. It a. the 
diraight style made of heavy these for clean-up week. 
zed 
‘Third Ficor tes 7 $4.00 














MEAT AND FOOD CHOPPERS 

$495 

The well known Universal make that has 

such a reputation for quality. A faat- 

cutting machine, each provided with four 

knives, including the grater for nutmeg, etc. 

The machine is thoroughly tinned ingide 

and will not rus’ 

Third Floor. 








50-FOOT LENGTHS + $5.00 

RIBBED HOSE ... 

A new big value—ribbed hose 
which gives unending wear and 
long service; 50 feet, complete with 
couplings. 


HOSE REELS 











A LOWER PRICE ON LAWN AND GARDEN HOSE 


FOR AN EARLY START 


50-FOOT LENGTHS, $395 

3-Ply. Special ....4.... 
A 2-piy rubber and canvas ply hose: 50 foot 
supplied cenplete with couplings and 








Here is the best ball- 
bearing wringer we can 
$319 buy. 

Special : Large frame, solid ryb- 
| tier rolis, covered cogs. 

dall-Dearings and with 
clamps that fit on round 
or square tubs. A wringer 
— will give @ great 








See It Before You Buy 


The “Voss” is Calgary's best 


8 
fitted with folding tub stand and 


Recommended especially for 








aible for the day or days you 











NO MAIL ORDERS 





in. ad. 


Compact layout and display is the main mechanical merit in this 36 
Values are timely and representative. 





ITEMS, PRICES, V ALUES, and the Rest of the Ad Will Take 
Care of Itself 


items, all in wide demand 
and seasonable. Space is 
well utilized and, with a 
few exceptions where body 
tpe is too small, display is 
excellent. Headlines stand 
out and item text tells a 
real story. This ad. would 
have sold more goods if 
it had been made up of 
only the nine boxed spe- 
cials. But for general 
drawing power and pres- 
tige building it is worth 
study. It is a first-class 
ad. 

Ashdown’s is three col- 
umns by 12 inches (36 
inches) and is the ideal 
size for a 5 to 6 day 
schedule of insertions. 
There are thirteen sepa- 
rate items and 16 prices. 
The items represent utility 
articles for yard, kitchen 
and laundry and the se- 
lection is unusually good. 
It covers a variety of rea- 
sonable needs and repre- 
sents excellent value per 
price. 

Either of these ads 
would bring increased ac- 
tivity to any store, even 
much smaller than the 
stores whose signatures 
are signed, because they 
do two things—(1)_ re- 
mind the customer of im- 
mediate (recognized) 
needs and (2) suggest 
others that are sure to be 
needed in the near future. 








Send in some ads. No need to write a letter. Just put the 
ads in an envelope, mark them “For Criticism.” We will 
do the rest. 


The Editor 
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Blair Mfg. Co., Springfield, Mass. 5 ft. 
high, 2 ft. 2 in. wide, 5 ft. deep. Weighs 
52 Ib. Painted green 





Y 


a a i 


EVA | ll 


nti htin fine indy seonantany has nent ty Cig aie ine 


The Union Fork & Hoe Co., Columbus, Ohio. 
42% in. high, 46 in. across panel top, 43 in. 
between base supports, 3% in. deep. Orange, 


blue and white. Weighs 19 Ib. 6 oz. 


Below: American Steel & Wire Co., Chicago, 


42 in. high, 8 ft. wide 


AMERICAN 
LAWN FENCE*”GATES 








: 









Racks and Counter Cartons 
Which Will Help Stimulate 


Sales — They Are Available 
from Leading Manufacturers 


ARDWARE 

merchants are 
particularly fortunate 
among retail groups 
when it comes to 
selecting floor racks 
and counter cartons 
forthe display of 
salable and _ profitable 
merchandise. In prac- 
tically every depart- 
ment one has a choice 
of display helps avail- 
able from _ leading 
manufacturers. These 
helps are in each case 
designed for a definite display function, 
and represent considerable research and 
testing by experienced experts who 
specialize in preparation of such equip- 
ment. 

Consideration has been given to mod- 
ern conditions, to sizes of stores, to 
proper and harmonious color schemes 
and in the making of display material the experi- 
menting is endless and’ those who do the work 
are tireless in their efforts to really offer dealers 
definite and useful assistance. 

In many cases prominent retail hardware men 
have been consulted for many months before 
a design, size or color scheme has been adopted. 
Some years ago this close attention was not 
given to display helps and consequently many 
beautiful yet worthless display materials were 
distributed at great 
cost, yet never ade- 
quately used and in 
many cases almost 
entirely unappre- 
ciated. 


Pike Mfg. Co., 
Pike, N. H. 7 in. 
high, 6 in. wide, 2 
in. deep. Weighs 
7 Ib Orange, 
black and white. 
Holds 12 stones 


The display helps 
shown here are 
good examples of 
present day high 
standard materials 
available from 
manufacturers. 


0 UTD Ca 


































= sn: 
— 






H. B. Sherman 
Mfg. Co., Battle 
Creek, Mich. 7% 
in. high, 4% in. 
wide, 2% in. deep. 
Weighs 4% Ib. 


C. 8S. Norcross & 
Sons, Bushnell, 
Il. 38 in. high, 
17% in. wide, 1% 
in. deep. Requires 
space 12 by 18 in. 
Black, red, green 
and white. Weighs 
11 Ib. with six 
<— weeders 


American Fork & 
Hoe Co., Cleve- 
land, Ohio. 36 in. 
high, 30 in. wide, 
15 in. deep. Weighs 
30 Ib. with adver- 
tising matter. 
White ash legs, 
green lacquer 








& 


sh =———— > 
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| Seasonable Lines 
Dispray neips shown on 


these pages are for lines which 
are particularly seasonable at 
this time and for the next few 
months. You will find under 
each picture the name and ad- 
dress of the manufacturer who 
will supply the rack. You will 
also find data as to floor or 
counter space required, height 
of fixture, weight, color scheme 
and other points of interest 
which will enable you to plan 
definitely for your use of such 
equipment. . 








Above: Ames Shovel & Tool Co., North 
Easton, Mass. 38% in. high, 31% in. wide, 
9 in. deep. Brown and orange 
Below: The Alliance Mfg. Co., Alliance, 
Ohio. 13 in. high, 9 in. wide, 6 in. deep. 
Weighs 1% Ib. with shear. White back- 
ground with red and black letters 





Continental Steel Corp., Kokomo, Ind. 44 in. 
high, 30 in. wide, 15 in. deep. Weighs 70 Ib. 
with samples. Red, green, white and black. 
Samples may be removed for examination 


$ 5 | RAAT ong sg 

EYMOUR mith & Son, Inc., 

8 ven Oakville, Conn. 24 

PRUNING SHEARS in. high, 12 in. 

———— wide, 6 in. deep. 

(? 4 j Weighs 15 Ib. with 

- shears. Red, gold 

and dark mahog- 
any board 


Right: Kelly 
Axe & Tool Co., 
Charleston, W. Va. 
48 in. high, 24 in. 
wide, 12 in. deep. 
Weighs 27 Ib. 
Enameled black 
with orange sign, 
black lettering 


YOU BE MY JUDGE 


The AMG. manus Co. 


ALLIANCE, O10 






































































































































‘L nove the majority of these helps a = 
are primarily floor racks, to be used inside or mae 50 
outside even the larger racks may be used | | 
in window display. They may be made the TT ‘| | 
i center attraction of a window display on Ld dda! 
kindred lines. The smaller helps are for use Seow 
on counters, tables and in window displays. fe Hy HEE, 
All of these helps have been designed to | Hy 
give the maximum in display however T rT TT A 
used. lA COREEEE 
| JJ WU 
(J AJ 


Pittsburgh Steel Co., Pittsburgh, Pa. 48 in. high, 7 ft. Spa ace. 
ee ee oh ee ns | 
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As I Read the Signboards 


A Letter from Hamp Williams 


Hamp Williams’ contributions are always inter- 
esting. Sometimes we don’t agree with him in 
full, but he certainly starts us to thinking. In 
the letter which accompanied this contribution, 
Hamp makes it perfectly plain that this is merely 
his personal viewpoint on the present merchan- 
dising situation and that he would like to know 
what other merchants are thinking.—Editor. 


Hor Sprincs, Ark.—I noticed one of the best articles 
I have read in some time by a Mr. Small Stuff. He said 
of the forty-one billion dollars of mer- 
chandise sold by the Retailers in the five 
years past: Department Stores and Chain 
Stores have sold 31 per cent with an in- 
creased sales volume of 8 per cent and 
they in the five years made a good profit, 
while the Independent Retailer in the 
same five years sold 61 per cent and made 
very little profit—if any—and their sales 
volume fell off 6 per cent. We are travel- 
ing in opposite directions. (ne making a 
profit and increasing in volume while the other is losing 
money and decreasing in volume. 

Within the next five years I predict the Chain and 
Department stores will increase their breed and sales 
volume another 8 per cent and the Independents will 
decrease in like proportion. Independent Retailers are 
rapidly going into chains and as I see it, the chains are 
leading and we are following. They are making money 
and we are not. It doesn’t require any great amount 
of grey matter in our craniums to see this. The merg- 
ing of capital and the forming of chains is the new way. 


V J 


Hamp Williams 


Tue chains are headed by a General who controls 
and directs his army of Retailers and the Independents 
are “bush-whackers.” Correctly formed chain systems 
with the right head can get all the money they need. 
Why? Because it is sound business, been tried and is 
backed by the money powers of this country. 
Twenty-five per cent of the Independent Retail 
Hardware stores will remain; 25 per cent will sell out 
or fall out; and the other 50 per cent will join some 
kind of a chain system—and they had better examine the 
chain to see if it has any weak links in it before getting 
fastened to it. Not all the chains are safe by any means. 
I believe the jobber chain is the solution for the 
Hardware Retailer. Personally, I had rather hook up to 
a jobber chain than any other. Our jobbers are well 
established for honor and integrity and they are inter- 
ested in us as their distributors. They can’t live without 
us and it seems they can’t live with us unless the pro- 
gram is changed. We have got to have a directing head. 





You can no more change the general plans of retailing 
hardware with the present personnel than you can change 
the spots on a leopard. We are set in our way. We 
are like a lot of geese without a leader—just any old 
gander can’t lead us either. We are like a balky horse 
—we have pulled upon the double-tree without success 
so often that we are discouraged. That’s one of our 
vreatest troubles right now. 

There is nothing gained by arguing with the sign 
boards. Read them and pass on. Here is what one sign 
hoard says: “American corporations last year made net 
profits of approximately $11,500,000,000.” Can you 
Principal part of this was made 
by only ten big corporations. Think of this! The 
World War cost twenty-five billion dollars. Ten years 
later the corporate enterprises of the United States 
netted in a single year a profit of half the National War 
cost—eleven and one-half billion dollars! These big 
corporations according to what they made in 1928, could 
pay off the World War cost in two years. It is said 
that that war cost the world three hundred billion dollars. 
It would take these big corporations less than thirty 
years to pay that—and the way they are merging and 
increasing in profits they can do it in less time than that. 


imagine such a thing? 





Listen to this: The total value of the products of 
all the mills and factories of the United States in 1900 
Was approximately eleven and one-half billion dollars, 
no more than the net profits of our big corporations 
last year. 

Here is another sign board: “The American people 
spent about twelve billion dollars last year on the pur- 
chase dnd maintenance of all our automobiles and motor 
vehicles.” Can you imagine a few corporations making 
a profit in one year sufficient to pay for all that? Well, 
they are doing it just the same. Their profits are equal 
to nearly the entire value of our products of the farms 
of this country each year. Just imagine, if you will, a 
few corporations making a profit sufficient in one year 
to buy the products of all the millions of farms in this 
country. 

If these corporations continue to increase in power as 
they have during and since the World War, they will 
have full control of the finances of this country within 
the next twenty years. 

The American and South Western Telegraph and 
Telephone Company has already 466,416 stockholders. 
We are buying in with these big corporations, drawing 
a small dividend each year, taking this from our capital 
stock and giving it to them to operate on. 

The American people have one hundred billion dollars 
life insurance in effect right now, and they have got to 
die to win. That, in my opinion, is much safer and gives 

(Continued on page 67) 
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Warehousing Industry Generally Prosperous 
According to Heavy Hardware Convention 


Meeting Held May 21-23 at Washington, D. C., by American Steel and Heavy 
Hardware Association Endorses Work of Bolts and Nut Industry for Its Trade 
Practice Conferences—Discuss Increasing Taxation and Kindred Problems. 


HE twentieth annual convention 

! of the American Steel and Heavy 

Hardware Association, held at 
the Washington Hotel, May 21-23, was 
attended by 110 active and associate 
members and was one of the most suc- 
cessful in the history of the organiza- 
tion. Reports presented showed that 
the warehousing industry is generally 
in prosperous condition and in some 
instances more so than for three years. 
That the warehouse interests are being 
appreciated to a growing extent for 
their services was the view expressed 
by the retiring president, H. A. Sadler, 
Sioux City Iron Co., and others. Im- 
ports, direct competition with mills, 
allowances of discounts, but the latter 
two elements, it was declared, are 
being gradually worked out through co- 
operation. Strong endorsement was 
given to trade practice conferences to 
eliminate unfair trade practices and to 
resale price maintenance. Tnormously 
increasing taxation of States and muni- 
cipalities was vigorously assailed by 
Oliver B. Surpless, Surpless, Dunn & 
Co., Inc., New York, who urged that 
business take more interest in public 
affairs and bring down taxes and re- 
lieve its burdens which it is now carry- 
ing. 

The convention elected the follow- 
ing officers: President, A. J. Lockwood, 
Edgar T. Ward’s Sons Co., Newark, 
N. J.; first vice-president, R. H. San- 
derson, cutter, Wood & Sanderson Co., 
Cambridge, Mass.; second vice-presi- 
dent, W. J. Holliday, W. J. Holliday 
& Co., Indianapolis; executive commit- 
tee, Guy P. Bible, Horace T. Potts & 
Co., Philadelphia, three years; C. P. 
Rogers, Beals, McCarthy & Rogers, 
Inc., Buffalo, three years; A. R. Purdy, 
A. R. Purdy Co.,. Inc., New York, two 
years; L. H. Williams, William Hard- 
ware Co., Minneapolis, one year. 

The time and place of the next meet- 
ing was left to the executive commit- 
tee. The convention adopted resolu- 
tions in memory of the late George F. 
Blake, George F. Blake & Co.; F. H. 
MclIsaac, Lamson & Sessions Co., 
Cleveland, and E. J. McCarthy, Beals, 
McCarthy & Rogers, Inc. 

In his opening remarks, President 








Sadler told members of the association | 
that it is their duty to counteract in- | 
fluences at work against the jobbers. | 
In briefly passing on diseussions center- 
ing about jobbers as an economic part 
of industry, it was pointed out that 
their value has become firmly estab- 
lished both in the way of buyers from 
the mills and in serving consumers de- 
siring quick deliveries and other re- 
quirements. The activity of steel ware- 
houses during the past year was said to 
have been greater than it had been for 
several years previous. Imports along 
the seaboard were declared to be an 
important influence. 

Mr. Lockwood, chairman of the 
executive committee reviewed the work 
of the committee and complimented 
members who had brought about ac- 
complishments in behalf of the asso- 
ciation. Activities of the association 
and conditions in the industry were out- 
lined by Secretary-Treasurer B. R. 
Sackett, Philadelphia, in his annual re- 
port. He declared that steel buyers are 
turning to the warehouse in increasing 
numbers for finished material, in- 
dicating their appreciation of the job- 
bers. The general prosperous condi- 
tion of the steel industry and ware- 
houses was recited and the outlook was 
said to promise continued prosperity. 
The growth of the association was com- 
mented on, a list of new members being 
read. Reports from members show, he 
said, that they are charging interest on 
accounts past due with good results, 
bringing about a reduction in the num- 
ber of such accounts. Buying and sell- 
ing standards, advocated by the 
National Association of Purchasing 
Agents to curb losses and encourage 
better methods and practices were held 
to be proving a factor in efficiency and 
in establishing closer relations between 
buyers and consumers and to have re- 
duced costs. Direct competition with 
mills was said to be a demoralizing in- 
fluence and Mr. Sackett stated that 
merchandising experts and the Fed- 
eral Government have conceded that 
the warehouse is an essential and eco- 
nomical factor of the system of distri- 
bution. Price cutting was mentioned as 
still being a serious problem, adversely 





affecting profits and demoralizing in 
character. It was urged that prices 
which buyers report they have been 
quoted should be verified before tran- 
sactions are closed. The collection bu- 
reau was said to have comp.eted a suc- 
cessful year with 69 per cent of exist- 
ing claims being paid direct to mem- 
bers. 
Trade Practice Conferences 


Benefits to industry and government 
alike through trade practice con- 
ferences were dwelt upon by Mr. Flan- 
nery, who spoke on “Government and 
Business.’ The term “trade practice 
conference’ was said to be a_ term 
meaning “of, by and for business.” Out- 
lining the character of a trade prac- 
tice conference, and its different fea- 
tures, divided into two main groups, 
one carrying a set of rules which con- 
demn practices the Commission, with 
the affected industries, declare to be un- 
fair, and illegal, and the other a set ot 
rules condemning practices which the 
industries condemn and which the Com- 
mission receives without passing on 
their legality. Mr. Flannery said such 
a conference constitutes an important 
event between government and business. 
Both, he said, assume a cooperative at- 
titude in which confidence is the out- 
standing feature. The conferences, he 
said, are based on confidence and in- 
dustries must have confidence, he said, 
in competitors, in the Commission and 
others concerned. In accepting as ex- 
pressions of the trade the second set 
of rules, Mr. Flannery said that their 
enforcement depends on the character 
of the cases. He conceded that some 
of them cannot be enforced and that 
the Commission itself is not a unit on 
the subject. Violations involving bad 
faith and deceit, it was asserted, con- 
stitute unfair practices. and instances 
of these kinds are subject to action 
by the Commission, Mr. Flannery said. 
Actually, he said, the Commission is 
seldom called upon to enforce Group 2 
rules. Replying to a question by S. L. 
Orr, Orr Iron Co., Evansville, Ind., Mr. 
Flannery said that industries which 
have not participated in trade practice 

(Continued on page 60) 
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New York Jobbers Organize to 
Improve Local Conditions 


The Metropolitan Wholesale Hardware 
Housefurnishings Association was 
formed in New York 
City at an organiza- 
tion meeting and din 
ner held Wednesday, 
May 15, at the Hotel 
Pennsylvania. Twenty- 
five leading wholesale 
hardware and_ house- 
furnishing distributers 
were represented by 48 
executives, and are the 
charter members of the 
association. J. K. El- 
dredge, Sickels - Loder 
Co., was temporaryg Ro MASBACK 
chairman. 

Edwin R. Masback, Masback Hardware 
Co., was elected president, and ten directors 
were chosen to serve under his direction. 

It is the purpose of the new organization 
to endeavor to place on a higher ethical 
plane and more profitable basis the whole- 
sale distribution of hardware and house- 
furnishings in the metropolitan territory. 
In this activity the association believes it 
can be of tremendous service to retail 
structure of this section and can render 
better cooperation to the many manufac- 
turers whose products are distributed by 
these members. 

At an early date the association will an- 
nounee in more details its plan of opera- 
tion. A secretary will be chosen and an 
office rented for the business of the organ- 
ization. 

The directors or executive committee 
members chosen are: Chas. J. Smith, Chas. 
J. Smith Co.; J. K. Eldredge, Sickels- 
Loder Co.; W. Blumberg, W. L. Blum- 
berg & Co.; H. Lawrence, Underhill, 
Clinch & Co.; S. Ancelerwitz, Wm. Golden- 
blum & Co.; Jos. Igoe, Igoe Bros.; L. C. 
Lane, Loring Lane Co.; Max Hauben- 
stock, S. Federbusch, B. J. Quinn, L. H. 
Heberlein, and C. F. Muller. 


and 





C. J. Abbott Works Manager 
Holmes’ Bridgeport Plant 


On April 29 C. J. Abbott became works 
manager at the Bridgeport, Conn., plant of 
Holmes Products, Inc., 205 East Forty- 
second Street, New York, N. Y. 

Mr. Abbott has an extensive background 
with the automotive industry and will have 
complete charge of production of the new 
Holmes electric refrigerator. 


R. M. A. Chicago Convention 
Held June 3-7, Inclusive 


The Third Annual Radio Manufacturers’ 
Association Trade Show and Fifth Annual 
Convention are scheduled for the Hotels 
Stevens, Blackstone and Congress in Chi- 
cago from June 3 to 7, inclusive. Plans 
for the event are progressing rapidly, and 
the indications are that the event this year 
will surpass all previous shows and con- 





ventions in importance to the radio trade. 

Every radio dealer, jobber, and manu- 
facturers’ agent is invited to attend, and 
invitation request forms have been mailed 
to 35,000 representatives in the trade. Spe- 
cial transportation rates on the fare and 
one-half plan have been granted by all 
railroads. In practically every section of 
the country special trains of cars are be- 
ing made up for the convenience of those 
making the trip to Chicago. 

The trade show will be open from 1 
to 10 p. m., Monday, Tnesday and Thurs- 
day; 1 to 5 p. m., Wednesday, and 1 to 6 
p.m., Friday. The annual R. M. A. banquet 
will be held in the main ballrocm of the 
Stevens Hotel on the evening of Wednes- 
day, June 5. 

Dealers, jobbers, and sales representa- 
tives are invited to all open meetings of 
the R. M. A. and the Federated Radio 
Trades. This year, for the first time, there 
will be a joint meeting between all radio 
associations, radio men, and the music in- 
dustries, Chamber of Commerce. This 
meeting will be held at the Drake Hotel 
on Tuesday morning, June 4, at 10 a. m. 





A. R. Maxwell Dies—Vice-Pres. 
Pittsburgh Steel Company 


Allison R. Maxwell, vice-president of 
Pittsburgh Steel Co., Pittsburgh, Pa., died 
at Mercy Hospital in that city on May 7. 
He was born at New Orleans, La., and 
attended college at St. Catherine's, Ont. 
At Pittsburgh he was first employed at 
the Homestead works, Carnegie Steel Co. 
Later he went to the Monessen works of 
the Pittsburgh Steel Co. as assistant gen- 
eral superintendent. He has been vice- 
president for only a short time and was 37 
years of age when he died. 


Schlemmer New Field Man for 
Texas Hardware Association 


Herman F. Schlemmer has been ap- 
pointed field representative of the Texas 
Hardware & Implement Association and 
will make his headquarters at College Sta- 
tion. Mr. Schlemmer is the son of L. C. 
Schlemmer, hardware and _ implement 
dealer of Klye, Texas, and is well versed 
in hardware and implement problems. He 
is an honor graduate of the Dept. of Busi- 
ness Administration of the Texas Agricul- 
tural & Engineering College. In addition 
to his field work, Mr. Schlemmer will 
handle some office detail having to do with 
store planning, etc. 


Carter Hardware Co. Takes on 
Several Implement Lines 


John A. Berry will manage the new 
implement department recently added to the 
Carter Hardware Co. in Los Angeles, Cal. 
Mr. Berry was formerly with the Interna- 
tional Harvester Co. and B. Hayman Co., 
Inc., in southern California. 

The Carter company is representing a 
number of implement manufacturers. This 
retail firm also has a large tcol, paint and 
builders’ hardware department. 


| 





| 
| 


| 





National Carbon Co. Acquires 
Raytheon Mfg. Co. Business 


Arrangements have been completed be- 
tween the National Carbon Co., Inc., New 
York, N. Y., and the Raytheon Mfg. Co., 
Cambridge, Mass., whereby the National 
Carbon Co. assumes control of the produc- 
tion and distribution of the Raytheon 
company’s entire output of radio tubes, 
which will be marketed under the brand, 
E-veready-Raytheon. 








FRED D. WILLIAMS 











At a recent meeting of stockholders of 
the Raytheon organization, this agreement 
was ratified and the capital stock of the 
company was increased from 100,000 to 
200,000 shares without par value. All the 
assets of the company were transferred to 
a newly-formed subsidiary—Raytheon Pro- 
duction Corp., a manufacturing organiza- 
tion. The National Carbon Co. has been 
given an option to purhase the entire 


| capital stock of this new corporation on 


or before Oct. 15, 1938. 

Fred D. Williams, who has been vice- 
president of the Raytheon Mfg. Co., has 
been made manager of a new division of 
the general sales department to be known 
as the radio tube division, which will have 
full charge of the merchandising of 
Eveready-Raytheon tubes. 

Mr. Williams has been associated with 
the radio business for many years. Before 
going to Raytheon he was president of 
the Dubilier Condenser Corp. and before 
that he was with Brigsby-Grunow organ- 
ization. Mr. Williams will make his head- 
quarters in the New York offices of the 
National Carbon Co. 

The Raytheon company, as the possessor 
of one of the largest and best known 
independent radio tube laboratories in the 
country, has occupied a unique position in 
the industry. 


Murdock Bros. Want Catalogs 


Murdock Bros., 943 South Bouldin Street, 
Baltimore, Md., would like to receive cata- 
logs and price lists from manufacturers 
and jobbers covering general hardware and 
radio equipment. 
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Pipe Supply Men Adopt Rules at 
Trade Practice Conference 


Committees representing pipe supply as- 
sociations approved seventeen rules to 
govern manufacturing and wholesale div- 
isions of the plumbing and heating indus- 
try at a trade practice conference held in the 
William Penn Hotel, Pittsburgh on May 15. 
Associations represented were the Central 
Supply Association, Eastern Supply As- 
sociation, National Pipe and Supplies As- 
sociation, Southern and Southwestern 
Wholesalers’ Association and Western Sup- 
ply Association, M. Markham Flannery, 
director of the trade practice conference of 
the Federal Trade Commission. was present 
as was Charles H. March, commissioner 
of the Federal Trade Commission. 

It was stated by F. W. Swanson, pres- 
ident of the Central Supplies : Asscciation 
that the purpose of the rules was to elimin- 
ate unfair practices which might exist, thus 
benefiting all branches of the industry and 
the consumer as well. Those in charge of 
the meeting said that the rules would be 
forwarded to the members for their signa- 
ture. With the signing of the rules, they 
then become binding to the signers. Felix 
H. Levy, counsel for the National and 
Eastern associations stated in an opinion 
given to some of the association officials, 
that twelve of the rules adopted were ill- 
legal as they violated the Sherman Anti- 
Trust law. President Swanson stated that 
the rules had been passed upon by several 
attorneys, who had advised that they were 
within the law. 

This conference followed a three day 
convention of the National Pipe and Sup- 
plies Association, which elected the follow- 
ing officers to serve for the ensuing year : 
President C. F. Harvey, Detroit; First 
vice-president, J. H. Borton, Philadelphia ; 
Second vice-president, J. C. McEwen, 
Chicago and “Bud” Kennedy Hanson of 
Pittsburgh, secretary. The executive com- 
mittee now includes, W. J. Spillane, D. D. 
Peden, L. B. Peeples, J. J. McArdle, A. B. 
Pierce, M. M. Cochran, Leo M. O’Neil and 
Murray Sales. 


Display Material Co. Moves 
New York City Sales Office 


The New York, N. Y., office of Display 
Material Co., 774 Grand Ave., St. Paul, 
Minn., has been moved from 191 Pearl 
St. to 99 Beekman St. Here the company 
will have better and more commodious ac- 
commodations. 


Dechor-Bisichuet Steel Co. 
Recently Formed in Cleveland 


J. F. Reichert, formerly president and 
general manager of J. M. & L. A. Osborn 
Co., a Cleveland jobber; John A. Decker, 
until May 1 general manager of sales of 
the same company, and A. J. Decker, for 
eight years with the Morse-Rogers Steel 
Co. of Cleveland, have organized the 
Decker-Reichert Steel Co., which will en- 
gage in the jobbing business of sheet and 








| strip steel seconds and in tin and terne 


plate. 
Offices have been opened in the Terminal 
Tower Building, Cleveland, Ohio. The 


| company plans later to occupy a_ ware- 


house. A. J. Decker is president and J. A. 
Decker is secretary and treasurer. 


A. E. Kasselberg Is Now 
Ken-Wel’s General Sales Mer. 


A. E. Kasselberg, for the past five years 
the Pacific Coast representative of Ken- 
Wel Sporting Goods Co., of Utica, N. Y., 
has been promoted to the position of gen- 
eral sales manager. 

Mr. Kasselberg is well known to the 
trade. His appointment follows the com- 
pletion of a very successful sales program 
on the Pacific Coast. 

Prior to his joining the Ken-Wel organ- 
ization, Mr. Kasselberg was sales man- 
ager for Martin & Martin Co., Chicago; 
divisional sales manager for the Cudahy 
Packing Co., in charge of Old Dutch 
Cleanser and the scap department, and was 
at one time in the brokerage business with 
his own firm. 


Walter Krenzien Again Travels 
for Chicago Jobbing House 


Walter Krenzien, who for many years 
traveled for Hibbard, Spencer, Bartlett & 
Co., Chicago, Ill., in the Nebraska and Iowa 
territory, and recently manager of the 
Thomsen Hardware Co., Norfolk, Neb., 
has been reengaged to represent the Chi- 
cago jobbing house in Milwaukee, Racine, 
and Kenosha. 

The Thomsen store at Norfolk was re- 
cently purchased by L. V. DeVore, and 
upon the change of cwnership Mr. Kren- 
zien was engaged by his former employers. 
He is now calling on the trade in the three 
north shore cities of Wisconsin. 

Mr. Krenzien is making the Wisconsin 
Hotel, Milwaukee, his temporary home. 
He will later be joined by his wife and 
children, and will establish a permanent 
hcme within his territory. 


Knight & Wall Co. Purchases 
C. W. Greene of Tampa 


Knight & Wall Co., retail distributor 
of hardware at Tampa and Lafayette 
Streets, Tampa, Fla., has purchased the 
C. W. Greene Co., also a retail hardware 
distributor of that city. The stocks are 
being combined at the Knight & Wall 
store, which has been greatly enlarged. 
Entrances on four streets have been pro- 
vided and many additional feet of floor 
space have been secured. 

The large marine hardware department 
of the Green organization will be consoli- 
dated with Knight & Wall’s department 
and housed in a newly remodeled show- 
room. 

Knight & Wall entered the hardware 
field some 45 years ago. J. E. Wall is 
president; F. M. Cooper, vice-president ; 
I. S. Craft, vice-president; Perry G. Wall, 
treasurer, and Houston Wall, secretary. 


‘Winter 





Outboard Regatta in Chicago 
Will Be Sales Stimulator 

The Chicago Daily Journal is acting as 
sponsor for the Chicago Gold Cup Out- 
board Regatta, which will be held off 
Grant Park on Sunday, June 16, at 2 p. m. 
The races will be run with the coopera- 
tion of the North Shore Outboard Motor 
Club, the Chicago Motor Boat Club, and 
the National Outboard Association. 

Official outboard racing rules as adopted 
by the National Outboard Association will 
govern. Each race will be run over a 
measured course and officially timed by a 
representative of the Mississippi Valley 
Power Boat Association. 

Four events are scheduled: Class “B,” 
stock motors only, approximately 5-mile 
course, first, second and third prizes, silver 
cups; Displacement Class, stock motors 
only, approximately 5-mile course, first, 
second and third prizes, silver cups; Class 
“C.” stock motors only, approximately 7- 
mile course, first, second and third prizes, 
silver cups; Free for All Class, approxi- 
mately 10-mile course, first prize, gold cup; 
second and third prizes, silver cups. In 
addition, gold, silver and bronze medals 
will be awarded to drivers placing first, 
second and third respectively in each class. 

Hardware dealers in the Chicago district 
who sell outboard motors will doubtless 
take advantage of the event through win- 
dow displays and advertising to tie up with 
the interest created by the regatta. 





National Twist Drill Buys 
Into Winter Brothers Co. 


The National Twist Drill & Tool Co., 
Detroit, Mich., manufacturer of twist 
drills, milling cutters, reamers, hobs, spe- 
cial tools, etc., has acquired a substantial 
interest in the Winter Brothers Co., Wren- 
tham, Mass., manufacturer of taps and dies. 

No changes are contemplated in the 
Brothers Co.’s organization and 
the executives, John Winter, Murray Win- 
ter, and Charles Winter, will remain in 
the same capacities as heretofore. 


Congoleum-Nairn, Inc., Moves 
Its Boston Sales Office 


Congoleum-Nairn, Inc., Kearny, N. J., 
announces the removal of its Boston office 
from 99 Chauncy Street to the Statler 
Office Building, 20 Providence Street. 
Consolidated with the company in the new 
location is the Bonded Floors organiza- 
tion, formerly located at 60 India Street. 

H. G. Boyer is the district manager and 
makes his headquarters at this new attrac- 
tive office. 


C. W. Bellingrodt Has Joined 
The McCaffrey File Corp. 


C. W. Bellingrodt has joined the sales 
promotion department of The McCaffrey 
Fire Corp., Fifth and Berks Streets, Phila- 
delphia, Pa. He was formerly a special 
representative of the Delta File Works, 
Philadelphia. 

Mr. Bellingrodt is a file expert, having 
devoted many years to file engineering and 
sales promotion work. 
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Wm. H. Bohne Affiliates with 
the Lockwood Mfg. Company 


Wm. H. Bohne has joined The Lock- 
wood Mfg. Co., South Norwalk, Conn., as 
a direct factory sales representative, and 
will cover the States of Maryland, Vir- 
ginia, North and South Carolina, Georgia, 
Florida, and eastern Tennessee. 








WM. H. BOHNE 











For more than 25 years Mr. Bohne has 
been associated with Henry Keidel & Co., 
3altimore, Md., which until recently was 
the southern sales agency for the Lock- 
wood company. He traveled the same 
territory for the Keidel organization, sell- 
ing Lockwood builders’ hardware, as he 
will for the Lockwood company. 

Mr. Bohne is an experienced builders’ 
hardware salesman and has a wide ac- 
quaintanceship throughout the Southern 
States. 


Metropolitan Outing June 18— 
Only One This Year 


The Metropolitan Hardware Outing will 
he held Tuesday, June 18, on the Day Line 
steamer Peter Stuyvesant. The affair will 
be the only hardware outing of the year 
for the trade in the New York territory, 
and is sponsored by the North Jersey, 
Manhattan and Bronx, Westchester and 
Brooklyn local associations, and has re- 
ceived the indorsement of the Hardware 
Soosters. 

The program includes lunch on the boat, 
a stop at Indian Point, where those who 
wish to play ball, golf, and games may 
go ashore. Others may enjoy a further 
sail up the Hudson River, returning to 
Indian Point at 5.30 for those who went 
ashore. Supper will be served on the trip 
down the river. The boat will leave Port 
Newark, N. J., at 8.30 a. m.; West Forty- 
second Street Dock, New York, at 9.30 
a. m., and West 129th Street at 10 a. m. 

H. A. Cornell, 30 Montgomery Place, 
Brooklyn, N. Y., is chairman of the com- 
mittee which is handling the sale of tickets 
and making other necessary arrangements. 








F. E. Schumacher Co. Completes 
New Large Ventilator Plant 


Announcement has recently been made 
by The F. E. Schumacher Co., Hartville, 
Ohio, that the new plant for the manufac- 
ture of its Louver ventilator is about com- 
pleted. The new plant was made neces- 
sary due to heavy demands for the ven- 
tilator. 

This very large addition to the com- 
pany’s plant has been modernly equipped. 
A large tract of land adjacent to the fac- 
tory has also been purchased for contin- 
ued expansion in the future. 

Lost motion has been eliminated in the 
new Schumacher plant. Machinery and 


equipment have been laid out in a scien- | 


tific manner and every detail has been 
arranged with a view of reducing waste 
to a minimum. Now that the new plant 
has been erected, the company has been 
enabled to make prompt shipments of its 
products. 


G. B. Wells Resigns from 
Continental Screen Co. 


George B. Wells, who has been connected 
with the Continental Screen Co., 1323 Book 
Building, Detroit, Mich, for several years, 
has severed his connection with that or- 
ganization. 

Mr. Wells has been traveling principally 
through New York, Pennsylvania, Ohio, 
Indiana, and Michigan calling on hardware 
jobbers. 


Lester Walker Has Purchased 
Oak Park, IIl., Retail Store 


The former North Oak Park Avenue 
branch store of the Nicholas Company, lo- 
cated at 126 North Oak Park Avenue, Oak 
Park, Ill., which was included in the re- 
cent purchase of the “Fair Department 
Store of Chicago,” together with the main 
store of the Nicholas Company, situated 
at Lake and Marion Streets, Oak Park, 
Ill., has again changed ownership. 


Mr. Walker, who recently resigned as 
secretary of the Nicholas Company, is the 
new proprietor. The purchase involved 
the stock, fixtures and lease-hold at 126 
North Oak Park Avenue. Mr. Walker 
has signed a 15-year lease on an adjoin- 
ing building to the south, which will pro- 
vide 5000 sq. ft. of display space on the 
ground floor and a 60-ft. front on North 
Oak Park Avenue. 

The Walker hardware firm will be in- 
corporated under the name of “Walker 
Company.” Mr. Walker’s host of friends 
in the hardware fraternity will undoubted- 
ly be glad to learn of the new arrangement. 





Wagner Electric Appoints 
Tandberg to Los Angeles 


The Wagner Electric Corp., St. Louis, 
Mo., announces the appointment of L. G. 
Tandberg as branch manager of its Los 
Angeles, Cal., sales office at 1220 South 
Hope Street. Mr. Tandberg’s appointment 
was effective May 1. 








Haase Joins Sparklets, Inc., 
as Divisional Sales Manager 


The appointment of Frederick Haase as 
divisional sales manager has been an- 
nounced by A. Edwin Fein, president of 
Sparklets, Inc., 19 West Forty-fourth 
Street, New York, N. Y. 

Mr. Haase was recently associated with 








FREDERICK HAASE 











the Frank E. Wolcott Mfg. Co., Hartford, 
Conn., as vice-president in charge of sales. 
Prior to this connection he had been con- 
ducting his own business as sales and mer- 
chandising counselor. 

The new divisional sales manager will 
supervise all sales and merchandising ac- 
tivities in New York, New Jersey, Penn- 
sylvania, Delaware, Maryland, District of 
Columbia, and West Virginia. 





J. D. Wallace & Co. Purchases 
John T. Towsley Mfg. Co. 
J. D. Wallace & Co., 134 South Cali- 


fornia Avenue, Chicago, IIl., manufacturer 
of portable woodworking machinery, has 
taken over the John T. Towsley Mfg. Co., 
of Cincinnati, Ohio, manufacturer of large 
woodworking machinery and factory trucks. 

The Towsley organization will continue 
to operate under its own name, as a sep- 
arate corporation, a division of J. D. Wal- 
lace & Co. 


Sheffield Bronze Powder Co. 
Appoints New Representatives 


Announcement is made by Leon W. 
Diamond, president, The Sheffield Bronze 
Powder Co., 2581 East Fifty-fifth Street, 
Cleveland, Ohio, of the appointment of the 
following representatives for the com- 
pany’s line of bronze powders, decorative 
stencils and paint specialties : 

Waldo Mills Pitkin, 632 Esplanade 
Avenue, New Orleans, La., will cover 
Louisiana. 

W. C. Barr, 4635 Dexter Avenue, Fort 
Worth, Tex., will cover that State, and 
C. L. Plummer, Minnesota Mining & Mfg. 
Co., 3439 Pine Street, St. Louis, Mo., will 
cover Missouri and the vicinity. 
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Hardware Trade Will Enter 
Summer With Healthy Demand 


NEW YorRK, May 29.—Little cause for serious complaint is indi- 
cated by the reports from the country’s important market centers 
this week. The only fly in the otherwise excellent ointment is wet 
weather in some localities, and although there has been some com- 
plaint from this source the spring months have shown totals that 
compare well with those of last year, exceeding them in most cases. 

The persistent strength of general demand for hardware may be 
taken as a fair indication of a well rounded volume during the sum- 
mer months, basic conditions in industrial and farming sections 
showing every evidence of prosperity. 

Prices are very steady and firm, some items showing advances. 

Improvement is noted in general collections. 








Nation’s Commercial Failures 
Show Sharp Increase in Week 


In contrast to the recent tendency, the 
number of failures in the United States 
increased in the week of May 18, being 475. 
That total was 47 more than the previous 
week’s number and 23 above the 442 de- 
faults reported to R. G. Dun & Co. a year 
ago. More insolvencies occurred this week 
than the previous week in each geograph- 
ical section except the South, the principal 
rise being in the East. Comparing with 
the returns for this week of 1928, the West 
alone shows a decline, and it is small. With 
the higher total of failures, the number 
involving more than $5,000 of liabilities in 
each case increased to 291 this week, from 
266 the previous week. A year ago such 
defaults numbered 250. 

Bradstreet’s reports 403 failures for the 
week in the United States, as compared 
with 391 for the previous week and 373, 
387, 383, 391 for the corresponding weeks 
1928 to 1925. 

In the United States about 79 per cent 
of the concerns failing had $5,000 capital 
or less and 13 per cent had from $5,000 
to $20,000 capital. 


Week’s Price Average 95.9 Per 
Cent, Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced on May 19 that the previous 
week’s wholesale commodity prices, based 
on Dun’s quotations, averaged 95.9 per cent. 
The April average was 97.1 per cent. The 
purchasing power of the dollar of 104.3 
cents on a 1926 basis of 100 cents. The 
April average was 103 cents. 





Crump’s Index of English prices for 
the week on the revised 1926 level was 
91.8. The April average was 93.7. 

The Italian index on the revised 1926 
basis for the week ended May 11 was 74.2. 


Montgomery Ward Sales in 
1929 Placed at $300,000,0000 


Montgomery Ward & Co. estimate its 
1929 sales will be in excess of $300,000,000. 
This would mean at least a 40 per cent 
increase over sales of $214,350,000 last year, 
the record volume thus far. The increase 
of $86,000,000, which a $300,000,000 sales 
volume would represent, would contrast 
with a gain last year of $28,000,000 over 
the $186,683,340 sales in 1927. 

Forecast of sales is made by the com- 
pany in the first of a series of national 
advertisement which will set forth the his- 
tory of the company and display a number 
of the 40,000 items of merchandise which 
it distributes through its mail-order houses 
and several hundred retail chain stores. 

The company states that in the 57 years 
it has been in business its distribution has 
been built to a point where it serves more 
than 12,000,000 families, “or one-half of all 
the families in the United States.” 


April Auto Output at New 
Record of 620,256 Cars 


April automobile production of 620,256 
cars established a new high record for the 
third consecutive month with an increase 
of more than 35,000 cars over the March 
total of 584,907 cars, according to figures 





compiled on May 20 by the Department of 
Commerce. 

Production in April, 1928, was 410,104 
cars. Passenger car production during the 
month totaled 538,679, against 515,174 in 
March and 364,877 in April a year ago, 
while the truck output amounted to 81,977, 
against 69,733 in March and 45,227 in April 
last year. 

Retail Radio Sales Estimate 
Will Likely Be Realized 
Reports from approximately 20 per cent 


of the 39,159 radio dealers queried in the 
April 1, 1929, quarterly survey of stocks 





| in dealers’ hands, conducted by the Depart- 


ment of Commerce in cooperation with the 
Radio Division of the National Electrical 
Manufacturers Association, showed a vol- 
ume of business of $25,540,245 for the first 
quarter of this year, or an indicated total 
retail sales volume of $132,000,000. 

Indicated total retail sales volume fig- 
ures for the Jan. 1, 1929, and Oct. 1, 1928, 
quarterly surveys are placed at $186,000,000 
and $96,000,000 respectively. Returns from 
the three available quarters of the 1928- 
1929 radio season, therefore, show an indi- 
cated grand total of $414,000,000. On this 
basis the previous estimate of $650,000,000 
for the full radio year of 1928-1929 will 
probably be realized. 

The average volume of business per 
dealer reporting for the first quarter of 
1929 was $3,370 as compared with $5,790 
for the last three months of 1928. 

The dealers reported 139,347 electric sets 
and 15,623 battery sets sold during Janu- 
ary, February, and March, 1929. The 
average volume of business per set sold 
amounted to $165 as compared with $158 
per set for the last three months of 1928. 

Sixty per cent of the total replies which 
originated in the New England, Middle 
Atlantic, and East North Central States 
showed that 59 per cent of the total busi- 
ness reported for the United States was 
consummated there. 


Increase in Window Glass 
Tariff May Increase Prices 


Following the report that President 
Hoover has ordered an increase of 50 per 
cent in the tariff on window glass, effec- 
tive sixty days from date of order, there 
has been some discussion as to the sta- 
bility of prices on domestic window glass. 

Prominent wholesale distributors are in- 
clined to think that prices will show no 
change in the immediate future. August 
or September may bring some increase, but 
at the present date the amount cannot be 
ascertained. 

The tariff on plate glass was recently 
increased and was followed by a rise in 
domestic plate glass prices. This adds to 
the belief that domestic window glass prices 
will advance before very many months 
have passed. 
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Business Good at Chicago—Few Price 


Changes Made 


(Chicago office of HARDWARE AGE) 


CHICAGO, May 28.—Local jobbers report a better than usual de- 
mand for house furnishings, painting supplies, prepared roofing, 
field fence, lawn mowers, builders’ hardware, screen wire, poultry 


netting and nails. 
Practically all classes of staple 
volume, but summer lines such as 


merchandise are moving in good 
garden hose, lawn sprinklers, ice- 


cream freezers, etc., are only moderately active due to the unseason- 


able weather. 


A general reduction of 214 per cent on tires and tubes became 


effective May 15, and is expected to stimulate sales. 
unstable at present in this market. 


trough and prepared roofing have 
bitt and copper products have an 


Butt prices are 
Steel sheets, galvanized eaves 
a firmer trend, while solder, bab- 
easier tendency. 


Prospects for the future appear bright, for the key industries as 
well as nearly all other factors of trade are on a favorable and en- 


couraging basis. 


The steel industry in the Chicago district continues to maintain 
production at a full capacity average and there are no indications 
of any immediate let-up. Steel prices in some instances have a 


stronger trend. 


Collections are good in some sections and poor in others, making 


the average from fair to normal. 


AUTOMOBILE ACCESSORIES. — A | 


general reduction of 2% per cent on 
the tire and tube prices quoted became 
effective May 15, and is expected to 
stimulate buying. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 


pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 3280, 


$6.50 each. 

Chains.—Non-skid, 
35 per cent discount. 

Jacks.—National Standard No. 
$1.30 each. 

Pumps.—Rose, 1% in. cylinder, $1.85 
each. 

Tires and Tubes.—Mansfield tires, 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50;-Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes: 30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40 Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 

6.50, $2.70 each. . 


BASEBALL GOODS.—Indoor baseballs 
for outdoor use are especially active, 
although a good demand exists for all 
baseball items. Prices remain un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Louisville Slugger Bats, $18.00 doz.; 
Official League Balls, Goldsmith No. 
97, $16.50; Goldsmith Double-Play 
Fielders’' Glove (Horace Ford and 
Hughie Critz), $6.00 each; Goldsmith 
Bear Cat Special Fielders’ Glove, 
$2.35 each. 

Indoor Basebalis.—Outseam, 12 oz., 
$6.75 doz.; Outseam, 14 oz., $8.75 doz.: 
Playground, 12 oz., $4. 00° doz.; Flat 
seam, 14 02z., $7.00 doz. 


dozen pair lots, 


21, 





BICYCLES.—Stores in rural towns es- 
pecially are doing a lively business in 
bicycles. Sales are heavier than last 
year. Firm prices prevail. 


JOBBERS’ QUOTATIONS ia RE- 
TAILERS, F.0.B. CHICAGO 


Double Bar Motor-Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $23.60. 


BOTTLING SUPPLIES.—An improved 
demand has registered for this line. 
Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO:/ 


Single bottle washer, $4.75 each; 
double bottle washer, $7.25 each; 
adapter for bottle washer, $1.60 each: 
sugar Spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.; crown 
caps, double lacquered in 50 gross 
lots, 15%c. per gross; syphon hose 
sets, $5.00 doz.; 16 oz. clear bottles, 
$5.00 gross. 


BUILDERS’ HARDWARE.—Demand is 
showing improvement. Prices on in- 
side and front door lock sets were re- 
cently advanced by jobbers. Butt 
prices are still unstable and subject to 
change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


3% x 3% steel butts, old copper 
and dull brass finish. $2.16 per doz. 
pair in case lots; less quantities, 


$2.34 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $3 


per doz. pair in case lots; less quan- 
tities, $3.12 per doz. pair; heavy steel 
bevel inside sets, $5 per doz. sets, 


steel bit-keyed front door 
wrought brass, 
$2.60 per 
$6 per 


case lots; 
sets, $1.45 per set; 
bit-keyed front door sets, 
set; cylinder front door sets, 
set. 





| CARPET SWEEPERS. — Business 


is 
very good in this line. Prices are un- 


changed. 





JOBBERS'’ ng When 5 ea RE- 
TAILERS, F.O.B. CHICA 
Bissel’s Standard, $36.00 (oi Uni- 
versal Japanned, $42.00 doz.; Universal 
Nickeled, $46.00 doz.; Grand Rapids 
Japanned and colors, $44.00 doz.; 
Grand Rapids Nickeled, $48.00 doz.; 
American Queen, $54.00; Parlor 
Queen, $56.00. 
CHAIN.—Nearly all types of chain are 
in active demand. Local jobbers’ prices 
have not followed the recent advances 
made by manufacturers of coil (pound) 
chain. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


%-in. Proof coil chain, 
base; Trade marked coil chains, 
10 per cent off list. 


COPPER RIVETS AND BURRS.— 
Sales are good. Any reduction in raw 
copper will probably make for lower 
ae 


$8.75 cwt, 
40- 


BBERS’ sy ab Benne 4 TO RE- 
TAILERS, F.0.B. CHICAGO: 

Copper rivets and burrs, 
cent discount. 


EAVES TROUGH, CONDUCTOR 
PIPE, ETC.—Good sales at very firm 
prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

28-gage, single head lap joint gut- 
ter, 5-in., $5.00 per 100 ft.; corrugated 
conductor pipe, 3-in., $4.65 per 100 ft.; 
plain ridge roll, 1%-in., $4.05 per 100 
ft.; corrugated conductor’ elbows, 
3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE.—Ap- 
pliances are very active. Wire prices 
are considered stable at present figures. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Electrical Merchandise.— No. 14 
rubber covered wire, $6 per 1000 ft.; 
in less than 1000 ft. lots, $6.50; No. 18 
lamp cords, $11.25 per 1000 ft.; in 1000 
ft. lots, $10.50; %-in. brush brass key 
socket, 13c. each; lots of 25, 12%c. 
each, two-way plugs, 45c. each; in 
lots of 10, 40c. each; two-piece at- 
tachment plugs, 7%c. each; dry cells, 
boxes of 55, 32\%c. each; less than 
case lots, 35c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; in lots of six, $4.75; Per- 
colator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
D 779 E, $1.40 each; case lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; packages 
of 5, $1.92; No. 486, $3.20 each; pack- 
ages of 5, $2.97: No. 485, Layerbilt 
battery, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes. — UX-201A, 
UX-199, $1.46%; UX-227, $2.60; 
171A, $1.78%. 

FIELD AND POULTRY FENCE.— 
Market is steady and unchanged. Fenc- 
ing sales continue exceptionally heavy. 


JOBBERS’ > abd ene A ag RE- 
TAILERS, F.O.B. CHICA 


726-6-12%4, $28.68 per 100 eel 1948- 
6-14%%, $43.62 per 100 rods; 2158-6- 
~ 14%, $48.98 per 100 rods. 


FISHING TACKLE.—With the open- 
ing of the tackle and vacation season 
near, sales have improved. Dealers 
realize the necessity of complete stock. 
Better grades of rods, reels and lines 
are in improved demand. Prices remain 
unchanged. 


30-10 per 


wae: 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bronson Level Winding Reels, $1.50 
each; Meisselback Level Winding 
Reels, $3.00 each; Heddon Chief 
Dowagiac Reel C4CD, $7.00 each; 
Heddon Golden Rod, $13.35 each; 
South Bend Plunk-Oreno, $8.00 doz.; 
South Bend Crippled Minnow, $6.80 
doz.; South Bend Teaz-Oreno, $5.00 
doz.; South Bend Whirl-Oreno Dis- 
play on cards, $2.00 card: Creek 
Chub Pikie Minnow assortment, $4.00 
asst.; Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
injured Minnow Assortment, $2.00 


asst. 
GARDEN HOSE.—Cool weather has 
Local job- 


retarded garden hose sales. 
bers will soon be compelled to advance 
brass hose fittings in line with recent 
advances of manufacturers. 

JOBBERS’ Se by TO RE- 
TAILERS, F.0.B. CHICAGO: 

Good quality ar thera iol hose, 
two braid, %-in., 7c. per ft; %-in., 
Sc. per ft. Molded hose, one braid, 
%-in., 644c. per ft.; %-in., 7c. per 
ft. Five-ply, wrapped hose, %-in., 
9%c. per ft. Lawn sprinklers, Rain 
King, $28 doz.; Original fountain 
sprinklers, $6 doz.; Rainbow, 38 in. 
high, $24 doz. 

GLASS AND PUTTY.—Demand is ex- 
ceptionally good. Prices are firm. 
Rumors of glass advances continue to 
be heard at this market. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, per cent discount; 
putty, pure grade, $4.25 per 100 Ib.; 
commercial, $3.50 per 100 Ib. 


GRASS CATCHERS.—Sales are im- 
proving, but warmer weather will pro- 
mote grass growth and result in in- 
creased activity. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Adjustable, galvanized bottom 
catchers for 14 to 10 in. mowers, 
$8.25 per dozen in full packages. 


Adjustable galvanized bottom catch- 
ers for 18 to 21 in. mowers, $9 per 
dozen in full packages. Adjustable, 
plain canvas bottom catchers for 12 


to 16 in. mowers, $5.90 per dozen; 
adjustable, plain canvas bottom 
catchers, for 18 to 21 in. mowers, 


$7.60 per dozen. 
GOLF GOODS.—Demand is excellent. 
Matched sets are very active. Wood 
clubs with steel shafts are preferred by 


golfers this spring, though a good de- 


mand exists for steel shafted irons. 


Prices remain unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO 

Hillerich & Bradsby Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, chromium heads, $4.00 each; 
Lo-Skore Wood Clubs, rustless 
shafts, $3.65 each; Lo-Skore Irons, 
hickory shafts, $2.35 each; Competi- 
tion Clu nickel plated heads, 
aluminum cap grip, $1.35 each; Com- 
munity Clubs, Woods and Irons, 80c. 
each; Crawford-McGregor Uni-Sets, 
$22.50 to $28.50 set; Crawford-Mc- 
Gregor Duralite ‘Matched Irons (6 in 


set), $36.00 set; Silver King Golf 
Balls, $7.50 doz.; Royal Golf Balls, 
$6.50 doz. 


HAMMERS AND HATCHETS.—Tool 
prices are quite steady. Sales are im- 
proving slowly. 


JOBBERS’ ite yey a RE- 
TAILERS, F.O.B. CHICAGO 

Hammers.—First quality 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 

Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 





shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Rake, 
hoe and shovel handles are active. Qual- 
ity grades are being favored. Prices re- 
main firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Handles, Agricultural.—Hay fork 
handles, straight, chucked and bored, 
X 4 ft., $2.40 per doz.; 4% ft., $2.70 
per doz.; XX 4 ft., $3.90 per doz.; 
4% ft., $4.20 per doz. Ash _ fork 
handles, bent, chucked and bored, X 
ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent, 
with strap, ferrule and cap, X 4 ft., 
$4.90 per doz.; 4% ft., $5.25 per doz.; 
XX 4 ft, $6.15 per doz.; 4% ft., 
$7.10 per doz.; bent manure fork 
handles, plain, X 4 ft., $3.05 per doz.; 
4% ft., '33. 40 per doz.; XX 4 ft., $4.65 
per doz.; 4% ft., $5 per doz.; bent 
manure fork handles, with strap, 
ferrule and cap, X 414 ft., $5.25 per 
doz.; XX 4 ft., $6.65 per doz.; 4% 
$7.10 per doz.; garden hoe han- 
X 4% ft., $2.60 per doz.; XX 
414 ft., $3.70 per doz.; rake han- 
dies, X 5% ft., $3.55 per doz.; XX 
5% ft., $5.65 per doz.; shovel handles, 
regular pattern, X 4% ft., $4.25 per 
doz., XX 4% ft., $5.95 per doz.; D 
shovel handles, X, $5.25 per doz.; 
XXX, $8 per doz.; wood D spade 
handles, X, $4.90 per doz.; D shovel 
handles, X, L. D. L. top, $4.45 per 
doz.; Sturd-E top, $4.50. 
HANDLES, HICKORY.—Good demand 
found for the higher grade lines. Prices 
have shown no recent change. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Handles Hickory.—No. 1 _ hickory 
ax handles, $4 per doz.; No. $3 per 
doz.; finest selection second growth 
white hickory handles, $6.50 doz.; 
special white second growth hickory, 
$5 doz.; No. 1 hatchet and hammer 


handles, 90c. doz.; second growth 
hickory hatchet and hammer han- 
dles, $1.75. 


ICE CREAM FREEZERS. — Warmer 
weather is needed to stimulate sales. 
Four and six quart sizes are the best 
sellers. Prices have been unchanged all 
season. 


JOBBERS’ QUOTATIONS’ TO RE- 
TAILERS, F.O.B. CHICAGO: 

White Mountain.—1 at., 
t., $5.65; 3 qt., $6.75; 4 at., $8.25; 
qt., $10.45; 8 qt., $13.50; 10 qt., sis, 
12 qt., $21.55; 15 qt., 25.60; 20 qt., 
33.20; 25 qt., $42.60. List prices. 
Dealers’ discount on White Mountain 
Freezers is 50 per cent from list. 

Arctic.—1 qt., $4; 2 qt., $4.60; 3 qt., 
$5.55; 4 qt., $6.80; 6 qt., $8.60; 8 qt., 
$11.10. List prices. Dealers’ dis- 
count on Arctic freezers is 50 per 
cent from list. 

Alaska-Grey Goose.—1 qt., $3.60; 2 

$5; 4 qt., $6.15; 6 qt., 
$10.10; 10 qt., $13.50. 
prices. Dealers’ discount on 
Alaska-Grey Goose freezers is 33% 
per cent from list. 

Auto Vacuum.—1 qt., $3.50; 2 at., 
$4; 3 qt., $5; 4 qt., $6. List prices. 
Dealers’ discount on Auto Vacuum 
freezers is 33% per cent from list. 

Acme.—2 qt., bright galvanized, 
$8 per doz. net; 2 qt., blue enameled, 
$10 per doz. net; 4 qt., blue enameled, 
$18 per doz. net. 


LAWN MOWERS.—Cool weather has 
retarded sales some, although they are 
running quite a little ahead of last 
year. Present prices are expected to 
hold until July 1, at least. 


JOBBERS’ og aint bya Se RE- 
TAILERS, F.O.B. CHICA 

16 in. ball bearing, 5 cael: it in, 
wheels, $12 each; 16 in. ball bearing, 
4 knife, 10% in. wheels, $9.25 each; 16 
in. ball bearing, 4 knife, 10 in. wheels, 


$4.85; ; 


$7.30; 8 at., 


$7 each; 16 in. ball hearing, 4 knife, 
8 in. wheels, $6.75 each; 16 in. plain 
bearing, 3 knife, 8 in. wheels, $5.25 
each. 


NAILS, WIRE AND STAPLES.—Sales 
continue at a lively clip; prices quite 
steady. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


L.c.l. quantities common wire and 
cement coated nails, small orders out 
of Chicago stock, $3.20 per keg base. 
Mill shipment price is $3.05 base. 
Carload (36,000 Ib.) base for mill 
shipment, still lower. Steel cut nails, 
$4 base. 

No. 9 black annealed wire, $3.20 per 


100 Ib.; No. 9 galvanized, plain wire, 
$3.75 per 100 Ib.; catch weight spool 


galvanized cattle or hog wire, $3.80 
yer 100 lb.; polished fence staples, 
3.55 per 100 Ib. 

PAINTS AND OILS.—A very active 


demand Prices remain 
firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Linseed Oil, Raw.—Barrel lots, 87c. 
per gal. 


is reported. 


per gal.; 5 barrel lots, 80c. 

Linseed Oil, Boiled.—Barrel lots, 
90c. per gal.; 5 barrel lots, 82c. per 
gal. 

Denatured Alcohol. Barrel lots, 
63c. per gal.; steel drums, extra, $6, 
returnable. 

Turpentine.—Drum lots, 73c. per 
gal., net. 

White Lead.—100 Ib. kegs, $13.50 
ewt.; 50 Ib. kegs, $13.75 cwt.; 25 Ib. 
kegs, $13.75 cwt.; 12% Ib. kegs, $14 
cwt 

Shellac (4 |b. cuts).—White, $2.58 
per gal. in barre] lots; orange, $2.26 


per gal. in barrel lots. 

English Venetian Red.—In barrels, 
5%4c. per Ib.; in 100-lb. lots, 6%c. 
per Ib. 

Dry Paste.—Barrel 
Ib. 


PREPARED ROOFING.—Heavy sales 
are reported; prices show an advancing 


tendency. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Best grade, slate surfaced, prepared 


lots, 7%ec. per 


roofing, $1.95 per square; medium 
grade, slate surfaced, $1.80 per 
square; best grade, tale surfaced, 
$2.10 per square; medium grade, talc 
surfaced, $1.30 per square; light 
grade, tale surfaced, 90c. per square; 
red rosin sheathing, $50 per ton. 
ROLL Sales are taper- 





ing off somewhat with warmer weather. 
Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Union Hardware, boys’, $1.40; 
Union Hardware, girls’, $1.50. 

Chicago: No. 101, $1.30; No. 103, 
$1.40; No. 105, $1.40; No. 181, $2.65; 
No. 183, $2.75; No. 185, $2.75. 


ROPE.—Prices for May and June con- 
tinue unchanged. Rope sales are just 
about normal for the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Best manila, standard brands, base, 


22c.; per lb.; ‘No. 2 manila, 20c. per 
lb.; finest sisal, 15c. per Ib.; No. 2 
sisal, 14%c. per Ib. 

SCREEN WIRE AND POULTRY 


NETTING.—Prices are very steady and 
season deliveries are on in full force. 
A large local jobber is featuring 25 
foot rolls for the dealer to sell by the 
roll in competition with mail order 
prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

12 mesh, painted screen. cloth, 
$1.95; 14 mesh galvanized, $2.65; 14 
mesh bronze, $6.60 per 100 sq. ft.; 
galvanized before poultry netting, 
50-10-5 per cent discount. 


SCREENS (WINDOW AND DOOR). 
—Sales are very heavy, with regular 
season prices continuing unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
bi osama epip F.0.B. CHICAGO: 

Doors, 2-ft. 8-in. x 6-ft. 8-in., No. 
296, $22. 60 doz.; No. 311, $26.80 doz.; 
Extension Se reen, No. 1833, $4.20 doz. 
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Twin Cities Report Gain in General 
Business Conditions in All Lines 


| NAILS.—Deliveries show a good vol- 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, May 28.—Car loadings from the Twin Cities to 
points in the Northwest show a substantial gain over those for a | 


year ago in April. 
this section of the country. 
trade in all lines is gaining. 


Prices show a few changes this week. 


This is an indication of business in general for 
Spring activities are in full swing, and 


Sash weights and steel 


sheets have advanced in price, and some sizes of grain scoops and 
poultry netting have declined slightly. 


AXES.—Call for axes is fair, with 
stocks ample. Road building opera- | 
tions are getting under way, taking a/| 
supply of this article. Prices have not | 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.50; 
double bit, handled, $24.25 doz., net. 

BOLTS.—Deliveries show a good de- 
mand, with prices firm. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and lag 
screws, 60 per cent from standard 
lists. 

BRADS.—Call is steady, with good vol- 
ume. Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wire brads in 25-lb. box at 75 per 
cent from lists. 

BUILDING PAPER.—Demand is grow- 
ing as the building season gets under 
way. Prices are firm as quoted. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Red rosin sized paper, all weights, 
$2.65 cwt., and tarred felt paper, 
$2.80 cwt., net. 

CHAIN.—Call for chain 
with prices unchanged. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 


Log chains, 4% x 14, $12.05; % x 14, 
$9.15; % x 14, $8.60; proof coil chain, 


is nominal, 


% in., $10.30; % in., $7.40; % in., 
$6.85; % in., $7.70 cwt., net. 
CHURNS.—Demand is steady, with 


fair volume. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 
Barrel type churns, 3314-5 per cent 
from lists. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Deliveries are show- 
ing an increase with the regular spring 
demand occurring. Prices are firm as 
quoted. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Eaves trough, 5 in., slip joint, fe- 
gle head, alvanized, in crates, $5.2 
6 in., $6. 4 ; conductor pipe, 3 in., in 
crates, net’ nested, $4.90; in., $6.85, 
r hundred feet; conductor elbows, 
in., $1.73; 4 in., $2.88 doz., net. 


FIELD FENCE.—Call for fence 
good, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 





Field fence, 9 ga., top and bottom, 





11 ga. intermediate, 26 in. high, $39.69 

per 100 rods, net, with other heights 

in proportion. 
FILES.—Sales are showing a very fair 
volume. Stocks are well filled and 
prices firm. 


JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. TWIN CITIES: 

Nicholson files, 50 per cent and job- 
bers’ brands, 60-10 per cent from 
list. 


GALVANIZED WARE.—Demand for 
ash and garbage cans and other items 
for spring use is good. Prices are firm 
on this line. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. TWIN CITIES: 
Standard galvanized pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., $4.70; stock 
pails, 16-qt., $4.70; 18-qt., $5.50; 
standard tubs, No. 1, $7.15; No. 2, 
$8.00; No. 3, $13.20; heavy, No. 1, 
$13.20; No. 2, $14.40; No. 3, $15.60 


doz., net. 


GLASS AND PUTTY.—Sales show a} 


very good .volume, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


Single and double strength A grade 
prices 83 per cent 


glass, Minnesota 
from lists; strictly pure putty, in 50 
Ib. steel drums, $4.85 cwt., net. 


LAWN HOSE.—Sales have improved 
during the past week, as the need for 
hose has increased. Stocks are well 
filled and prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Lawn hose, Manhattan, black, %- 


in., 500-ft. bales, $7.25; %-in., $8.50; 
5g-in., 50-ft. lengths, coupled, $7.75; 
Manhattan, red %-in., 500-ft. bales, 
$7.75; %-in., $9.00; %-in., 50-ft. 
lengths, coupled, $8.05; Good = 
%-in., 6-ply, $9.00; Bull Dog, %%-in. 
7-ply, $12.75 per 100-ft. net. 


LAWN MOWERS.—Sales are improv- 
ing as the season advances. The need 
for lawn mowers in this section of the 
country has just begun for the year. 
Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Lawn mowers, Philadelphia, +494 
A, 15-in., $15.75; 17-in., $17.85; 19-in. 
$19.95; Style K, 16-in., $14. 30: 18- in. 
$15.40; 20-in., $16.50: Riverside, Ball- 
bearing, 16-in., $7.25; 18-in., $8.25 
each, net. 


MILK CANS.—Demand is fairly good, 
with stocks ample. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Milk cans, railroad, wide neck, 8- 
gal., $3.05; 10-gal., $3.15 each. net. 




















ume. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base. 

PLANTERS.—Corn and potato plant- 
ers are still selling, with prices un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


Corn and potato planters, Acme, 
$10.25 doz., net. 
POULTRY NETTING. — Demand is 
good, with prices showing a decline of 
a few points in discount. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Poultry netting, hexagon mesh, 60 
per cent from lists. 


PYREX OVENWARE.—Sales are nor- 
mal for this time of the year, with 
ample stocks on hand. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17; No. 643 
casseroles, $1.17; No. 634 casseroles, 
$1.33; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 
24 tea pots, $2: No. 26 tea pots, $2.33; 
No. 953 percolator tops, 7c. each, net. 


REGISTERS.—Volume of trade is 

good, with the building season just 

started. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. TWIN CITIES: 
Registers, cast iron, 40-10 and 
steel, 40-10 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Demand is nominal at 
present, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Register Fa Gem, No. 1, floor 
type, $12; 10, ‘floor type, 10; No. 
2, wall io $6; and No. 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. 1 and No. 2 are oxi- 
dized copper. No. 10 and No. 20 are 
black enameled. 

Radiator shields, Gem, adjustable, 
No. 1l-a, $4.50; ‘ey 2, $4.50; 


; No. 6-b, $6; 
These prices are list each and 
subject to dealers’ discount of 30 per 
cent. These models with water hu- 
midifiers are $1 extra each, list. 


ROPE.—Sales show a fair demand, 
with stocks ample for the call. Prices 


have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Best grade manila rope, 7-16 in. and 
larger, 24c.; % in., and smaller, 25c.; 
best grade sisal, 17%c. Ib., base. 


SANDPAPER.—Sales are good in this 
line, both in retail trade and to shops 
and factories. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Best grade sandpaper, No. 1, 80c. 
er box of 75 sheets; second grade, 
vo. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


SCOOPS.—Demand is steady, with 
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few slight changes in the prices of Nos. 
6, 12 and 14. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Grain scoops, heat treated, size 6, 
$12.50; size 8, $13.50; size 10, $14.50; 
size 12, $15.25; size 14, $16.25 per doz., 
net. 


SASH CORDS AND WEIGHTS.—De- 
liveries are steadily improving as build- 
ing gets under way. Sash weight 
prices have moved upward ten cents per 
hundredweight. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Sash cord, best grade, 65c. lb. base, 
second grade, 38c. lb., third grade, 
36c. Ib., base, net, and cast iron sash 
weights, $1.95 cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Sales of this line are just starting for 
the year. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Screen doors, common, 2-8 x 6-8, 
$1.70; fancy, 2-8 x 6-8, $2.05 each, 


net. 
Window screens, extension, 24-in., 
Continental, $9.75; Wabash, $5.60 doz., 


net. 


SCREWS.—Deliveries are in good vol- 
ume, with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Woodscrews, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent; 





flat head brass, 37% per cent; round 
head brass, 32% per cent from lists. 
good, 


SOLDER.—Demand is _ fairly 


with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Warranted half and half solder, 
31%4c. lb., and strictly half and half 
solder, 32%4c. Ib., in 100-lb. boxes, net. 
STEEL SHEETS.—Call for this line is 
steady, with some increase in volume. 
Black and galvanized steel sheets have 
advanced. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Galvanized steel sheets, 24-ga. 
(base), $5.00; black steel sheets, 24- 
ga. (base), $4.15; Armco galvanized 


steel sheets, 24-ga. (base), $6.65 cwt., 
net. 


TIN.—Deliveries show a fair volume, 
with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
coke tin, ICL, 20 x 28, 


and roofing tin, 20 x 28, 
$15.50 box, net. 


Furnace 
$14.30 box, 
8 lb. coating, IC, 


WHEELBARROWS.—Sales are still 
good in this line, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 


Wheelbarrows, barrel type tray, 
best grade, $41.30; second grade, 
$34.70 doz., net; tubular, steel tray, 
$7.20; Gopher garden, $3.75; American 
garden, $6.25 each, net. 








WIRE.—Fence wire is selling well, with 
prices steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized cattle barbed wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (base) smooth galvanized wire, 
$3.65 ewt., and No. 9 smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Demand is on the up- 
grade, with stocks ready for the call. 
Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Wire cloth, 12 x 12 mesh, black 
painted, $1.85 and 12 x 12 mesh, 
aluminum finish, $2.25 per 100 sq. ft., 
base. 

Bronze wire cloth, 14 x 14 mesh, 


$7 per 100 sq. ft. in full rolls, net. 


WRENCHES.—Sales are fairly good in 
this line. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nuts, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 

Snap-on Wrenches.— Radio and 
electric sets in metal cases, $2.75: 
No. 101 Master Service Sets, $13.75; 
No. 202, Heavy Duty Sets, $3.80; No. 
404, Flexible Socket Set, $8: No. 608, 


Crankease Drain Plug Sockets, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 


duty ratchet, $27.35 list, less 334% per 
cent discount. 

Crescent, 6 in., $5.65; 8 in., $6.96; 
and 10 in., $8.64 doz., net. 





Missouri and Arkansas Valleys Report 
Hardware Trade Humming 


(Kansas City office of HARDWARE AGE) 


KANSAS CITy, May 28.—Throughout the Missouri and Arkansas 
valleys the hardware trade is humming. Strawberries are moving 


out of the lower Ozarks to lend allurement to distant tables. 


That 


means the approach of the open season on all sorts of fruit. Pre- 
serving utensils are in active demand, and hardware windows are 
bright with aluminum and other wares. 

May beats April for business, and April was lively. Volume all 
along the hardware line is at least a third ahead of this date last 
year. Some proportions of increase exceed that by several per cent. 

The cheerful clatter of the lawn mower is heard in the land. 


Grass is rich, green and growing. 


Mowers are finding a ready sale, 


with jobbing stocks fairly well supplied. Sharpening machines in 
hardware store basements are busy. 





To the esthetic, agricultural and com- 
mercial eye the landscape is lovely. 
Wheat is knee-deep and lush; pastures 
opulent. This correspondent feels like 
rhyming his market report and setting 
it to music. Current business and the 
outlook for future business are just that 
good. 

Neither rains, muddy roads nor cool 
weather can restrain trade, though 
travel and crop planting are retarded. 








Light frost came May 15. Little corn 
is in as yet. Normally, most of it is 
planted by May 10 in this latitude. 
“But I would rather do business in a 
wet year than a dry, any time,” avers 
one jobber. 

That represents trade opinion, though 
farmers are impatient. They know, 
however, that abundant moisture is 
stored in the soil and that this will af- 
ford a “bank account” upon which they 





can draw for weeks to come should 
anything like a drouth eventuate. In 
the meantime fruit and pasturage will 
benefit. 

The foundation for a great agricul- 
tural year is already built. Dealers in 
the Texas Panhandle are preparing for 
the wheat harvest, which begins in the 
southern end of the belt about June 15. 
Copper rivets and burrs, binder slats 
and canvases are moving into that part 
of the territory; so are tractor filler- 
cans which are now looming conspicu- 
ously in the Western hardware pic- 
ture; indeed, it is hard to keep up with 
the demand for such equipment. 

Harness and strap-work are still go- 
ing strong, far better than in 1928, 
when this trade was considered heavy. 
The farmer, in his anxiety to get under 
way, is pressing every horse he has 
into service, which accounts for the 
brisk business in leather goods. Horse 
collars are especially active. One har- 
ness factory has been working over- 
time for two months. 

Sporting goods are selling briskly, 
with fishing tackle in the lead. Most 
wholesalers are short of bamboo poles. 
The fishing habit is growing fast and 
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the “pole fisherman” often graduates Rey Sn. at. ion Fs ge and Kansas barnyard. Nothing, it 
° at seems, can retard the expansion of the 


into a regular rod-reel-and-creel wor- 
shipper of Izaak Walton, bent on buy- 
ing every possible piece of equipment 
offered, which doesn’t hurt the hard- 
ware man’s interests. 

It has been a bit too cold and rainy 
for good golfing, but golf goods will 
soon be moving in their usual active 
fashion. Shotgun shells and clay tar- 
gets are eagerly sought. Gun-club or- 
ganization is expanding fast under the 
pull of general enthusiasm. Baseball 
merchandise is in good demand. Camp 
supplies are a bit under normal because 
of the growing number of public camps 
and cabins at the command of the 
tourist. Automobile tires and tubes 
are accelerating. 

Dealers have ordered well in advance 
on almost all sporting goods. Most of 
the orders received now at the houses 
are for fill-in. Frequently they run to 
$50 or $75 and fill a page on the order 
blank. Touring is on the increase. The 
ammunition price war still rages. 

Goods with brass, bronze or copper 
content are uppish, in keeping with 
the copper market. Mantel clocks, for 
this reason, have advanced, but there 
has been no change in the alarm clock 
price figures. 

Some improvement is shown in the 
movement of household cutlery, but 
pocket knives are slow. “Who whittles 
nowadays?” That question is the 
answer offered by one wholesale man in 
the cutlery department who would like 
to see some plan devised for increasing 
interest in pocket knives. 


AXES.—Movement is far from brisk; 
prices continue unchanged. . 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First quality, single-bitted unhan- 
dled axes, 3 to 4 Ib., $14.50 base; 
handled, $18.75 to $20.50 base. 


BUILDERS’ HARDWARE. — Despite 
the building activity that has prevailed 
in this region over a period of years, 
interest in builders’ hardware is still 
lively and expected to increase. Cur- 
rent movement is fair. No _ price 
changes. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $18 per doz. 
set; wrought bronze metal, $2.25 per. 
set: cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Trade remains good and prices are 


firm. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off, 
from list as of April 1, 1927. 


EAVES TROUGH AND CONDUCTOR 


PIPE.—Volume is healthy; no vse 


changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


in. conductor pipe, $5 per 100 ft. 
LANTERNS.—Some business is being 
booked and shipped in this line. No 
price changes as yet. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Dietz line of tubular lanterns; Hot- 
blast, Little Star, $8.00 per doz.; hot- 
blast, Hy-Lo, same; hot-blast, O. K., 
$9.50 per doz.; hot-blast, No. 2 Royal, 
$10.00 per doz.; cold-blast, Junior, 
$8.75 per doz.; cold-blast, Junior 
brass, $16.00 per doz.; cold-blast, 
Junior brass, nickel-plated, $20.25 per 
doz.; Junior wagon lantern’ with 
bull’s-eye lens, $17.75 per doz.; 
Eureka driving lanterns with plain 
lens, $19.50 per doz.; Eureka lanterns 
with optical lens, $21.00 per doz.; No. 
15 wall lanterns, $35.00 per doz.; Im- 
perial platform lanterns, $15.00 per 
doz.; No. 1 Climax platform lanterns, 
$6.00 per doz. 


LAWN SPRINKLERS.—Rains have 
held back the sprinkler business, but 
there is sunshine to come. Prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI RIVER 


CROSSINGS: 

Nelson line: Circle, weight per 
doz., 12 lbs., brass top with brass 
or cadmium plated bottom, $6 per 


doz.; Crescent, weight per doz., 12 


Ibs., brass top with brass or cadmium 
plated bottom, $5.50 per doz.; Whir- 
ling Fairy, swivel brass hose con- 
nection, malleable base, 11 inches 
high, $14 per doz.; Can't Beat "Em 
sprinkler, diameter, 3% in., height, 
1% in., weight per doz., 15 Ibs., $3.05 
per doz. 


MILD STEEL BARS.—Demand is live- 
ly. Prices fairly firm. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F F.0.B. MISSOURI RIVER 
CROSSIN 

Bars, ~~ and 
$3.56 per cwt. base; 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 

MOPS.—Movement somewhat slow be- 
cause of retardment of house-cleaning 
time. Prospects good. Prices firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Betty Bright self-wringing mop, 
No. 10, $8.50 per doz.; Betty Bright 
mop cloth, No. 20, $4.25 per doz. 

NAILS.—Orders are going out in heavy 
volume. However, “quotations” may 
be described only technically as such. 
This trade is still under the extreme 
sway of competition and wisdom seems 
to have departed. Wholesalers ad- 
mit it. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.35 per keg, 
base (see new extras). 

OIL.—Demand is good, with definite 
prospects for improvement. The mar- 
gin is narrow and independent dealers 
in Kansas City report they are able to 
undersell the mail-order houses on lin- 
seed, which has advanced one cent a 
gallon. Turpentine is moving at the 
former price. The market figures for 
both products are weak. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 
| Raw linseed oil in steel-drum lots, 

9le. per gal.; boiled linseed oil in 
steel-drum lots, 94c. per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 69c. per gal. 


| POULTRY NETTING. — Without a 
| doubt the hen is queen of the Missouri 


small angles, 
structural sizes 














poultry industry. Hence the demand 
for equipment. Netting is as active as 
ever and the market is firmer. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Poultry netting, galvanized before 
weaving, 50-10-5 off list; galvanized 
after weaving, 50-5 off list. 

ROLLER SKATES.—Heavy business 
continues. Competitive conditions still 
rule prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Chicago line: Nos. 
$1.40 per pair; No. 101, 
$2.75; No. 183, $2.75; No. 181, $2.65. 

Union Hardware line: No. 4, $1.65 
per pair; in quantities, 55 to 99 pairs, 
$1.55; 100 or ag $1.45. Same prices 
on No. 5. No. $1.75 per pair; in 
quantities, 55 Wy, 99 pairs, $1.65; 100 
or more, $1.55; No. 130 rink skates, 
$1.98 per pair; No. 130L, ladies’ rink 
skates, $2.11 per pair. 


ROPE.—Volume is more than satisfac- 
tory; prices are stiff. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Highest quality manila rope, stand- 
ard brands, 24c. per lb., base; No. 2 
manila, standard brands, 22c. per Ib. 
base; No. 1 sisal rope, highest qual- 
ity, standard brands, 20c. per Ib.; 
No. 2 sisal rope, standard brands, 
15%c. to 17c. per 1b., base. 

SASH WEIGHTS.—Movement is fairly 
voluminous. Market weak. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton lots or more, $1.80 per 
ewt.; less than ton lots, $1.90 per 
cwt 


SCREWS.—This item shows up well in 
most orders. Prices are firm, with an 
upward tendency. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Flat head bright screws, 45-20 
per cent off list; round head, blued 
screws, 40-15 per cent off list; flat 
head brass screws, 3244-15 per cent 
off list; round head brass screws, 
27%-15 per cent off list. 

STORAGE BATTERIES.—Demand is 
rather strong, even though summer will 
soon be at hand. Despite competition, 
prices are almost steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy 
standard terminal, $9.10 each; 6 volt, 

13 plate, $10.75 each; 12 volt, 7 plate, 

$12.85; 6 volt, 11 plate, thin, stand- 

ard terminal, $7.35; 6 volt, 13 plate, 

thin, for Ford and Chevrolet, $8.05. 
TIRES.—Volume is developing rapidly; 
prices none too strong. 

JOBBERS’ SOTA TIONS TOR 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30 x 3%, oversize, 
heavy duty cord, s.s., cl, 25; 31 


x 46, 


103 and 105, 
1.35; No. 185, 


i8. 
320. ab. "33 x 4%, 
32 x 6, $32.40; 3 
34 x 7, $60.15; 40 
(All foregoing prices subject to 5 
per cent trade discount.) 


TUBES.—Somewhat warmer weather 
is generating more tube business. 


| Prices are rather weak. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. MISSOURI RIVER 
ag hi - 

: x 3%, 


Mansfield, heavy duty, 
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tan, $15.60 per doz; 31 x 4, tan, $12 
per half doz.; 33 x 4, tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz. Balloon, 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16.60 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 


WHITE LEAD.—This line is becoming 
more and more active. Prices have ad- 
vanced three-fourths of a cent per 
pound. Tendency still uppish. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


White lead, 13%c. per Ib. in hun- 
dredweight lots. 





WIRE CLOTH.—Specifications for this 








item in current orders are frequent. 
Prices fairly firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Black wire cloth, 12 mesh, $1.85 per 
100 sq. ft.; galvanized, 12 mesh, $2.10; 
14 mesh, $2.55; 16 mesh, $2.85. Bronze, 
14 mesh, $6.50; 16 mesh, $6.90. Cop- 
per, 14 mesh, $6; 16 mesh, $6.25 


Pittsburgh Hardware Demand Holds Well— 
Steel Mills at Capacity 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, May 28.—Business is keeping up fairly well in spite 
of bad weather, but there is room for considerable improvement in 
a number of lines. In some products, such as fencing, painting sup- 
plies and wire, the recent heavy rains and cold weather may have a 
lessening affect on total spring business, as farmers are forced to 
take care of more pressing work with crops, but on other lines, 
heavy seasonal movement at this time is only being retarded. Fine 
weather during the last few days of the month would probably make 
May a record period in paint sales, as the demand for inside paints 
has been far ahead of recent years. Demand for poultry supplies 
is receding seasonably, but poultry netting is moving freely and 
there is a satisfactory demand for other wire products, even though 
it is somewhat behind earlier expectations. Business in screen 
doors and windows is developing slowly, but warm weather would 


likely bring out a heavy demand. 


Builders’ hardware, sash weights 


and miscellaneous tools are not very active. Prices on bronze sash 
chain have been withdrawn, pending a probable advance in price, 
while the Sands’ line of levels has been reduced approximately 10 


per cent. 





Manufacturers of sheet steel have 
opened their books for third quarter 
business, reaffirming present prices on 
all products except blue annealed 
sheets, on which the new classifications 
mentioned last week will apply gener- 
ally. Jobbers will follow the mills in 
continuing present prices. Corrugated 
sheets for roofing purposes are less ac- 
tive than usual on account of the 
weather, but there is a steady demand 
for other sheet steel products. Copper 
sheets are not moving very rapidly, as 
consumers were supplied prior to the 
recent advance in-the primary market 
and have not yet had to supplement 
their stocks. Collections are satisfac- 
tory so far as the larger establishments 
are concerned, but there is still room 
for improvement among the smaller 
buyers. Altogether general business 
conditions in the district are very good 
and continued activity in the steel in- 
dustry promises a continuance into the 
second half of the year. 

Steel mills operations are being con- 
tinued at practical capacity, and al- 





| though there may be a slight decline in 
shipments this month as compared to 
March and April, it will be far less 
than usual. Specifications in many lines 
are still fully equal to shipments, par- 
ticularly on such products as bars, 
plates and sheets. Slight reductions in 
the tonnage of sheets required by the 
automobile industry are being offset by 
heavier requirements in other lines and 
on both plates and bars demand is gen- 
erally distributed. Shapes are not so 
active, but fabricators in this district 
have an encouraging amount of inquiry 
and look for good business during the 
summer and fall. Heavy tonnages of 
lap-welded line pipe have been let to 
mills in this and nearby districts in 
the last two or three weeks, and about 
2000 freight cars placed recently by an 
Eastern railroad will be built in this 
district. All this has served to in- 
crease mill backlogs and assure a high 
rate of operations well into the second 
half of the year. 





AUTOMOBILE TIRES AND TUBES. 


| —Present prices seem to be established 
| for the summer. Business shows little 
| improvement and is considerably below 
| expectations. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Mansfield tires, 4 ply balloon type, 
29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50 
$8.25; tubes, $1.60; 29 x 4.75, $9.55; 


tubes, $1.70; 29 x 5.00, $9.90; tubes 
$1.75; 30 x 5.00, $10.20; tubes, $1.80: 
31 x 5.00, $10.65; tubes, $1.85; 32 x 


5.00, $11.75; tubes, $1.90; 28 x 5.25, 
$11.10; tubes, $1.85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.25; tubes, 
$2.05; 29 x 5.50, $12.65; tubes, $2.25. 
Same, 6 ply, 31 x 5.25, $14.70; tubes 
} $2.05; 30 x 5.50, $16.05; tubes, $2.35; 
30 x 6.00, $16.15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16.95; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 

Prices in all instances are each. 





BATTERIES.—Dry cell radio batteries 
are very quiet and the demand is grad- 
ually tapering off on account of wider 
use of all electric radios. There is a 
fair demand for flashlight and other 
types of batteries. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 


Broken Unit 
hey Packages 
9 9” 


| 
RRO UROED felida-anidieciccwn ee $2.06 
| et. Sn eee 2.97 
Say t >; re Sineences ee 1.92 
— 770 eee ce ee ee 2.80 
1 | Rea eee a oe oe 
CES. Oe aaa ete 42 39 
a a ae ee 1.05 97 
| Ns” peer 1.40 1.30 
DEES: cd. 4s 0s ES - 1.40 1.30 
Be UO 5s hid race axle Re 1.92 
erp pee 1.93 1.79 
No. 6 dry cells, ignition type, unit 
packages, 36c. each. 
Flashlights.—No. 935, 6%4c. each; 
No. 950, 64%c.; No. 790, 13c.; No. 705, 
191%4c.; No. 750, 13%c.; No. 791, 13c. 
Hot Shot.—No. 1461, $1.67; No. 1661, 
$2.37. 





BOLTS, NUTS AND RIVETS.—De- 
mand continues to be very satisfactory. 
Retailers are requiring small shipments 
steadily and prices are well maintained. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
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cent off list; tire bolts, 60 and 10 per 
cent off list. 
; Nuts.—All styles, 50 
ist. 

Rivets.—Larger, $3.50 base per 100 
pieces; small wagon and tinner’s riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE. — These 
lines are gradually growing more ac- 
tive, but business this year has been 
considerably set back on account of un- 
seasonable weather. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots in 3 x 3 in., $18.50; per 100 pairs; 
3% x 3% in. $19; 4 x 4 in., $30. 

Hinges.—t! eavy strap, 6 in., $1.85 
per doz.; 8 in., $2.85; 10 in., $4.80; 
extra heavy ' ¢ hh. per doz.; 
8 in., $3.40; 10 in., $5. 40; light strap, 
with’ screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; Te 2, 3 in., $11 per 100 pair; 
4 in., $12. 

Hasps. -~, without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. ; 

Garage Sets.—Swinging hinges, 10 
in., $3 per set. 

Lock Sets.—Heavy beveled, brass 
inside, $17 per doz.; front door, $2.50 
per set; steel inside, $5.25 per doz.; 
front door, $1.65. 


FARM, GARDEN AND LAWN.— 
Lawn mowers and other lawn supplies 
continue to be more active than garden 
tools, but the demand for the latter 
product is expected to improve if 
weather conditions permit. Farm tools 
have moved rather slowly this spring 
and are still held up by wet weather. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 
Lawn Rollers.—No. 2, 175 lb., with 


per cent off 


water $8.55 each; No. 4, 265 1b., 
$10.15; No. 5, 265 lb., $12.70; Nu. 7, 
420 Ib., $14.60; No. 9, 565 Ib., $16.50. 


1g saree Hose.—250 to 500 ft. coils, 
Tic. to 9c. per ft.; % in., 8c. 

4 Toke. % in., 9c. to 12%c.; in 50 
ft. lengths coupled ‘Mc. per ft. 
higher; nozzles, Gem, $5.50 per doz.; 
Diamond, $4.50 doz.; Giant, $3.25 per 
doz.; reels, $1 to $4 each; Perfect hose 
couplings, $2 per doz.; Sherman hose 
couplings, $1.40 per doz.; Perfect 
hose menders, 25c. per doz.; hose 
nipples, $2.40 per doz.; hose adapters, 


$2.25 per doz. 

Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 
41, $15.24; spading forks, No. 84, 


$10. 80 per doz.; No. 72, $14.28; ‘fe Sis 
rakes, No. 014, $5.64 per doz.; 

$8.64; No. 514, $9; lawn rakes, No. 
124R, $5.50 per doz.; field hoes, $6 per 
doz. 

Barrows.—Garden, No. 81, 8 65 
each No. , $4.75; No. 83, $5; No. 
84, $7.75; No. 465, $4. 50; No. 35, $5.75; 
No. 25, $6.2 5. 

Trowels.—Garden, No. $1.40 

: 803, 90c.; No. 869, $2; >. 
100, $3.50; No. 85, 80c.; No. 02, 


Shears.—Pruning, No. $2 per 
doz.; No. $4.50; No. 33 "$6. 50; Xo. 
4671, $9; hedge, 8 in., blades, $1.25 
to $1.75 each; 9 in., $1.40 to $1.90; 
10 in., $1.60 to $2. 

Pruners. — Tree, Water, $1.30 to 
$1.60 each; Disston, $2 to $2.10; Rock- 
dale, og 35 to $1.65; McKinney, $2.60 
to 


3.6 
B= —Ring, 60c. each; Rain 
King, $2.60; ee Rain King, $8.25; 
Pluvius, $1. 
Sprinkling Dict sstiatrentent, 4-q 
$6 per doz.; 6-qt., $6.60; 8-qt., $7.40 
10- et, $8.40. 


Lawn Mowers.—12-in., $5 to $8.75 
each; 14-in., $5.25 to $13; 16-in., 3 75 
to $13.50; 18-in., $8.50 to $14; 20-in. = 
$10.50 to $15. 

Sprays. — Bordeaux mixtures, 1-Ib. 
papers, 24c. per lb.; in 100-lb. drums, 
14c. per Ib.; arsenate of lead, 1-Ib. 





papers, 22c, per 1b.; in 100-lb. drums, 
l6c. per Ib. 

FERTILIZER.—This line is also af- 

fected by weather conditions, and the 

movement is not up to expectations. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 

Old Gardner cases of 24 1-lb. car- 
tons, $2; 48 1-lb. cartons, $3.80; 10 5- 

$3.20; 5 10-lb. bags, $2.75; 
bags, $2.25; 50-lb. sacks, $2 
each; 100-lb. sacks, $3.50 each. 

MISCELLANEOUS TOOLS.—The line 
of Sands’ levels has been reduced ap- 
proximately 10 per cent in price. Other 
items in this classification are un- 
changed and the demand is steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Circular Saws.—6 in., $2.25 each; 

8 in., $3.00; 10 in., $4.00. 

Electric Drills.—No. 141, $24 each; 
No. 142, $32; No. 122, $48; No. 562, 
$35.20; No. 382, $41.60. 

Files.—Disston, 50 and 10 per cent 
off list. Nicholson and Black Dia- 
mond, 50 per cent off list. 

Garage Vises.—No. 42, $2 each; No. 
43%, $3; No. 44, $5. 

PAINTING SUPPLIES. — Improved 
weather in the last days of the month 
would make May a record period in 
paints. Demand has held up well for 
paints for interior use, but the move- 
ment of other lines has been retarded 
slightly during the last two weeks. 
Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 


(white and dark greens, 15c. per gal. 
higher); white lead, 13%c. per Ib. in 
100-lb. lots; 10 per cent less in lots 


of 500 lb. or more, and extra 4 per 
cent less in lots of a ton or ore; 
turpentine, 69c. per gal, in barrel 
lots; raw linseed oil, 12c. per Ib. in 
barrel lots. 


POULTRY SUPPLIES.—Demand is 
holding up fairly well during the sea- 
son, but there is a gradual tapering off, 
expected at this time of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Incubators.—No. 1, $21 each; No. 
2, $24.50; No. 3, $32.55; No. 4 $38.50; 
No. 16E, $15.75; No. 17E, $21; all 
prices net. 


Broode s.—No. 117, $10.33 each; No. 
118, $12.95; No. 119, $15.75; No. 80, 
$12.25; No. 81, $12.95; No. ‘161, $18.55; 
No. 102, $22. 50; all prices yet. 

Fountains, etc.—Fountains, 25c. to 
$1 each; feeding troughs, 20c. to 85c. 
each; mash hoppers, $1.30 to $2.10 


each. 

Cel-O-Glass.—In 100-ft. rolls, 12c. 
per sq. ft.; in 50-ft. rolls, 12%4c. per 
sq. ft. 

ROLLER SKATES.—Jobbers are still 
having occasional calls for skates, as 
movement of retailers’ stocks has been 
very heavy this spring. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Roller Skates. — Union Hardware 
Co. line, No. 2, 70c. per pair; No. * 
75c.; No. 10, $1.05; No. 5, $1.4 
Winslow line, No. 38%, $1. 45; No. 38, 
$1.60; No. 38, rubber-tire, $2.50 per 
pair. 
Chicago, No. 181, $2.65 per pair; 
No. 183. $2.75; No. 185, $2.75: No. 101; 
$1.32; Nos. 103 and 105, $1.37 
SASH WEIGHTS AND CHAIN.—Job- 
bers’ prices on bronze sash chain have 
been withdrawn pending a probable ad- 
vance. Sash weights are not particular- 
ly active, and the price is unchanged at 


$42 a ton, f.o.b. Pittsburgh. 


SCREEN WIRE GOODS.—tThere is 
still a good demand for poultry netting, 
and screen wire-and-wire cloth are be- 
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| coming more active. 
established. 


TEA KETTLES. —Prices 
changed at recent levels and the de- 
mand is satisfactory. 


Prices are well 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 

Screen Wire Cloth.—Black No. 12 
mesh, $1.85 per 100 sq. ft.; opal, No. 
12 ae $2.10; bronze, No. 14 mesh, 

2 

Screen Doors.—2 ft. 8 in. x 6 ft. 8 
$18 per doz.; No. 288, $24; 
G12, $22; No. 315- B14, $42. 
wWindows.—Wooden frame, 
extension, 12-33, $3.50 per doz.; 15-34 
$3.85; 18-33, $4. ‘40; 24- 33, $5. 10. 

Hardware Cloth.—24 
No. 2, $4 per 100 sq. ‘ 
No. $4.65; No. 6, $5; No. 8, $5.50. 

Poultry Netting. --Galvanized after 
weaving, 50 and 10 per cent off list. 


SHEET METAL.—Sheet copper is not 
very active, as consumers were stocked 
up well before the recent advances in 
the primary market. 
changed at 27%c. per Ib. 
is holding at 11%c., and demand is 
steady. 


SHEET STEEL.—With prices for third 
quarter unchanged, the market is be- 
coming better established at recent 
prices. 
the lead of mills in establishing new 
classification on blue annealed sheets. 


The price is un- 
Sheet zinc 


Jobbers are expected to follow 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Black sheets, No. 24 gage, in lots of 
1 to 9 bundles, 4.15c. per Ib. 
Galvanized sheets, No. 24 gage, in 
lots of 1 to 9 bundles, 4.80c. per Ib. 
Blue annealed sheets, No. 10 gage, 
in lots of 1 to 9 bundles, 3.45c. per e 
Galvanized corrugated sheets, No. 
28 gage, 2% in., $4.43 per square. 


are 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
No. 18, $15.60 per doz.; No. 
$16.80; No. 38, $20.80; No. 39, $22. 0 


WIRE PRODUCTS.—Activity is being 
retarded slightly by bad weather, but 
the demand for barbed wire and wire 
fencing is holding up very well under 
the circumstances. 
affected. Prices are unchanged. 


Nails are similarly 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Fence Wire 
per 100 Ib. Annealed Galvanized 
No. 6 to 9 gave . . $3.00 $3.45 
| ae . 3.05 3.50 
No. 11 3.10 3.55. 
No. 12 3.15 3.65 
RS | ae ee 3.25 3.80 
OM OE She ou dens Sea 3.35 4.00 
BO NS otra Sak boots 3.55 4.30 
Ph RO 6S cn ee ssw Sees 3.75 4.55 
Barbed wire (per &0-road spool): 
DU OMETES oss s.55 00d ceva aes $2.97 
Pe ee rer ere le 3.18 
WEE OE ais saseW ss oeaese ee eeoe 3.43 
Le. Serer 3.17 
2-point cattle (special).......... 2.25. 
Field Woven Wire Fence (per 100 
rods) 
CEE od ncaa r ink se.wsakasae com $39.80 
REO x0 cci's.s:ley ows oye chwa Hoek 55.80 
SS. REE ee ae ee ee 27.70: 
OT SID OS nial 6s Sips cine gna he ee 7.00 
DEE eect eke suk wsceds tae ceas 35.80 
PPR wae et ot0is dab pes ss sone eke 49.20 


Poultry and rabbit (No. 14% gage): 


EE se ccibedattetacehaveere #8 See 
ke, rer eee 

ear vcceseve 49:60 

Smaller mesh: 

LE! ¢ 2ekwRGasass aipmeeesatee $37.00 
eS ee 44.50 
eT WE uGuwets bass sce eecieveds 52.00 
ees PTE. SF ks en bonis seh sacceee 60.00 


Steel Fence Posts: 
Galvanized Painted 
~— Angle Stee? 






@ Sono kee ee 
6% ft bbc. each 38c. each 
7 “ ..65c. each 40c. each 
=> reer apie e Cc, each 
right’ nails, base, per keg, $3. 








un- 
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Sell a Rifle 
with a Rod 


HE hardware merchant who works it 
right can sell more arms and ammuni- 
tion in the summer time than he can in the 
hunting season. This won’t hold for every 
individual merchant, of course. In some 
But for the 


average merchant located where he can get 


localities it won’t be true. 


vacation trade, tourist and farm trade, it’s 


a fact. 


There is important summer business to be 
had in .22 rifles and ammunition. The big 
summer sales are in Remington .22 rifles 
and Kleanbore Cartridges. The prospects 
are the millions of men and women, boys 
and girls, who go fishing, camping, canoe- 
ing, hiking, boating, touring, or just vaca- 
tioning; and the farmers who stay on the job 


and want a small rifle for farm pests. 


As in all merchandising, suggestion is half 
the battle. Display Remington .22 rifles 
and Kleanbore Cartridges where they'll put 
a new idea in the heads of the fellows who 
come in to buy other equipment—have them 
where the fishermen must see them. 


Then instruct your clerks to help along the 
silent suggestion of the display with some 
timely remarks about the fun of rifle shoot- 
ing and the advantages of Kleanbore Car- 
tridges, which are more accurate and which 
protect the inside of the barrel from rust, 
corrosion, pitting, and leading. You'll be 
surprised at the extra sales that will result. 


Use the soap display card, and talk the kill- 
ing power of Kleanbore Hollow Point Car- 
tridges. We'll be glad to supply these cards 
if you haven’t received them. - This is espe- 
cially impressive to the farmers who want 
to kill pests. 


President. 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
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Wet Weather Has Held Back Farm Work 
but Hardware Jobbers Have Done Well 


(Boston office of HARDWARE AGE) 


BOSTON, May 28.—Much of the past week the soil has been too 
wet to permit farming operations in New England, and in addition 
cold weather greatly retarded the growth of crops already planted. 
As a result the New England farmer bought very little from the 


retail hardware dealer. 


There was comparatively little painting 


done except indoor and little opportunity to work on roofs, build- 


ings, poultry outfits or, in fact, all outdoor jobs. 


Yet New England 


shelf hardware jobbers coraled a surprisingly good number of orders 


the past week, although as one house says: 


to maintain our sales records.” 


“Tt has been a struggle 


One would hardly expect with all the recent wetness and cold that 


screen doors would sell well, yet such is the fact. 
and springs also have done well. 


Screen door hinges 
Wire cloth, lawn seed, hedge 


shears, lawn accessories and a long list of other merchandise has 


been in demand. 


Although average weather conditions so far this 


spring have not been conducive to retail business, we, nevertheless, 
have arrived at a period of the year when a certain amount of work 
must be accomplished and hardware store merchandise purchased. 
There are those who must open their summer places, and most 
houses require a certain amount of attention and the grounds must 


be put into shape. 


Collections are not as good as they were a week 


ago, yet they are better than they were a month ago. 





AIRCRAFT TOYS.—Encouraging re- 
ports are had from jobbers regarding 
the movement of aircraft toys out of 
stock. Those retailers who have placed 
orders took a good assortment of stock. 


JOBBERS’ og tag ened TO RE- 
TAILERS, F.0.B. BOSTON 


Spirit of St. Louis. pe 950, $1 
each list; No. 951, $1.50; No. 952, $3; 
No. 953, $5. . 

Flying Planes.—No. 955, $1 each 


list; No. 956, $1.50 
Hangar Sets.— No. 958, $1 each list. 
Beacon Lights.—No. 959, $3.75 each 
list. 
Construction 
96, $1 each list; 
962, $5. 
Discount.—33% per cent. 
Aeroplanes.—No. 1011, $4 per doz. 
net; Zeppelins, No. 1017, $4, No. 2017, 
$8. Combination aeroplanes and 
Zeppelins, No. 2019, $8; C-Er-F'y, 
No. 10, $8. 


AUTOMOBILE ACC ESS ORIES.— 
There appears to be a call for low 
priced automobile tires and tubes, but 
the demand for other kinds has slowed 
down perceptibly, and all other kinds 
of accessories are selling slowly. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Tires.—Mansfield line, heavy duty, 
straight side, 30 x 3% in., $8.85 each, 
list; 31 x 4 in., $10.80; "32 x 4 in., 
$11. + 33 x 4 in., $12.10; 32 x 4% in., 
$15.5 33 x 5 in, $21.15; x 6 in. 
$22.70, Discount, 7% per cent. 

Tires.—Mansfield line, balloon, 27 x 
4.40-19, $7 each list; 29 x 4.40-21, 
$7.40; 30 x 4.50-21, $8.25; 30 x 5.00-20, 
$10.20: 31 x 5.00-21, $10.65. Discount 
7% per cent. 

Tires.—Mansfield line, balloons, six- 
ply, 30 x 4.50-21, $11.05 each list: 30 x 
5.25-20, $14.30; 30 x 5.50-20, $16.05; 35 
x 6.00-23, $19. Discount, 1% per cent. 

Tubes.—Mansfield line, 12 to the 
earton, 27 x 4.40-19, $15.60 per car- 
ton list: 30 x 4.50-21, $18. Discount 
19 per cenf. In less than carton lots, 


No. 


Sets.—Zeppelin, 
No. 


No. 961, $1.50; 


10c. per tube should be added to the 


cost. 

Tubes.—-Mansfield line, six to the 
carton, 30 x 4.75-21, $9. 90 per carton 
list; 31 x 5.00-21, 310. 50; 30 x 5.25- 
20, $11.40; 29 x 50, $12.90; 30 x 
5.50-20, $13.50; 30 x 6.00-18, $12.90; 
31 x 6.00-19, $13.20; 32 x  6.00-20, 
$13.80; 33 x 6.50-21, $16.50. Discount 
10 per cent. In less than carton lots 
10c. per tube should be added to the 
list. 


BARROWS.—Of late there has been a 
scmewhat better retail demand for gar- 
den barrows, yet the market is by no 
means active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 


Barrows.—Garden, standard, No. 4, 
wood wheel, $5.75 each net; No. 4, 
steel wheel, $5.50; No. 5, wood wheel, 
$6.25; No. 5, steel wheel, $6. 


CARVERS.—In quite a few cases re- 
tailers are replenishing their stocks of 
carving sets, presumably in preparation 
for an expected buying movement next 
month—the month of brides. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Carvers.—Stainless steel, beef, 3 
piece sets, stag handle, $3.50 to $6 
net per set; with ivory handles, veer 14 
0 


to $5; with pyronhorn handles, 
to $8. 

Bird.—In pairs, stag handle, $2.25 
$3.75 per set; with ivory handles, 
$2.50. 

Game.—In pairs, with stag handles, 
$2.75 to $5.75 per pair; with ivory 
handles, $3.50; with scoala i han- 


dles, $3.75 to $4.7 75. 
DISPLAY TABLES.—Retail dealers 
are again evincing interest in display 
tables, although actual purchases the 
past week were rather limited. Jobbers 
feel that when retail business warrants 
buying will be more active. 
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JOBBERS'’ evor Ane. TO RE- 
TAILERS, F.0.B. BOSTON 
Display Tables.—No. 1073, $30 each 


net; cutlery display, $45; screw 
cabinet, $5.25; bolt and nut unit, 
$43.20; counter merchandiser with 


glass divider, $11.25; screen back, $12; 
wall brackets, $5.25 per carton; coun- 


ter nail bins, 27 bins, $123. 15; 18 
bins, $86.25; $ bins, $45; nail boxes 
only, $2.68 each. 


EXTRACTORS.—Warm days are just 
ahead of us and people will consume 
large quantities of fruit juices. Retail 
dealers are being urged to take account 
of their stock of extractors. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Orangeader. —No. 96, $2 "per doz. 
net; lemon juice extractor, No. 4, 
90c. No. 6, 80c. 
FAUCETS.—Manufacturers of faucets 
have marked up certain items approxi- 
mately 5 per cent. 


FISHING TACKLE. — A_ somewhat 
broader market for fishing tackle is 
noted. Demand for lines has been espe- 
cially good for a week now. 

JOBBERS'’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 

Rods.—Steel bait, Vim, ic, each 
net; Sunnybrook, $1; bait casting, 
No. 854; $1.56; Sunnybrook fly, No. 
BF, $1.10; telescope, No. 86, 8% ft., 
$1.65, No. 96, 9% ft., $1.65. 

Reels.—No. 35, $3.50 per doz. net.; 
No. 75, $6; No 150%, $10.50; No. 
125, $12; No. 250, $18.75; No. 350, $26: 
No. 500, $36. 

Rigged Lines.—No. 5, 40c. per doz. 
net; No. 550, 80c.; No. 1000, $1.20; 
No. 2000, $1.7 Cod lines, No. 2500, 
$2.40 per doz.; No. 40, $4; No. 50, $6. 


GAMES.—Outdoor sports of all kinds 

are growing more and more popular 

each year, and the hardware merchant 

is getting his share of business in con- 

nection with same. Just now interest is 

shown in Diavalo and similar games. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. BOSTO 


Diavalo; $8 per doz. ai 
Katch, No. 114, $2. 


GRASS HOOKS.—Further orders for 
grass hooks are reported by jobbers. 
Sales are somewhat ahead of those of a 
year ago. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Grass Hooks.—Lawn King, $6.50 
per doz. net; Little Giant, $5.25; Re- 
liance, No. 70, $2.75; Kelley’ brier 
edge, $4.75; hand made, $4; Atkins 
Perfection, $4.60. 


GRASS SEED.—Business in grass seed 
is holding up remarkably well. Weather 
conditions have been highly favorable 
so far this year for grass growing. 


JOBBERS'’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Grass Seed.—Bowling Green, 
Ib. bags, 20c. per Ib. net; in 10 Ib. 
packages, 21c.; in one lb. packages, 
25c. Woodlawn shady, in 100 Ib. 
bags, 23c. per lb.; in 10 lb. packages, 
24c.; in one Ib. packages, 28c. Green 
meadow, in 100 lb. bags, 33c. per Ib.; 
in 10 lb. packages, 34c.;: in one Ib. 
packages, 38c. Kenly Park, in 100 
Ib. bags, 12c. 


Kan-U- 


in 100 
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eigoOK-Way 
SPECIALISTS! 


Sea ae a gk 
EN ec aaa tioG FO . im 











---at your service 


wr *““euts the most ice,”’ the 
jack of all trades or the special- 
ist? You know the answer. 

That answer is our “‘stock in trade.”’ 
We have been doorway specialists for 
forty-nine years. Dealers, architects 
and builders put everlasting confidence 


in us because “*we know our doorways”’! 


Every kind of doorway requirement 
: can be met by an R-W installation... 





N Hanger torany Door that Siides 


. AURORA, ILLINOIS, U.S.A. 


Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans Des Moines 


New York . 


Minneapolis Kansas City Atlanta Los Angeles 
Montreal - RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 





and R-W service keeps pace with R-W 
equipment, the largest and most 
complete line of door hardware made. 

Call in an R-W engineer any tjme. 
You'll like the earnest way he tackles 
your problem. You can rely on his 
recommendations. 

Write today for complete catalog of 
R-W doors and hardware for all types 
and sizes of openings. 


Chicago) 





San Francisco Omaha Seattle Detroit 


“*Quality leaves 
tts imprint’ 
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KEGS.—The market for kegs is coming 
to life. It is believed retailers carried 
over small stocks last season. 


JOBBERS’ gta tee TO RE- 
TAILERS, F.0.B. BOSTON 


Kegs.—Oak, varnished, 
each net; 10-gal., $1.70; 15-gal., 
20-gal., $2.25; 25-gal., $2.65; 30-gal., 
$2.85; 50-gal. (not varnished), $3.0. 

ROOFING MATERIAL. — Retailers 
during the past few days have begun to 
order in all kinds of roofing material, 
but the average individual order calls 
for comparatively small amounts of 
stock. 

JOBBERS’ QUOTATIONS TO RE.- 


5- dae: 


TAILERS, F.O.B. BOSTON 

Roofing paper.—Rolled, smooth 
surface, heavy, $1.75 per roll. net; 
extra heavy, $2.05: medium, $1.30; 
light, 90c. Mineral surface, $1.80 to 
$1.95. 

Building Paper.—Sheathing, 30 Ib. 
rolls, 90c. per roll net; 40 Ib. rol's, 
$1.75; 20 lb. rolls, 95e. Red rosin, 20 
lb, rolls, $63 a ton net; 25 Ib rol's, 
$63. Asphalt felt, 65 Ib. rolls, $61 a 
ton net 

Shingles. Hexagon, three-tab, 10 
in., $3.54 per square, met; 12% in., 
$4.80. Giant, individual green, $6.65; 
colored tint, $6.90. Standard, indi- 
vidual, $5.40 per square, net. 

Roof Coating._-No-Tar-in., b!ack, 
one gal. containers, $1.25 each, list; 
five gal. containers, $1.10 per gal.; 25 
gal. containers, 80c. per gal.; 50 gal. 
containers, 75c. per gal. Red, one gal. 
containers, $2 each list; five gal. con- 
tainers, $1.85 per gal. Discount, 40 


per cent. 





SCALES (BATHROOM).—Prices for 
bathroom scales in general are about 10 
per cent. Revised prices follow: 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Bathroom Scales.—Health-O-Meter, 
No. 101, $8 each net, in lots of four, 
De Luxe, No. 106, $10.25, in 
of four, $9.50; Roto-Dial, No. 
150, $6.85, in’ lots of four, $5.95. 


SPRAYS AND SPRAYERS.—Slightly 
more interest is shown in sprays and 
sprayers, but jobbers admit that sales 
so far this season have been backward, 
presumably because of general weather 
conditions. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Sprays.—Standard makes, in % 
pint containers, $2 per doz. net; in 
pint containers, $4; in quart contain- 
ers, $6; in gallon containers, $20. 
Sprayers.—Midget, No. 335B, 2 
per doz. net; Cyclone, No. 333, $3.40: 
galvanized, No. 326G, $3.75; galvanized, 
No. 347, $3.40; continuous, No. 332T, | 
$5.75; Acme, $4.50. Compressed air, 
galvanized, No. 400, $3.40 each net, 
brass $6.25. Brass spray pump, $3.50: 
bucket spray pump $3.05; Acme pow- 
der gun, $13.50 per doz. 


SWINGS. — Retail buying of lawn 
swings has started on a small scale. A 
few days of real warm weather unques- 
tionably would speed up business. 


| 
JOBBERS’ QUOTATIONS TO RE- | 
TAILERS, F.0.B. BOSTON: 
' 


Swings.—Lawn, childrens’, No 





600, $5.50 each net; dol, No. 252, 
a No. 253, $16; chair, No. 261, 
4. 


TENNIS BALLS.—Slightly more activ- 
ity is noted in the tennis ball market. 
Business could be a whole lot better, 
however. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 


Tennis Balls.—Wright 


& Ditson 
ere No. C, $4 per doz, net; CV, 
4.30. 


No. 


TOY CANNONS.—Certain retailers are 
laying in supplies of toy cannons pre- 
paratory for Young America’s June 17 
and July 4 requirements. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 
Cannon.—Toy, Big Bang line, on 
two wheels, No. 8F, $1.50 each; No 
12F, $2.50; No. 16F, $3.67. On four 
wheels, No. 10W, $2; No. 6F, $1. 
Tanks.—Toy No. 5T, 67e. 
each net. 
Pistols.—Big Bang 
ster, $1.34 each net. 
Ammunition.—Baysite, in 
10c. each, net; spark plugs, 6 
each. 


VEGETABLE BINS.—Vegetable bins 
should be wanted by housekeepers dur- 
ing the next few months and retailers 
are urged to cover their requirements. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. BOSTON: 
Bins.—Vegetable, 

$1.50 each net. 


Army, 
line, with hol- 


tubes, 
2-3e. 


standard makes, 


Cleveland May Sales Ahead of 1928— 
General Demand Is Good | 


CLEVELAND, May 28.—Hardware business in the Cleveland terri- 
tory is good, although it has been retarded somewhat by unseasonal 
Jobbers report that their May sales will show a gain over 


weather. 


the corresponding month last year. 
Lawn mowers and steel goods are still 


the same as that of April. 


(Cleveland office of HARDWARE AGE) 


The May volume will be about 


in heavy demand. Sporting goods are not as active as usual ‘at this | 


time of the year due evidently to the bad weather conditions that 


have prevailed. The growth of the modern methods of merchandis- | 


ing is indicated by an increased demand from retail dealers for dis- 
A leading jobber reports that his sales of these tables 
so far this year have been three times as large as during the corre- 
The May volume will be about the same 
Lawn mowers and steel goods are still in heavy 
demand. Sporting goods are not as active as usual at this time of 
the year due evidently to the bad weather conditions that have pre- 
The growth of the modern methods of merchandising is 
indicated by an increased demand from retail dealers for display 
A leading jobber reports that his sales of these tables so 
far this year have been three times as large as during the corre- 


play tables. 
sponding month last year. 
as that of April. 
vailed. 
tables. 


sponding period last year. 


There are very few price changes. 
recently from a severe slump, have taken another advance but are 
now one cent per pair lower than the prices prevailing a month ago. 
Jobbers are commencing to take orders for wheel goods for fall ship- 
ment at about the same prices as prevailed last_year. 


Butts, which rebounded 





Collections are quite satisfactory. 
Reading matter continued on page 


AUTOMOBILE TIRES AND TUBES. 
—The demand is steady and fairly 
good. Prices are being well maintained, 
although there is a complaint of shad- 
ing in some directions. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Tires and Tubes.—Mansfie'd tires, 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.50. Tubes.—30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 
AXES.—Quite a few orders are being 
taken for fall shipment. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
First grade single bitted, rustless. 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, hand’ed, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 Ib. and smaller 
advance for each 6 lb. additional 
weight increase. 
BATTERIES. — Radio batteries are 
moving fairly well for this time of year, 
although business is lighter than re- 
cently. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
B and C Radio _—* 


Sea $1. $1.22 
Ree 130 1.40 
OR SRS are 1.92 2.06 
No. GBB a7. : a> 0-000 2.3 2.53 
ym apeigt Ha I ae 2.80 2.90 
No: 406-55 6 cits mer 2.97 3.20 
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Sell Simonds Files for 
Service, Satisfaction 
and Turnover 


File quality is just as important to you as it is 
to the File user. When you sell a man a good 
file you give him service which means more 
business for you in the future. A satisfied 
customer shows his confidence in your store 
in a decisive way. You can feel assured 
that any SIMONDS FILE you sell will 
not only return you a good profit, but 
also help to maintain your reputation 
as a store that sells satisfaction and 
service. 


































If you are not now stocking 

SIMONDS FILES get a few 

dozen from your jobber. If 

you tell your trade you have 

. them you can be assured of 
their acceptance. 


SIMONDS SAW 
and STEEL CO. 


“Established 1832” 


Hardware Department: 


Fitchburg, Mass. 


SIMONDS 
FILES are 
nationally 
known, adver- 
tised and sold by 
leading dealers. 
They are backed by 
97 years experience 
as makers of high- 
grade cutting edges and 
steel of unequaled qual- 


ity. 


Order a few from your 
jobber 


SIMONDS 
FILES 
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Dry Cell A_ batteries, No. 7111, Polar Cub, 8 in., non-oscillating, $2.60; 14 nash, bronze, $6.10; 16 mesh 
35%c. in standard packages; 40c. in $3.20 ea.; 9 in., $3.70 ea.; 10 in., oscil- bronze, $6.5 
broken lots; Co.umbia igniter dry lating, $7 ea.; Robbins & Myers, 8 
cell batteries, 32%c. in standard in., oscillating, $4.25 ea.; 10 in., oscil- PRUNING SHEARS. — Orders for 
packages; 36c. in broken lots. lating, $9.75 ea.; 12 in., oscillating, a 
$19.50 ea.; 16 in., oscillating, $22.75 ea. these continue good. 


BINDER TWINE.—This is quiet. The 
heavy buying has been done and it is 
too early for the late orders. Prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Standard binder twine, $5.73% per 


50 Ib. bale; white sisal, $0.73% per 
bale; second quality standard, $5.36% 
per bale; fine, 600 ft. lengths, $6.73% 
per bale; extra fine, 650 ft. lengths, 
$7.30 per bale. No difference in price 
between 5 Ib. and 8 Ib. bails. Five 


per cent discount if paid by June 1. 
F, O. B. factory, Chicago and Au- 
burn, N. Y., 11%c. per bale less 
than above prices. 
BOLTS AND NUTS.—These are mov- 
ing better now than a few weeks ago. 
Prices are not being shaded. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, % in. x 6 in. and 
smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
Stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 
BUILDERS’ HARDWARE.—An ad- 
vance of lc. to 2c. per pair has been 
made on butts, and prices are evident- 
ly established at the new level follow- 
ing recent sharp concessions and a par- 
tial recovery. The new prices are lc. 
per pair lower than those in effect 30 
days ago. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
In case lots, lock sets, $5 per doz.; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 


T hinges, 6 in., $1.80 per doz.; 8 in., 
$2.70 per doz.; 10 in., $4.25 per doz. 
Butts, case lots, 3 in., and 3% in., 


l6c. per pair; 4 in., 2le. per pair; 
for less than case lots, all sizes are 
2c. per pair higher. Butts with sand 
blasted finish are 4c. per pair higher. 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


CELL-O-GLASS.—This is in fair de- 
mand for early shipment and some busi- 
ness is being taken for fall delivery. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Cell-o-Glass in 100 ft. rolls, 12c. 
per sq. ft.: glass cloth in 100 yd. 
rolls, 24c. per sq. yd. 


CHAINS.—Log chain is very active. 


Other types are fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Coil chain, 3-16 in., $11.85 per 100 
Ib.; % in., $10.75 per 100 Ib.; 5-16 in., 
$9. 25 per 100 Ib.; % in., $7. 85 per 100 
lb. Cow ties, No. 14, $2. 75 per doz.; 
No. 15, $2.50 per doz. Tie-out chain, 
60 per cent off list. 


CORRUGATED ROOFING.—This is in 
very good seasonal demand at present. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


28 gage corrugated roofing, 26 in. 
wide, $3.97 for 1% in., and $3.92 for 
2% in., for 10 squares or more. 

ELECTRIC FANS.—Jobbers have com- 
menced to take orders for fans, on 
which prices are about the same as last 
year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


GLASS BAKING WARE.—This has 
become more active. Retailers are 
stocking up for the June bridal season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


Casseroles.—Round or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square 
$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67¢. 

Bread Pans.—No. 212, 60c.; No. 214, 

‘Utivity Dishes.—No. 231, 67c.; No. 
232, $1.17 

Teacups. —2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


LAWN GOODS.—These have not com- 
menced to move much yet this season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfect clinching hose couplings, 
$1.90 to $1.95 per doz.; female ends, 
$1.30 to $1.35 per doz.; hose menders, 
80c. per doz.; Rainboy nozzles, $3.80 
to $3.85 per doz.; Crown lawn sprin- 
klers, $5.75 to $6 per doz.; Crescent 
sprinklers, $5.65 to $5.90 per doz. 


LAWN HOSE. — Continued rainy 
weather has interfered with retail 
sales and jobbers are not getting much 
new business. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
2-braid molded uncoupled hose, \% 
in., 6%c. per foot; % in., 7%4c. per 
>; % in., 84%4c. per ft.; coupled hose 
~ "Ke. per ft, higher. 


NAILS AND WIRE.—These are not 
very active, although they are moving 
somewhat better than recently. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Nails.—Factory shipment, car lots, 
$2.75 per keg; less than car lots for 
factory and stock shipment, $2.95 per 
keg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.40 
per 100 Ib.; No. 9 annealed wire 
$2.95 per 100 Ib.; polished fence 
staples, $3.40 per 100 Ilb.; galvanized 
fence staples, $3.65 per 100 lb.; coated 
nails, $2.85 per keg. 

Barbed Wire.—Lyman, 4-point cat- 
tle wire, $3.17 per 80-rod spool; hog 
wire, $3.45 per 80-rod spool. 


PAINTERS’ SUPPLIES.—-Paints and 
oils continue to move fairly well, al- 
though weather conditions have inter- 
fered with outside painting. Brushes 
are in good demand. Oil has advanced. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Mixed paints, first quality, $2.60 


per gal. for colors and $2.75 to $2.80 
for white. 
Turpentine, in barrels, 70%c. per 
gal.; less than bbl., 85%c. per gal. 
Linseed oil, in bbls., 90c. pt gal.: 
less than bbl., $1.05 per pa 


Thite lead in 100 Ib. kegs, 13%c. 
per Ib.; in 50 and 25 Ib. kegs, 13%c. 
per Ilb.; in 12% Ib. Kegs, 14%c. per 
Ib. Quantity discounts, 500 lb. to 1 
ton, 10 per cent. One — or more, 
10 per cent and 4 per cen 

Enameling lacquers, $1. 20 to $1.65 
per qt. 


POULTRY NETTING AND WIRE 
CLOTH.—Demand for wire cloth is still 
active. Poultry netting is moving fair- 
ly well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list: 
galvanized before weaving, 50, 10 and 





10 r cent off list. 
ire cloth, per 100 sq. ft., 12-mesh, 
black, $1.95; 14 mesh, galvanized, 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Pexto shears, No. 85, $21 per doz.; 

No. 50, $6.50 per doz.; No. 5, $3.85 per 

doz. ; No. 505, $8.50 per doz.; No. 140 

rose shears, $4.80 per doz.; Wiss 

shears, No. 109, $28 per doz. 
PREPARED ROOFING. — Retailers 
still seem to have good stocks bought 
at low prices and there is not much 
new demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


Popular grades, light, 88c.. per roll; 


medium, $1.15 per roll; heavy, $1.30 
per roli: slate surface roofing, $1.99 
per roll. 
RADIO EQUIPMENT.—Tubes are fair- 
ly active. 


JOBBERS’ QUOTATIONS TO _ 
TAILERS, F.O.B. CLEVELAND 


Tubes, CX No. 112A, $2.50; CX No. 
326, 92; CX No. 327, $3; Cx’ No. 380, 
$3.50; CX No. 371A, $ Dealers’ 
discount from these prices, 35 per 
cent. 


ROPE.—The demand continues very 
good. Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


Best grade manila rope at 22 
per lb. for factory shipment and 23c 
per lb. for stock shipment; sisal rope, 
l6c. per Ib. for factory shipment and 
16%c. for shipment from stock. 


SASH WEIGHTS.—These continue to 
move slowly. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Sash weights, $36 per ton; for mill 
shipment, $34 per ton. 
SHEETS.—Mills have reaffirmed pres- 
ent prices for the third quarter. The 
demand is satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


24-gage galvanized sheets, $4.60 per 
100 Ib, 


STOVE BOARDS.—Although some of 
these are being sold to go as circulating 
heaters, the volume of business is not 
large. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


Wood lined crystal stove boards, 
24 in. sq., $11.65 per doz.; 26 in sq., 
$13.80 per doz.; 28 in. sq., $16.10 per 
doz.; 30 in. sq., $18.75 per doz.; 36 in. 
sq., $26.10 per doz.; 18 x 30 in., $13 
per doz.; 20 x 30 in., $15.70 per doz.; 
24 x 36 in., $17.40 per doz.; 30 x 38 
in., $22.30 per doz.; paper lined, 18 in. 
q., $5.75 per doz.; 24 in. sq., $7 per 
doz.; 30 in. sq., $10 per doz.; 18 x 24 
n., $6.70 per doz.; 20 x 30 in., $9.75 
per doz.; 30 x 36 in., $13.86 per doz. 


STOVE PIPE AND ELBOWS.—Some 
business is being taken for fall ship- 
ment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


6 in., 20 gage stove pipe per crate 
of 25 joints, $3.28 for factory ship- 
ment and $3.55 for stock shipment. 
Same, 26 gage, $3.90 for factory ship- 
ment and $4.25 for stock shipment; 

in., corrugated elbows, $1.30 per 
crate for factory shipment and $1.40 
for stock shipment. 


WHEEL GOODS.—Jobbers have com- 
menced to take orders for tricycles, ve- 
locipedes, scooters and toy automobiles 
and airplanes for fall shipment. Prices 
are about the same as a year ago. 


Reading matter continued on page 60 
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NOW~— your profit lies in 
SCREEN HARDWARE 





No.79 Screen and Storm Sash Hanger 


Easy to hang and holds securely—wind can- 
not unfasten this type when once installed. 
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No. 78 Screen and Storm Sash Hanger 
The sections on screen or sash slide over 
hooks on casing and lock automatically— 

prevent rattling. 











No.80 Screen and Storm Sash Hanger 


These hangers will hold screen or sash firmly 
in position and prevent rattling. 





Each year, at this time, there is spirited buying 
in this line—a ready sale for Screens and Screen 
Hardware to combat the summer-long scourge 
of the fly. Cash in on this heightened demand 
by devoting your display to Screen Hardware. 


Natienal 


merchandise is exceptional in quality and right 
mechanically, with many special features to 
interest buyers. The simplicity of installation is 
easy to demonstrate. Their snug fit and trim 
appearance distinguish them too. In units, or 
in complete sets. 





If you are not already familiar with the advantages 
of being a National dealer—write us for details. 


National Manufacturing Company 


Sterling, Illinois 
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No. 92 


No.91 
SCREEN AND STORM DOOR SETS 
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Heavy Hardware Convention Report 


conferences can be made the object of | 
complaints where there have been viola- 
tions of Group 1 rules. On the matter 
of policing, he said that the one most 
affected is the competitor and if the 
industry has no machinery, reports of 
violations are generally made to the 
Commission. If the industry is or- 
ganized, it was stated, reports are made 
to its officers. In replying to another | 
question Mr. Flannery said that while 
Group 2 rules cannot be enforced a com- 
petitor who violates them soon finds 
that others adopt the same practice to | 
meet competition so that there is no ad- | 
vantage and the situation is wiped out. 


Endorse Graham Pian 
Endorsement of the wire and nail 
and Graham nut and bolt plans regard- 
ing margins was given by R. H. Wel- 


| to squares and hexagons; flat bars shear 





ton, Chase, Parker & Co., Boston, chair- 
man, in submitting the report of the 
Adequate Margins Committee. The re- 
port declared that mills should not com- 
pete against distributers but that com- 
mon problems should be solved in joint 
conference. Low profit lines listed in- 
cluded twist drills, hacksaw blades, etc., 
and the situation was attributed to com- 
petition among manufacturers andrsel- 
fishness among warehouses. In dis- 
cussing the relative efficiency of saws, 
C. M. Inman, Pratt & Inman, said that 
varying conditions preclude a definite 
answer, but the opinion was expressed 
that gravity feed band saws and posi- 
tive feed hack saws are the best. C. E. 
Harris, Brown-Wales Co., told the con- 
vention that accepting orders for direct 
mill business has taught buyers to go 
out of their territory. It is necessary, 
Mr. Harris said, that warehouses should 
restore the confidence of customers and 
that they must establish sound mer- 
chandising policies. L. H. Williams, 
Williams Hardware Co., said that ware- 
houses must serve customers whether 
small orders are liked or not. He also 
emphasized the necessity of educating 
salesmen in their work, and of elim- 
inating uprofitable lines, dropping items 
with slow turnover. To do so, it was 
pointed out, will increase the volume 
on items retained. Discussing the re- 
turned goods problem, Mr. Orr, said 
that overhead expense should be figured 
on returned goods and then the amount 
of new goods that must be sold should 
be computed. He suggested that all 
returned goods be listed, classifying the 
reasons. The names of customers and 
salesmen should be noted, he said, when 
goods are returned without notice. 





Mr. Holliday; chairman of the Cut- 


(Continued from page 41) 
ting Schedule Committee, submitted | 
proposed schedules covering saw and 
shear cut items with a minimum charge 
of 25 cents each, covering hot finished 
law carbon rounds only based on cross 
section areas which would be extended 


cut and flat bars hack saw cutting, 
charges being based on sizes. It was 
said that all Chicago warehouses but 
one have adopted the schedules, result- 
ing in a 100 per cent. advance in Chi- 
cago. Comparison with warehouses in 
Worcester, Mass., and Philadelphia was 
said to show variations, relatively small | 
in individual items but large in the ag- 
gregate. Elimination of the quantity | 
differential was held to balance these | 
charges. Physical and labor conditions, 
Mr. Holliday said, vary in different sec- 
tions of the country, but the proposed | 
charges were declared to represent ac- 
tual costs in many plants. Tests run | 
in one leading warehouse on 500 orders, 
it was said, gave 11 per cent revenue 
against 14 per cent loss on the existing 
basis. 





Cost of Doing Business 


The “Cost of Doing Business Com- 
mittee,” headed by A. L. Philbrick, the | 
Congdon & Carpenter Co., Providence, 
R. I., presented a statement covering 
four districts into which the country 
was divided as well as a consolidated | 
statement covering all the districts. 
The statement gave the percentages of 
costs by districts for 1928 and 1927 
and for all districts for the period, 
1923-1928, inclusive. The gross profits 
Zor all districts for 1928 and 1927 were 
25.77, 25.34 per cent, respectively ; total 
exnense, 25.30 and 23.93; turnover, 3 
and 3.17; per cent of returned mer- 
chandise to sales, 2.10 and 2.41. These 
figures covered reports from 34 mem- 
bers for each of the two years. 

Upon motion of F. J. McNeive, the 
convention adopted a motion for the 
appointment of a committee of three to 
work with the Metal Branch of the 
National Hardware Association in con- 
ference with a committee representing 
the sheet mills in solving the question 
of mixed carload shipments with a view 
to improving existing conditions which 
control such shipments. 

The report of the Iron and Steel 
Committee, submitted through its act- 
ing chairman, G. K. Conant, Sligo 
Iron Store Co., urged the necessity of 
warehouses getting buyers who are not 
purchasing direct from the mills. Gen- 





erally, the report showed that “ware- 
house business conditions are good, and | 


a number of instances where they are 


| better than they have been for. the past 


three years. Among disturbing con- 
ditions were mentioned importations; 
lack of proper relationship between 
warehouses and mills, between ware- 
houses and customers and between the 
warehouses themselves. It was de- 
clared that there is no reason why 
the warehouses cannot adopt proper 
policies for improving the situation. 
Unfair trade practices, it was reported, 
can be handled best through trade prac- 
tice conferences with the Federal 
Trade Commission. Complaint was 
made of the practices of some mills 
with warehouses and allowances of 
discounts. In discussing the report, 
FE. McK. Froment, Froment & Co., 
said that imports of bar steel are af- 
fecting the market. T. C. Potts, Hor- 


| ace T. Potts & Co., urged closer work 


between the warehouses and mills, each 
caring for its own business. The Cold- 
Finished Steel Committee, through its 
chairman, Mr. Lockwood, in its report 
recited the great growth of the indus- 
try, modern processes developed in 
production, the large output of alloy 
steel, and progress made by different 
committees on engineering, etc., in 
bringing about improvements in the 
industry. With regard to standardiza- 
tion, he said the industry can help 
itself in this direction. Margins were 
reported at the Boston meeting of the 
association, he said, by only 50 per 
cent of the makers, and it was sug- 
gested that a committee might do much 
to bring about a better showing. 


Resale Price Maintenance 


Representative Kelly vigorously up- 
held resale price maintenance for na- 
tionally advertised and trade-marked 
goods. He insisted that it is necessary 
if business of the country is to be con- 
ducted on a sound and safe basis for 
all concerned, including the manufac- 
turer, distributer and consumer. Price 
cutting was bitterly assailed. Contin- 
uance of the present system for 10 
years more with growth of chain store 
systems and combinations, it was pre- 
dicted, will bring about government 
supervision, which, it was said, would 
be disastrous. At some length he dis- 
cussed the report of the Federal Trade. 
Commission on resale price mainte- 
nance. He urged the members of the 
convention to study the report care- 
fully and to educate the people to the 
importance of passing the bill which, 
it was said, will be reintroduced at the 

(Continued on page 62) 
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Here it is --- the 


Quiet 


quick acting-low priced - 


Screen Door Closer * 


Only pneumatic, durable screen check at $2! 





Handles any screen or light door, either left or 
right hinged. Works inside or out. Snaps door 
back with amazing speed—checks a moment, then 
closes it tight, without a sound! No rebound! No 
cracks! No noise! Ample checking power. Good 
looking, gold lacquered barrel. Easy to attach. 


Easy tension adjustment. Years of wear ..... 























That’s the ROSE! . . . greatest screen door silencer on 
the market! Supplies one of the home’s greatest needs .. . 
QUIET. Being bought three and four at a time, by house- 
holders who’ve thought ordinary closers too expensive! Its 
satisfaction attested by increasing sales, everywhere. 


Homes, apartments, stores, offices, sick rooms—all need 
checks. Screens are going up, now. It’s door check time! 
Feature the ROSE. Get the Rose demonstrator. Put new 
proved Rose sales plan to work for you. Get these easy 
sales. Gives you quick, big turnover. Excellent profit. 
Order stock from your jobber. Mail the coupon for a 
demonstrator, and full details, Now, today! 


Frank Rose Mfg. Co. 
HASTINGS, NEBR. 
































ROSE Handy Demonstrator, 
Helps You Sell ’Em! 


Novel counter demonstrator, rhounted with regular Rose 
check. (Included FREE with a dozen order.) Swinging 
door. Stained wood base. Attracts customers’ attention 
A minute’s demonstration showing ROSE quick, silent 
closing makes a sale! Write for YOURS! Put it and 
the Rose sales plan to ringing up b-i-g door check sales 
for you. Send the coupon, today. 


4 

4 

st FRANK ROSE MFG. CO. 

: Hastings, Nebraska 

4 Send me complete details of ROSE 
4 sales plan and a mounted Rose check 
7 for counter demonstrator (33%% off 
i list FREE with a dozen order 11 
| cartoned 1 mounted 

é 

: Firm Name 

a 

4 City 

' 

4 State ...... 

4 

G Jobber’s Name . 





Mail for Demonstrator 
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Heavy Hardware Convention Report 


December session. The report and the 
proposed legislation were analyzed in 
a report of the legislative committee 
submitted by Mr. Orr. It was said 
that interest in the legislation is grow- 
ing. The committee strongly favored 
the legislation and the conference in 
a vote unanimously went on record in 
favor of it. Mr. Orr suggested that 
the members take the matter up with 
their Representatives and Senators and 
it was voted that they be furnished 
an outline of the legislation and write 
to members of Congress in support of 
the Kelly-Capper bill. 


O. B. Surpless on Taxation 


Appealing to members of the con- 
vention to take a more active interest 
in politics and public affairs and to 
urge others to do so as well, Mr. 
Surpless, in a spirited address on “The 
Rapidly Rising Trend of Taxation,” 
said that in the face of the fact that 
practically all taxes are collected from 
business interests, the surprising con- 
dition obtains that very few business 
men show even a slight interest in 
matters of taxation and rarely can a 
business man explain in an intelhgent 
manner how and where his tax money 
is spent. 

“We must realize with shame that 
but approximately half of the voters 
in many of our communities get to the 
polls, or accept the opportunity to 
register their approval of matters con- 
cerning taxation which is becoming so 
burdensome that, if continued, will in 
the near future lead toward a state of 
mind that eventually will create a rest- 
lessness on the part of the people of 
the United States tending toward a 
worse than Socialistic state,” said Mr. 
Surpless. 

“Elections will follow each on the 
other’s heels. And will the business 
man do his duty? He will in just 
the way he has always done. He will 
grow red-faced explaining that ‘What 
we need, sir, is real business adminis- 
tration.’ And yet he crawls under the 
bed when asked to take an active part 
in an election. 

“Eternal vigilance and relentless in- 
sistence that the public get a dollar’s 
worth of value for every dollar spent 
are cardinal needs,” said Mr. Surpless. 
It is necessary to realize, he Said, that 
State and municipal expenditures have 
reached a total in recent years which 
compel the consideration and construc- 
tive effort of all taxpayers, and espe- 
cially manufacturers. 





(Continued from page 60) 


While the Federal government has 
reduced its national debt, it was pointed 
out that the increasing rate of local 
taxation since the war is a cause for 
alarm. 

“We cannot go on increasing taxes 
without bankrupting the taxpayers,” 
declared Mr. Surpless. “Tax spenders 
are on the increase, and there seems 
to be no possible relief if the business 
man will not take the matter in hand 
and stop the reckless money spending 
that is going on everywhere.” 

Accomplishments of simplified prac- 
tice in reducing costs and the great 
possibilities that still lie ahead in this 
direction were told in an_ illustrated 
talk on “Simplification and Better Net 
Profits” by Ray M. Hudson, assistant 
director, Bureau of Standards. Sim- 
plified practice, he said, means reduc- 
ing variety in sizes, dimensions, types, 
models, patterns, etc., to eliminate waste 
in manufacturing, selling and purchas- 
ing. Jobbers, it was declared, like 
others, find simplified practice helps 
them to simplify stocks, cut invest- 
ments, get quicker turnover, give bet- 
ter service and do more business. 
Various tables covering numerous lines 
which have adopted simplified practice 
were thrown on the screen to show 
savings that have been made. Typical 
of examples given were those relating 
to builders’ hardware with a reduction 
in items from 6948 to 5130, or 26 per 
cent; milling cutters, reduced from 944 
to 570, or 40 per cent, and sheet steel, 
reduced from 1819 to 261, or 85 per 
cent. Figures also were presented to 
show the high percentage of adherence 
to simplified practice programs, the 
average running from 67.55 per cent 
in two fields in 1925 to 87.03 per cent 
in 24 fields in 1928. Monetary sav- 
ings of 10 lines from simplification was 
placed at $289,100,000 annually. Among 
them were: Plow bolts, $200,000; die 
head chasers, $500,000; sheet steel, 
2,400,000 ; reinforcing bars, $4,500,000. 


Importance of Simplification 


Mr. Hudson said it is recognized 
that simplification is not the only means 
of increasing net profits and, begin- 
ning with the sales program, he said 
that it is profitable to’analyze sales for 
profit sources; simplify lines, accounts, 
areas; price goods fairly, and stick to 
prices; improve quality of product and 
of service; improve product appear- 
ing; add style or art; get customers to 








buy more regularly; get dealers to 
order well in advance; analyze mar- 
kets; develop new uses; advertise in- 
telligently; improve selling ability. It 
is profitable in production, he said, to 
simplify products, equipment, supplies; 
manufacture for stock; install modern 
cost-reducing machinery; install mod- 
ern material handling equipment; re- 
duce power costs; regularize mainte- 
nance work; reduce accident and illness 
hazards; improve illumination, ventila- 
tion, sanitation; use incentive plans for 
employee cooperation; apply research 
to processes; redesign products for 
lower cost; eliminate waste. He said 
that overhead can also be reduced and 
net profits strengthened by simplifying 
stocks, raw, finished auxiliary; con- 
trolling purchases ; buying scientifically ; 
simplifying routine, forms, methods, 
systems ; increasing inventory turnover ; 
increasing accounts receivable turn- 
over; increasing capital turnover; de- 
creasing personnel turnover; decreas- 
ing customer turnover. 

The report of the Trade Practice Con- 
ference Committee was read by Mr. 
Froment, who outlined the purposes of 
trade practice conferences held with 
the Federal Trade Commission and up- 
on motion of Mr. Orr it was voted to 
appoint a committee to make a report 
regarding a trade practice conference 
relating to warehousing steel. The 
committee will report to the executive 
committee and advisory board which 
was empowered to arrange for a prac- 
tice conference if it is deemed advis- 
able. 

The Graham plan was strongly en- 
dorsed in a report of the Bolt and Nut 
Committee, presented by its chairman, 
William E. Hansen, Hansen & Yorke 
Co., Inc., New York. It was pointed 
out, however, that members have not 
in some cases taken full advantage of 
the plan, which was said to have been 
the salvation of the industry. Manu- 
facturers, it was held, have not been 
quite fair to warehouses with which 
some continue to compete. Jobbers 
were said to be distributing only 17 
per cent of the bolt and nut output. 
Reports from 31 districts showed that 
75 per cent of the members are par- 
ticipating in the Graham plan. The 
report emphasized the importance of 
the plan in arousing “group thinking.” 
In the discussion the hope was ex- 
pressed that the plan would be extended 
to other lines. 
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EVANSVILLE 


Auto Body and Fender Tools 











‘ OBLONG DOLLY 
Cat. No. 1004 
A practical, all 
around Dolly for gen- OBLONG DOLLY CAT. NO. 
eral purpose use. Has 
three radiuses, one slight angle side, and two flat sides. 
useful on panel and fender work. 


The Right Tool 
for Every Job— 


HE tool business is changing. Sales on some tools are diminish- 
ing, others increasing. . 
Auto Body and Fender Repair tools is one line that is selling in GENERAL PURPOSE 
increased quantities and is coming into more constant demand. DOLLY 
Congested traffic conditions daily cause heavy casualties to fenders Cat. No. 1005 
and bodies. The number of damaged cars seen on the streets is an 
excellent visible index of 
the business obtainable 
in this class of repair 





Particularly 


work, and particularly 
SPRING STEEL f the need of special type 
BODY SPOONS tools for handling such 
: jobs. 
The Evansville line of HEEL DOLLY 
Auto Body and Fender Cat. No, 1000 


Repair tools was de- 
veloped after diligent 
WIDE SPOON research in auto body 
Cat. No. 1028 factories, repair garages, 


and auto service stations. 
Practical men designed 
these tools. Every detail 


oe of construction is correct. 
NARKOW CROWN S We urge your cultivat- 
Cat. No. 1027 


ing this fast growing and 
profitable field by selling 
Evansville Auto Body 
and Fender Repair 
NARROW FLAT SPOON Tools. 
Cat. No. 1026 Only a small portion of 
the items in our complete 
line of auto body and fen- 
der repair tools are shown 
on this page. Write for TOE DOLLY 
illustrated catalog and price Cat. No. 1001 
information. 


DING DOLLY 
Cat. No. 1003 





enc. No 129 —~Ss«dA), EEWANSVILLE TOOL WORKS, Inc. 


Forgers of Hammers, Hatchets, Axes, and Mechanics’ Tools 


EVANSVILLE - - INDIANA - 
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OW 


More Than 
Ever Before 


it is essential that you 
study your Market Re- 
port carefully and con- 
sistently. Every im- 
portant price change in 
the trade is recorded in 


these columns weekly. 


The 
PORTS as_ found 


HARDWARE AGE are 


MARKET RE- 


in 


the most authentic pub- 


lished. 


Use them as a buying 


guide. 











Speed Up 


the 


Wheels of 


Industry 


Write to your job- 
ber today for any of 
the merchandise ad- 
vertised in these 
pages. Don’t wait 
for the jobber’s 
salesman. You may 


forget. 











Metal Branch Meeting at Detroit + 


(Continued from pagé 33) 


bundles. 
producer, thought there should be no 
direct mill shipments. A. W. Howe, 
J. M. & L. A. Osborn Co., Cleveland, 
made a motion, which was adopted, 
that the mills limit direct shipment 
orders from jobbers to 25 bundles or 
4000 lb. This, as was pointed out, can 
only be a recommendation for the mills 
to act on as they see fit. 

Leading activities of the Sheet Steel 
Trade Extension Committee were out- 
lined by Stanley A. Knisely, National 
Association of Flat Rolled Steel Man- 
ufacturers, Cleveland. These included 
work in the building field, particularly 
in respect to the drafting of building 
codes so that sheet steel will be given 
its proper recognition and market re- 
search studies. He announced that the 
association had recently completed an 
extensive research regarding the use 
of galvanized roofing and siding. This 
survey showed that in selected dis- 
tricts in all the States 44 per cent of 
farm buildings had wood roofs and 
33 per cent had galvanized roofing, the 
remaining being slate and composite 
roofing. If the same owners were to 
replace their present roofs the report 
showed that galvanized sheet would be 
46 per cent and wood wottld decrease 
to 25 pervcent. It was also shown by 
the survey that 42 per cent of the gal- 
vanized roofing was purchased from 
hardware stores, the remainder coming 
from six other classes of dealers. The 
survey also showed, Mr. Knisely de- 
clared, that with the use of effective 
advertising and better salesmanship 
the use of galvanized roofing would 
be increased 50 per cent. The associa- 
tion is now making a suryey in the 
urban field, which will include roof- 
ing, ceiling, steel buildings, office fur- 


niture and various other sheet steel 
products. 
The use of sheet steel should be 


popularized by advertising in the local 
newspapers in the opinion of Francis 
O. Carfer, Republic Metalware Co., 
Buffalo. He said that the greatest ser- 
vice that could be performed by the 
industry would be a campaign for the 
education of the sheet metal worker to 
make him a better salesman. Much 
could also be accomplished if the sheet 
metal workers would make their shops 
more attractive. 

More general adherence from year 
to year in the simplification, program 
as applied to sheet metal products was 
shown in figures contained in a report 
submitted by H. R. Colwell, division 
of simplified practice, Department of 
Commerce. Mr. Colwell also sub- 
mitted the report of the terne plate 





Mr. Mercer, representing a | 


| 





simplification board of review. This} 
embodies suggestions from the manu- ; 
facturers for the elimination of coat-’ 
ings in some weights, but the. commit- 
tee thought it advisable not to make 
any further eliminations for another 
year. The report was accepted by 
vote. % 

Galvanized roofing in gages lighter 
than 29 has been eliminated in some 
parts of the country and in wider than 
28-gage in other sections, according to 
a letter read from W. L. Latta, Wheel- 
ing Steel Corp., chairman of the sheet ~ 
steel simplification board of review. 

The distribution of terne plate was 
discussed by T. E. Millsop, Weirton 
Steel Co., who said that there had 
been some shrinking in the demand for 
this product and that the only way to 
increase distribution was by stirring 
up sales activities. R. H. Lyon said 
one reason for the shrinking demand 
was the small profits. H. E. Nicker- 
son, Congdon & Carpenter Co., Provi- 
dence, R. I., emphasized the importance 
of personal contact to help sell prod- 
ucts. His company, he said, had de- 
voted considerable attention to pushing 
roofing plate, which had resulted in 
an increase in sales. 

That there is a too narrow margin 
of profit in the distribution of eaves 
trough and conductor pipe, was the 
complaint made by R. L. McHale, 
David Lupton’s Sons Co., Philadelphia, 
in discussing the distribution of that 
product. The great evil of the eaves 
trough and conductor pipe business, 
according to Mr. Lyon, was the prac- 
tice which he said was followed by 
some manufacturers who in taking an 
order for these products in both spe- 
cial and common sheets will hold to 
the established resale price for the 
former but will sell the common sheet 
products at cost. 

That consumption of copper in- 
creased 17 per cent last year over 1927 
was brought out in a discussion of the 
distribution of sheet copper by G. F. 
Stanton, Baltimore Copper Mills. He 
attributed the recent price advance to 
this increase and to the depletion of 
stocks. The speaker urged jobbers to 
stock brass pipe and carry more com- 
plete stocks of other brass and copper 
products. The electrolytic plating of 
tin on copper was started a month ago, 
he said, and copper is now being 
chrome-plated, thes. developments 
broadening the consuming field. In- 
creased demand has developed for lead- 
coated copper. 

Four new members of the metal com- 
mittee were elected for three years. 
They are: W. H. Bowe, Herrick & 
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Co., Boston; Robert H. Lyon, Lyon, 
Conklin. & Co., Baltimore; R. V. " 
Truesdale, Hibbard, Spencer, Bartlett Gilbert 
& Co., Chicago, and Carl Roth, Braden 80 
Mfg. Co., Terre Haute, Ind. G. L. 7 
McKewen of Farwell, Ozmun, Kirk & 

Co., St. Paul, Minn., was elected for Clock and Barometer Set 
two years to replace F. B. Platt of 
that company, who resigned. 





Voluntary Chain Units Nearly 
Equal Regulars 
Approximately one-third of the store 
chains in the United States are of the 
“voluntary type,” according to recent esti- 
mates of the Department of Commerce. 
That is, they are organizations of inde- 
pendently owned stores banded together in 

one form of organization or another. 

But, according to the department’s 
method of figuring, there are 55,000 units 
in such organizations as against only 60,- 





GILBERT’S No. 4252 


A popular clock and barometer set with polished 


000 in the regular chain organizations. 

The number of independent organizations brass cases. The 8-day lever type clock and the 
is og at 375, and that of regular chains barometer, also an attractive thermometer, are 
at , 


Thies wiliiiik tabi oh wheainey dis mounted on a hand rubbed mahogany finished base. 


are recognized: (1) That created through 


’ ; ; : 
ds tiles ok 4 ‘Wealilie: (25 tae Write for complete information on Gilbert’s new 


which comes out of a cooperative buying designs. 

organization of retailers, and (3) that 

which brings together in one organization WILLIAM L. GILBERT CLOCK CO. 

a group of wholesalers as well as groups . 

of retailers. Chicago Office Main Office: New York Office 
10 So. Wabash Ave. Winsted, Conn. 200 Fifth Ave. 











Hardware Trade Represented in 
Recent Printers’ Ink 


Hardware manufacturer, jobber and re- Deeks re Ces ae NAY ete) A eae acs al ase a 
tailer are ably represented in-the May 16 
issue of Printers’ Ink, a journal for ad- 


— |  Dazey Churns 
E. R. Masback, president Masback | [iM 


Hardware Co., 82 Warren St., New York, sold only throug by 


N. Y., presents on page 17 an interesting 

article entitled, “How a Wholesaler Picks 

His Leaders.” In this article Mr. Masback Jobbers Deal 

tells how he decides whether or not he will he and. ers 





take on a new line and the amount of co- 
operation he will render after having se- 
lected a line. “Helping the Retailer Sell 
His Whole Line,’ By Roland Cole, on 
page 118, relates how the Acetol Products, 
Inc., New York, N. Y., aids the retail 
hardware dealer in merchandising many 
items in stock. 

A. H. Deute, general manager of The 
Billings & Spencer Co., Hartford, Conn., 
presents, on page 140, an article based on 
his experiences with hardware salesmen, 
which is entitled: “Bring Your Outside 
Men In—Send Your Inside Men Out.” 


The DAZEY has been the leading 
Churn for many years and has 
always been sold through legiti- 
mate Jobbers and Dealers. En- 
dorsed by Good Housekeeping 
inatienbe, State Agricultural Col- 
leges, and Scientific Buttermakers 
everywhere. It is strictly a 
“Quality” Churn. Onl 4 the best 
materials are used and carefully 
assembled. Made in sizes to suit 
everyone’s requirements, from 2- 
quart to 10-gallon. The extension 
of electric power lines into rural 
districts has opened up a new field 
for DAZEY Electric Churns. 


$ 
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Chains Must Watch Changes 


H. A. Baum, vice-president of the d 7 
Atlantic Commission Company, a_ sub- +t 2\\ DAZEY SHARPIT 
sidiary of the Great Atlantic & Pacific Tea All purpose oor a. 
Company, speaking before a gathering of 4 “of its type. Patented grinding wheels. 
commission merchants recently, said: “The ( Pating. Rumished with removable, re 
methods which were successful as recently . versib he clam , 


as five years ago are now out of date, and 
if my company attempted to operate on 
methods in vogue then, it would be forced Dazey Churn & Manufacturing Company 
out of business. That’s why we have a i St. Louis 

staff of experts studying changes at all AY 

times and carrying out test plans in indi- by “Ls ORC E ESSNEESE Bas ee a 


vidual units.” 


Order from Yeur Jobber 
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Hot of the N 


Little yarns that others have laughed 
over culled from various sources. As a 

contemporary puts it: \ 
have heen copied, the rest will be.” 





ail Ke 


“Some of them 











“Where did you get this wonderful 
follow-up system? It would get money 
from anybody.” 

“I simply compiled and adapted the 
letters my son wrote me from college.” 





“Now,” said the Sunday school teach- 
er, “why is a certain part of the church 
called the altar ?” 

“Because,” said the bright boy, “‘it’s 
the place where women change their 
names.” 





Mrs. Henpeck (sarcastically): “I 
suppose you've been to see a sigk friend 
—holding his hand all evening !” 

Mr. Henpeck (sadly): “If I'd been 
holding his hand I’d have made some 
money.” 





Workmen were making repairs on the 
wires in a Norwood schoolhouse one 
Saturday, when a small boy wandered 
in. 

“What you doin’ ?” 

“Installing an electric switch,” one of 
the workmen said. 


The boy then volunteered: “I don’t | 


care. We've moved away, and I don’t 
go to this school any more.” 





The treatment of prisoners in one 
South Australian jail is remarkably 
humane. A regular visitor inquired re- 
cently regarding an old _ offender: 
“What’s wrong with Bill? He seems 
to have a grouch.” 

“No wonder,” said one of his mates. 
“He threatened the warden with a 
shovel today, and now they won't let 
him go to choir practice.” 





Clara: “Do you get your alimony 
regularly ?” 

Marie: “No, I might just as well be 
living with him.” 





“Do you know how to make a peach 
cordial ?” 
“Sure; send her some candy.” 





“In other days the women wore their 
dresses down to their insteps.” 

“Yes, but now they wear them up to 
their stepins.” 


When the iceman came out of the 
house he found a small boy sitting on 
one of his blocks of ice. 

“Ere,” he roared, “wot are yer a- 
sitting on that for? Git off of it!” 

The small boy raised a tear-stained 
face. “Was you ever a boy?” he queried 
faintly. 

“Of course, I was,’ 
fumbling. “But—” 

“And did you ever play hookey ?” cut 
in the youngster. 

“Of course, I did,” snarled the ice- 
man. “Now then, you—” 

“An’ when you got home, did yer 
father take a stick an’—” 

“Sit where you are, my little man,” 
the iceman said, gulping, “I under- 
stand.” 


, 


said the iceman, 


, 


“Why were you speeding ?” demanded 
the cop. 

“I wasn’t speeding,” answered Mr. 
Brown humbly. “I was just trying to 
pass the man who bought my old car.” 





“Hello, Perkins, where did you get 
that black eye?” 

“It was only a sweethearts’ quarrel.” 

“Sweethearts’ quarrel! Why, your 
girl didn’t give you that, did she?” 

“No, it was her other sweetheart.” 





“Bridget, has Johnnie come home 
from school yet?” 

“Yes, sir.” 

“Have you seen him?” 

“No, sir.” 

“Then how do you know he’s honie?” 

“*Cause the cat’s hidden under the 
stove, sir.” 





Strolling along the quays of New 
York Harbor, an Irishman came across 
the wooden barricade placed around the 
enclosure where emigrants suspected of 
suffering from contagious diseases are 
isolated. 

“Phwat’s this boarding for?” he in- 
quired of a bystander. 

“Oh,” was the reply, “that’s to keep 
out fever and things like that, you 
know.” 

“Indade!” said Pat, “oi’ve often 
heard of the Board of Health, but, be- 
jabbers, it’s the first time oi’ve seen 
it!” 





Wife: “I see by this paper that in 
certain parts of India a. wife can be 
bought for two dollars. Isn’t that per- 
fectly awful ?” 

Husband: “Well, I don’t know! A 
good wife would be worth that.” 





It was at the baptism of little baby 
O’Brien that Mrs. Hennessey said: 

“Mrs. O’Brien, sure and what are 
you going to call your little baby?” 

“Faith and I’m a-calling him Jacob 
Abraham Nathan Isadore Isaac 
O’Brien.” 

“Glory be! An’ why in the world 
are ye giving him such names as that?” 

“B’gorra,” replied Mrs. O’Brien, “if 
he doesn’t get rich with them names, 
I’ll miss my guess.” 





Employer: “Late again, Smith.” 
Clerk: “I’m sorry, sir, but last night 
my wife presented me with a boy.” 
Employer: “She’d have done better to 
present you with an alarm clock.” 
Clerk: “I rather fancy she has, sir.” 





An old lady in church was seen to 
bow whenever the name of Satan was 
mentioned. 

One day the minister met her, and 
asked her why she did so. 

“Well,” she replied, “politeness costs 
nothing, and—you never know!” 
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Signs of the Times 


(Continued from page 40) 


us more protection than the invested millions we have in | 


big corporations which have no termination and are not 
rede@mable by the makers. 

I have some stock in what was once regarded a good 
corporation that I would be glad to sell at twenty-five 
cents on the dollar, and some in another corporation at 
ten cents on the dollar. These small corporations are 
being put out of business like some Retailers by the bil- 
lion dollar corporations. These are the ones that I 
want to get in with. I invested in two that I thought 
were good, safe companies, but they proved to be a 
separate unit of some kind and the main corporation was 
not in any way responsible. 

Hamp WILtraMs. 


“Pets” 


(Continued from page 31) 





ings. I believe that there are many other stocks which 
are already on an established basis which are more 


attractive.” 
* x * 


I have just had an interesting conversation with a 
visitor on a rather curious subject. In this article I will 
just refer to the high lights. I have not yet digested 
all that was said. I must admit I am afraid to write 
an article on this subject because it might lead to a lot 
of controversy. The subject was: “Does it pay to have 
pets in business?” 

My friend, who has just had an unfortunate expe- 
rience with a pet, for whom he had done a great deal, 
was very pessimistic on the subject of pets. Now by 
pets he meant pet employees, pet salesmen or pet cus- 
tomers. He expressed the opinion that over a period 
of some thirty years, after reviewing what he knows 
about pets and pet arrangements, in the long run they 
turn out to be stingarees. 

Here is his line of argument: If a mother has a pet 
child, she spoils it. The child becomes selfish and arro- 
gant. When this child plays with other children it al- 
ways expects special consideration, such as it receives at 
home. The child is not willing to give and take on an 
equal basis with other children. Therefore this child 
is disagreeable, becomes a general nuisance and is 
heartily disliked by everybody. The character of the 
child is ruined. The mother, instead of being kind, has 
done the worst thing she could possibly do for her child. 

I have been reviewing in my own mind the pets of 
one of my former employers. This employer was a great 
man to take on young fellows and start them in business. 
He always had a list of pet accounts to which he gave 
his personal attention. In reviewing the history of these 
accounts I regret to say that in almost every instance 
they turned out disastrously, not only for the pets but 
also for my employer. 

What was the reason for this? It seems to me it is 
not hard to find. These dealers instead of standing 
squarely on their own feet, instead of working out their 
own salvation, always felt that they had a powerful 
friend upon whom they could call in time of emergency. 


1. 
Z. 
de 
4, 
D. 
6. 











The Business End 
of a Perfect Bit 


Extension Lips filed thin for 
clean cutting. 


Spurs of compass-like accu- 
racy. 


Feed screws with clean, sharp 
threads. 


Sharp cutting edges that 


stand up. 


The “double twist’”—a suc- 
cess for 75 years. 


Throat shaped for ample 
chip clearance. 


These fine points of design in 
Russell Jennings bits have been 
adhered to with micrometer 
exaetness for over 75 years. 
Sell the genuine with the full 
name on the round (7), and 
you build good will as well as 
make money for your house. 
Ask your jobber. 


Russell Jennings Mfg. Co. 


Chester, 


Conn. 
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‘P E i i S , (Continued from page 67) 


The friendship, therefore, of this great merchant instead 
of being an advantage to them was a disadvantage. In- 
stead of strengthening them, this friendship weakened 
them. I think an analytical study of the pet customers 
of almost any business would show that such customers 
turn out to be very unprofitable. I think the same thing 
could be shown in the case of pet employees and pet 
salesmen. 

The way this world is run, what all of us need, espe- 
cially when we are young, is not too much affection and 
too much kindness, but some good straight talk and an 
occasional good hard shakedown. This, I believe, is 
why so many men who have had such a hard time in 
their youth turn out to be successful. They have learned 
to fight their own battles without fear or favor. They 
have learned not to expect favors. 

I reviewed my own experience with salesmen. Some 
salesmen are* unusually attractive fellows. Many of 
them I have been very fond of. As I remember it, un- 
consciously I adopted a number of pets in my sales 
force. When I think it over, I am inclined to think that 
by petting these salesmen, without exception I did all of 


them a good deal of harm. Petting a sales force may be 
all right, but I am inclined to think that the best sales 
organizations are developed by hammering them into 
shape. In fact, I believe that all of us grow stronger 
under good hammering. 

In the South Sea Islands they have a delightful climate 

balmy breezes, a beautiful sea, and when one is hun- 
gry all you have to do is to shake a tree and your dinner 
will fall on you. All of this is lovely to read about in 
books, but in these tropical South Sea Islands, where 
life is so delightful, I find they have not bred strong, 
energetic and resourceful men. In other words, even 
when nature pets people the petting has a very weaken- 
ing effect. 

“Mother,” said Mabel, sixteen years old, “I want a 
runabout.” “I can’t afford it,’ replied mother. “But, 
mother, all the other girls in my set have runabouts.” 
“T am very sorry, my dear, I cannot give you a runa- 
I would love you to have one.” 

What Mabel needs is a good 


bout. I wish I could. 
Mabel weeps and pouts. 
hard job. 


Southeastern Convention Report «ised irom mse 2 


‘he Thursday morning session was 
presided over by Lon Hackey, presi- 
dent, Tennessee Association. The theme 
was “Planning for Profit.” John R. 
Hall, Jr., Moultrie, Ga., presented the 
subject “Cooperation with Competition.” 
Customer, he said, are often honestly 
mistaken when they say your competi- 
tors are selling at lower prices. He ad- 
vised getting into closer cooperation 
with other dealers and winning their 
confidence. When each plays fair there 
is little chance for harmful competi- 
tion. Work particularly with new deal- 
ers just going into business. Don’t try 
to run your competitor out of business 
by cutting prices. As leaders, the as- 
sociation members should by example 
stimulate better feeling among all mer- 
chants. 

G. S. Meserve, St. Augustine, Fla., 
spoke briefly advocating concentration | C. 
on quality. We can only build lasting 
success on quality goods, he said. Also 
the quality market is usually outside 
of chain store competition. 

C. W. Truitt, Commerce, Ga., talked 
convincingly on the installation of new 
lines. People demand new things, he 
said, and will soon leave the store which 
never has anything new to offer. 

J. D. Cottrell, Leesburg, Fla., dis- 
cussed the subject of pushing sales. 
According to Mr. Cottrell, sales of 
profitable items should be continually 


selves. 


National 


tion. 


S. Meserve, 


and others 


Kee 





| pushed, while unprofitable, low priced 
goods should be allowed to sell them- 
Our future, he said, depends 
upon selling of item which pay a profit. 

There was a brief open forum dis- 
cussion and a masterly summary of the 
convention by Harold Bervig of the 
Association. 
profit, according to Mr. Bervig, in- 
volves three steps. 
the situation, studying all ‘available in- 
formation, particularly figure informa- 
Next, a plan based on conclusions 
derived from the analysis; 
execution of the plan. 

T. O. Murray of Bessemer, president, 
Alabama Association, presided at the 
Thursday afternoon session. 

There was a question box discussion 
of “Credits and Collections” led by Ed- 
ward Jarman of Baxley, Ga., in which 
Ira B. Taylor, 
Baird of Lebanon, Tenn., Charles Mc- 
discussed 
points on the subject, the consensus of 
opinion being that the dealer could well | Wednescay evening. 
afford to study the system used by auto 
dealers in finding out when a prospect 
will be in market, and just what and 
when his buying requirements are go- 
ing to be, as well as to have a well de- 
fined understanding of terms and pay- 
ments on items that amount,to as much 
as $50 or even less, with refaining title 
contracts, and then create the impres- | Howard Theater. 


sion of business-like methods by firmly 
maintaining the credit policy at all 
times, and insisting upon prompt pay- 
ments as the surest way of .both getting 
the money and holding the credit cus- 
tomer’s good will and continued patron- 
age. 

for Mr. Baird said every business should 
have a credit man, with authority to 
pass on credits and collections. ‘No 
business can succeed if we keep put- 
ting our profits on the books in the 
form of bad credits,” he said. 

This was followed with a conclud- 
ing summary address by Harold Ber- 
vig, who reviewed the outstanding 
points of each address during the con- 
vention. 

The entertainment features of the 
convention included an informal dance 
at the reof garden of the Atlanta Ath- 
letic Club Thursday evening. <A _ thea- 
| ter party, compliments of the Interna- 
Harvester Co. of America, 
The ladies were 


Planning 


First, analysis of 


third, the 


Mr. 








different 
| tional 


| included at both functions, and in ad- 
| ye . . 

| dition were given a special program 
| e . y 

| of entertainment. On Wednesday they 
| attended a luncheon at the East Lake 
| Country Club, followed by an auto trip 
| over the city. On Thursday afternoon 
| they enjoyed a theater party at the 
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Friction 
Stay 


THE ®IXSON 
FRICTION. STAY 


As useful as a carpenter’s tool. 
Can be easily applied in a dozen 
ways where more complicated 
and expensive equipment is not 
logical. Six one-inch friction 
surfaces hold doors against 
drafts and breezes. These fric- 
tion discs restrain in-swinging 
hinged windows,—provide ad- 
justable position for transoms, 
etc. Can be opened full 180°, 
trim permitting. 
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Crakerjac safety step ladder stools are made in four models 
—finished in six colors and furnished with or without rubber 
step treads and top. 







2 


in Sweet’s 
(23d Bdition) 


RECOGNIZED MERIT 











A highly profitable market is being 
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“tapped” by Crakerjac dealers with this S 

RIXSO N pair of fast selling household necessities. t 

Women are quick to appreciate the # 

Oli K kl substantial construction, convenience and = 

Ive AnUCKIEC % safety of Crakerjac step ladder stools— rs 

Hi ' fe = they meet a constant demand—they offer é 

inge "4 all year profits. io 

This handsome French design Hh , = right ors bow ie cleaning 4 
no longer belongs among high- Cis the order of the day, Crakerjac curtain bi 
priced seldom-used hinges. It has si stretchers are making sales history. Fi 
been “Americanized” by Rixson for et Every housewife is a logical prospect Fe 
practical application in hospitals, a for one or both of these items and the # 
hotels, apartment houses, and resi- P . ieee ; : pH 
jin, j Crakerjac line is*complete with a wide 
range of models to meet every need and @ 


In sand blasted finish it can easily 
be painted to match interior trim. 
Made in Malleable Iron, Brass, 
Bronze Metal, and (specially) in 
White Metal. 


‘3. 
See 


pares 


OS > 


purse. Get the details today.and be in 
line to give your customers better prod-? 
ucts — better values— and reap greater 
dealer profits. : 








THE OSCAR C. RIXSON COMPANY Sterli i 
terling Wood Co. fa 
4450 Carroll Avenue Chicago, IIL. ' — Aicoeangaaenay © 


New. York Office: 101 Park Ave., N. Y.C. 


: : Weer chs ate 
Pees SAI Coase: 





Crackerjac curtain stretchers are wade in a large variety 
Philadelphia Atlanta New Orleans Los Angeles Winni of styles, types and grades Only the best woods are used 
e Pee and all metal parts are CADMIUM PLATED which improves 

4 the appearance and prevents rusting 
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Builders’ Hardware 


Overhead Door Checks Casement Operators & Hinges 
Floor Checks, Single Acting Concealed Transom Operators 
Floor Checks, Double Acting Adjustable Ball Hinges 








+ 








Olive Knuckle Hinges Butts, Pivots and Bolts e asad [TIT corti , 
Fricti i Door Stays and Holders peo) eT 
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A New Vapo-Seal Cooker 


A new addition to the line of the Alumi- 
num Goods Manufacturing Co., Mani- 
towoc, Wis., is a 12-quart baseless cooker. 

Many cookers require an extra steel base 
for even distribution of heat. This new 
cooker spreads the heat so evenly that an 
extra steel base is unnecessary. There 





are two quarter-round pans, each holding 
one quart, and one half-round pan which 
holds two quarts. Wire racks and bails 
of inset pans are chromium-plated—rust- 
less. Handles and knobs are of non- 
burnable thermoplax. 

This new 12-quart cooker and large in- 
set pans make it possible to prepare a 
complete meal of ample proportions to fill 
the need of a large family. 


An All Rubber Garden Hose 


There is no fabric in the new all-rubber 
garden hose which is manufactured by The 
Triangle Tire & Rubber Co. in Canton, 
Ohio. As it is made from a high grade, 
strong rubber stock, the new garden hose 





is entirely flexible and will not kink, says 
the manufacturer. 

This new hose is supplied in 25 and 50 
ft. lengths, complete with couplings. It 
is a one-inch hose with % in. interior. 


The Premier Case Opener 


The Premier Case Opener has been de- 
signed to open paper cartons and cases with 
ease and without damage to goods that 
may be packed within. This device is 
manufactured by the Premier Case Opener, 
Inc., 23 Beaver Street, New York, N. Y. 

The opener is operated with one hand, 
the right-angle guide flanges directing the 
razor edge of the blade against the edge 
of the carton. By simply drawing the 
pener across the edge or around the top 








of the carton, cuts the top out cleanly— 
or one hinge section may be left uncut. 
The blades, made of Swedish steel, may 
be adjusted to three depths of cutting, 
through a simple operation of a slide guide 





on the handle. New blades, packed three 
to a package, can be easily inserted. 
The manufacturer states that the Pre- 


mier Case Opener will open a carton | 


neatly, quickly, without damage to the con- 
tents and leave the carton in a_ usable 
condition. It is made of steel,-nickel plated. 


The Acme Garbage Incinerator 


A safe and sanitary garbage, paper and 
rubbish incinerator made of Armco ingot 
iron has been placed before the trade by 
H. W. Covert Co., 243 East Forty-fourth 
Street, New York, N. Y. 

The material to be burned in this in- 
cinerator does not pack into the corruga- 
tions of the body, but rather each cor- 
rugation becomes a small flue through 
which the draft of the chimney draws 
air. This causes a rapid drying out of the 
garbage and gives thorough combustion. 

A screen at the top of the chimney pre- 














vents sparks and burning particles from 
being blown away. The manufacturer 
states that as the material is lighted at 
the top and burns downward, the flame 
consumes the gases and odors, reducing 
smoking to a minimum. 

All parts of the Acme incinerator, ex- 
cept the grate, are given a coat of special 
heat and weather resisting aluminum fin- 
ish. Weight when crated, 71 Ib. 








Very Compact Garment Hanger 


A dozen garments can be hung from the 
Easy Compact Hanger which is being 
manufactured by The Easy Hone Co., Inc., 
16 West Twenty-second Street, New York, 
N. Y. This device, when attached to a 
closet wall or door, uses no more space 











than an ordinary clothes hook. When 
fully expanded, it is only 18 in. in length. 

The Easy Compact swings freely to 
either right or left and conveniently folds 
back into 6 in. of space. It has been 
made to sell at a popular price. 





Morey’s New Dust Beater 


A balanced dust beater with an offset 
handle to protect the hands is now offered 
to the trade by Morey Mfg. Co. 133 
Second Street, Milwaukee, Wis. 

Morey’s Dust Beater has a double action 
and is said to do its work thoroughly in 
half the usual time. It is made of high 


carbon, double copper coated spring wire 
which should not bend in the normal 
course of work. The handle is of steel, 
lacquered red and put on under great pres- 
sure. Made in two sizes, 18 and 24 tm 
in length. 


An All Brass Cupboard Turn 


The American Brass Goods., Co., 162 
Cottage Grove St. S.W., Grand Rapids, 
Mich., is offering to the trade a new cup- 
board turn which is made of brass. The 





knob and latch are made of cast brass and 
the case and strike of seamless wrought 
brass. In an effort to make this item 
most attractive, the design has been 
changed from typical square lines to that 
of an oval pattern. Four screws are 
needed for installation. This cupboard turn 
is somewhat smaller than the regular turn 
but it is large enough for practical use on 
any door upon which any type of cup- 
board hardware would be used. 
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DIAMOND “E” 


All-Metal Fly Screens 


Point out to your quality wd that only Galvanized 
and Bronze wire of the finest grade is used in the con- 
— of DIAMOND “E” Adjustable All-Metal Fly 

creens. 


No pests can get through their fine meshes 
and they last a lifetime. 

All sizes, RETAIL AT: Galva- 
nized Wire, $1.00 to $2.00; Bronze, 
$1.50 to $2.50. 










BUY FROM 
YOUR JOBBER 










SWEDISH - - CIRCULAR CUT - - FILE 





Made in Sweden—and fully guaranteed. 
Especially adapted for soft metal. 


hey are reliable, have endurance, uniformity of temper end 
seld their sharpness. 
. Bastard Flexible Blades 
Smooth Tanged 
Half-Round 
We Carry a Full Line of Swedish Made Tools and 
Hardware. 


Order from your jobber teday, or write 
SCANDINAVIAN WESTERN IMPORTING CO., LTD. 
107-109 Lafayette St., New York, N. Y. 
Minneapolis, Minn. Seattic, Wash. Montreal, Can. 

















Design Pat. Nov. 30, 1926 








GLASS 


Drawer Pulls 





Made in Crystal — Opal — Amber — Green — Rose 
Blue — Black and Turquoise Colors 
Manufactured by 


TECHNICAL GLASS CO., Inc. 
Los Angeles, Cal. New York, N. Y. 








YOUR COPY OF THE NEW 
CATALOG IS NOW EN ROUTE 


BETTER HARDWARE 
IN 

BRASS and BRONZE 
FROM 


MARK 


TRADE £C¢ 0 


GREENE TWEED CORP. 
9 LIBERTY STREET, NEWARK, N. J. 
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Get All the Profit That the 
Kester Line Holds for You! 


If you are not handling the entire Kester line——five solders; one for 
every need—you are not collecting all of the profit that is being 
earned for you. 31,600,000 messages in 64 national publications are 
selling Kester Flux-core Solder for you this season. 

Mechanics, electricians, farmers, home band-crafters, housewives, boy 
builders and others have been made customers for you if you have 
the particular Kester Solder they want. 

Acid-core—for general work. Metal Mender—-for household use. 
Rosin-core—for delicate electrical work Radio Solder—for radios. 
Paste-core—for electricians A solder for every need and a package 


for every class of user. 
The flux is right in the core of the solder. Only heat is needed. 
is] No skill-—no trick—no 
a ’ acid pot—dJjust heat 
———aee s——_$ and the job is done. 
F The public knows this. 
i That is why Kester Flux- 
core Solders lead—sell 








more easily—and earn 
greater profits for the 
ae dealers who handle the 
aes wap— complete Kester line. 


Order today from your 
jobber to fill out your 
line. 


KESTER SOLDER COMPANY 
4205 Wrightwood Ave., Chicago, IIl. 
Formerly Chicago Solder Company. Established 1899 


KESTER. SOLDER 
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So Fairmount Tools Sell 
Readily and Satisfy the 
Most Exacting Mechanic 


Attractive appearance and reputa- 
tion go a long ways toward sell- 
ing hand tools to the experienced 
mechanic, but it takes real quality 
to bring him back for additional 
purchases. 


That is why the retail hardware 
merchant selling Fairmount Drop 
Forged Tools finds it easy to build 
a real hand tool business. Fair- 
mount Tools sell easily, again and 
again, because they are as good 
or better than they look. 


Certain popular numbers, which 
are made in a variety of sizes, are 
pictured here. For full details 
concerning these and other Fair- 
mount Products, write or ask your 


jobber’s salesman. 
: T ; 
1061! QUINCY AVE 7 F, 


OOL é ‘on co 





FA 





CLEVELAND, ono. 









Ya RMCOUNT TOOLS 
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THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., 








BOSTON, MASS 
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WOOD SCREWS 


Roofing Nails 


Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 


Milton Pray Co., San Francisco, Los Angeles, Seattle 


G. M. Baird & Co., Memphis, Tenn. 








Always true to its 
name, SUPERIOR 
BRAND HARD. 
WARE CLOTH 
will build good 
will among your 
trade. 





It is always made 
of standard size 
smooth, round 
wires evenly 
woven and heavily 
galvanized. 





G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 











Hardware Age. 


WHERE BUYERS and SELLERS MEET 


HARDWARE AGE p2ppersentty 


HEN you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 
look over the offerings in the Opportunity Exchange section of 
If you don’t see just what you want, ask for it as 
there is always some one who will be interested in your proposition. 


Hardware Age is the 
authoritative national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


Rates on Request. 


239 W. 39th Street, New York 
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Mathias & Sons 























Every Home Has Wanted This! 


| Be the First Store to 


Sell Them 
by the set 


Made and 
guaranteed by 
maker of “‘Scott 
Fillerand 
Drainer” for 
washing ma- 
chines. 





WATER PRESSURE FORCE PUMP 
For Opening Clogged Sink Drains 


Takes care of the most obstinate cases of 
clogged drain pipes. Connects to hot or 






Sets of 9, 11, 17 bits are fur- 
































nished in compact cases for 
the convenience of the users. SURE poe Egy ge gotling pt cone gthnenaghie 
It isn’t hard. Every mechanic needs the entire set in hi q SELLER it touches drain where it is then held by 
cecoives itself to ® question of selling im ence or seventeen, i ‘tan —e— suction. Force of running water will quickly 
out the value of the case, its use in keeping the bits in order and near sit REAL remove any accumulation in trap or pipe. 
hand, preventing loss, ete. Try 11 Made of special grade of rubber that with- 
Forstner Bits are the only bits tha: are not dependent on a center or DECENT stands? scalding water. Protected by heavy 
level to guide them. They cut from the outer rim. The entire surface is PROFIT flexible wire wrapping. Screws on threaded 
at work “= — a Some pn ge J gh work is — and faucets, but Scott Faucet Adapter permits 
po! ey way rd, knotty, cross gra wood, 
leaving @ smooth bole and clean, polished surface. grain, use on any type. Nationally advertised. 
Already on sale in most metropolitan stores. 
Let us send you catalogues. Order through your jobber or direct Write today for descriptive folder, prices. 
The Progressive Manufacturing Co. SCOTT PUMP COMPANY 
TORRINGTON, CONN., U. S. A. 645-653 ATLANTIC AVE., ROCHESTER, N. Y. 


























4 


Cnn 


Z* 4 
) om” y 


FAULTLESS 
CASTERS 


Canadian Factory: Stratford, Ontario 


MANN 







FAULTLESS CASTER COMPANY (s'o7-s 
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The New and Better Slide for Furniture 
OR your customers’ furni- 
ture, offer Indian Glides. 
They are so much better, 

and so easy to sell. A display 

on your counter and in your 
window is a constant reminder. 
They sell by the dozens, to 

fill that urgent demand for a 

slide which is so easy to apply 

—drives quickly, yet will not 

















Note the inset sharp 


prongs, the large _ split furniture legs. 
glass-hard gliding 
surjace. 


The inset prong allows a larger 
glide to be used. The glass- 
hard, smooth surface lasts in- 
definitely. 


In this new merchandiser you 
will sell Indian Glides in quan- 


tities. Your customers all want 
them—the display makes the 
sale. Order today from your 





jobber—or direct from us with 
your jobber’s name. The carton 
costs $1.40—sells for $2.40. 


per set of four 
48 sets to a display. 


Mfg. Company 
Conn., U. S. A. 











‘Sell Starrett 





ARMSTRONG BROS. 
Knife Blade Cutter Wheels 


Carefully machined from selected Alloy Tool 
Steel, heat treated, hardened and oil tem- 
pered, these improved design (Knife Blade) 
cutter wheels cut much faster, require less 
power and last longer than ordinary wheels. 





Smooth or Knurled Edge 
These wheels can be bought at all leading 
supply houses for all makes of pipe cutters. 
Made with smooth or knurled edges. 
Write today for Catalog P-i0, 
showing and describing ARM- 
STRONG BROS. Line of Better 
Pipe Tools 


Armstrzng Bros. Tool Co. 
“The Tool Holder People’’ 
314 N. Francisco Ave., Chicago, U.S.A. 














Every builder 
can use a 


Starrett 
No. 101C 
Leveling 

Instrument 


Starrett Lev- 
eling Instru- 
ment No. 101C. 
Light, simply constructed, and 
priced for volume sales. 





2567 








on pipe, rod or shafting held in a vertical position is often 
a great convenience. This is only one of the many positions 
in which the pipe jaws of the NuTYP Vise can be instantly 


locked. 





The Oswego Tool Company, Oswego, N. Y. 





Two NECESSITIES In Every Garage 
Garage Door Bolt 


Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 


Garage 
Door 
Holder 


Prevents accidents, broken headlights 
and bent up fenders. Operates by 
hand or foot. 
For prices and further 
write today to 


Phenix Mfg. Co. 
No. 50 Holder No. 52 032 Center Street, Milwaukee, Wis. 








information 














THE MARK or AGOOD MOWER 


= 








“WALWORTH 


| Walworth Company, General Sales Offices: 
51 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, III.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 
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A box chock 
full of friend- 
ship for your 
store. 








How many tacks in a box? Just so many 
emissaries of either good will or indiffer- 
ence. 


Every Atlas box is “chock full” of good 
honest quality tacks. Just so many clean 
cut, sharp, serviceable tacks that please 
every customer. , 


A box “chock full” of friendship for your 
store, and for your other merchandise. 


Stock them. You will never lose a friend 
through an Atlas tack or small nail. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and S1. Louis, Mo. 














»( CHICAGO)~~ 
SPRING HINGES 


“SPRING HINGES OF RECOGNIZED QUALITY” 


The “Triplex” 


A sale of quality Spring 
Hinges means future profits 
for dealers. Customers who 
buy Chicago Triplex Spring 
Hinges are satisfied customers 
and will return again. 








Triplex Spring Hinges are 
designed for application to a 
jamb hanging strip. They are 
neat, durable and finely fin- 
ished. Architects, Dealers and 
Contractors recognize them as 
“Spring Hinges of Quality.” 





The “Triplex” 
Type 2001 


Send for catalogue H-42 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S. A. 

















POULTRYsNETTING 


Galvanized Before and Galvanized c4fter Weaving? 
FE —, OP LLL LOLOL LOD LOO OA AARP LL LLM LOL A LO 
DT AA, PT TS STE ae feat, ETI” 


r f > 


UALITY | 


Dsseanisee aaa oom 
In on 


dest for the tag, carrying our oe oa end of every roll! 
cA 
( = The Gilbert & Bennett Mfg. Co. 


Established 1818—Americe’s Olden Woven Wire Factory 


WIRE CLOTH, NETTING and FENCING 
Galvanized Stee! Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn Chicago Kasses Oty 











There IS 


Something New 
in Hardware 
Retailing... 


It’s the new 
HELLER 
Merchandise 
Cabinet 


Many enthusiastic reports 
are coming in from hard- 
ware dealers who have 
already installed this new 
style wall cabinet. It has 
been called the greatest 
improvement in hardware 
retailing in a decade. It 
embodies all the _ best 
‘he ledge contains your stock of low- 








principles of good selling. 


| prieed articles to attract the customer—and then on the cabinet 
| loors, just on the level with the eye—he sees similar articles in 


the higher price-range. The appeal is irresistible—the customer 


purchases the high-priced articles—he is better satisfied, and the 
lealer realizes a greater profit. 


Let us explain this new Merchandise Cabinet in detail. 
Don’t lose valuable time by —~ it off. Send the coupon 


HELLER 


Business Building Store Equipment 
W. C. HELLER & CO. 


10@ Bryant Street, Montpelier, 
Ohio 


W. C. Heller & Co. 70-A 
Montpelier, O! 

I want to know all about the 
new Heller Merchandise Cabinet. 


I understand this does not obli- 

gate me in any way. My name New York pm ony eae Vesey Bt. 
and = appear in the mar- 

gin below Write nome ond address in margin delow 
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Sure Grip 


Customers like the 
B. & C. Adjustable 

at wae ench because 
f its ure grip. 


Dealers like it because of 
its sure sale. 


Get a grip on trade with the 
wrench that holds it. 








BEMIS & CALL CO. 
Springfield Mass. 


The Carton Sells the Handle 





“Seeing is Buying” when you display American King 
Handles in the new transparent display envelope. 

No better handles—finest quality, hand shaven selected 
hickory, air-dried, Axe, Hatchet and Hammer Handles 
all sell faster packed this way. 

Write for prices 
AMERICAN HANDLE COMPANY 


Jonesboro, Arkansas 











SINCE 1860 


GRANITE STATE 


LAWN MOWERS 
TRIMMERS and EDGERS 


have made friends with users and dealers. 
Get your display ready. 


Best since 1860 
Granite State Mowing Machine Co. 


HINSDALE, N. H. 
See Our Line in Hardware Age Catalog 





lo] 


THE CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicage, Philadelphis 
Western Factory—Dayton, Ohie 








It’s easier, more profitable and 
better in every way to sell a 
line that enjoys nation-wide 
popularity. 


IVER JOHNSON 


Revolvers, Single and Double Barrel Shot 
Guns, Rifles, Bicycles, Velocipedes and 
Juniorcycles. 

Write for our attractive dealer proposition 


Iver Johnson’s Arms & Cycle Works 
Fitchburg, Mass. 


Chicago San Francisco 
108 W. ae St. 717 Market St. 





New York 
151 Chambers St. 














Stop in 


We will be glad to help you 
/ with your sales problems. 


239 W. 39th St, 
New York City 


Hardware Age, 





1LDE =RA 


i REAL METAL Solder 
in Paste Form— KS 
Packed in 


Collapsible 


Greatest Soldering Convenience 
Ever Invented. 

Every Electrical Connection 
orIntricate Job Needs ~ 
SOLDERALL. 











lat 
5 £4 es, 
AM 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) = On OO) .0D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 
g 
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Allith a 


ROLLING LADDERS 


like Allith hangers—are always 
on the track. They speed up sales 











Screw Jacks 


by reducing the time needed for , / 
each sale. They are attractive, Sell ee Stig: At. ef 
durable, roll quietly and run free- Their Visible Screw, Stability, i 
ly. Your post card will bring Workmanship & Duco Coloring “== 
prices and information by first 
nell Create Sales Appeal _. 
mag igi 
ALLITH-PROUTY COMPANY Templeton, Kenly & Co. ana Trench Braces | 


DANVILLE, ILLINOIS _,, EST.1899 have been famous 
Chicago, Hl.. U.S.A. 





| 
a 








for Years 








, |S 
Motor Car | | “GONSTRUCTION 


Dusters the new SNELL Construction Bit 


Fit a Snell into the machine for that bit of 
| tough wood work. Snell Bits are designed for 
heavy duty—stiffer—stronger 


Write today for catalog. 









Skunkhair 
Gum handle 





BIT 


SNELL MANUFACTURING COMPANY 
Fiskdale, Mass. 


WILLY EISENMENGER 
Ludwigsburg (Germany) 





Sales Representatives: John H. Graham & Ce., 
113 Chambers 8t., New York City. 

















Two Good Can Openers 


¢ Our No. 200 at left has a double 
notch cap lifter in handle for 
opening glass jars with vacuum 















"T caps. Our No. 100 at right has 

: .| (( AMER CA sharp point which pierces can 
ee SHEET AND TIN PLare easily and a hardened and tem- 
SQ Fr pered blade which cuts without 
SS ail ” tearing. Both have corkscrews. 


"Ot mane “ss ro ‘ 
STEEL SHEETS FOR EVERY USE IN THE HARDWARE FIELD 
Blue Annealed, Black and Galvanized Sheets, Culvert Stock, Formed Roofing Please order from our 


and Siding Products, Special Sheets, Tin and Terne Plates, Blac« Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 


i. John H. Graham & Co., Inc. 
*) 113 Chambers St. New York City . 
THE me VOGS > Co. 161 Porter St., New Haven, Conn. 


YERS ‘rae’ 


a 

S 
4h 
MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—te 
make it accessible and convenient for clerks and stock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system. firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 





Sales Representative 


























Known and Trusted 
for thetr unfailing 
accuracy — 

IBS 























TTT AMET TRV DD 
TooLs 


“World's Standard of Necuracy” 


safety. convenience and efficiency. One style only—neat of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


mEF-E.MYERS & BRO.Cco. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
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Classified Opportunities 





Use the “Classified Opportunities Section” 


to reach Hardware Manufacturers, 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED a RATES 


Positions Wanted Advertisements 
50% off rates quoted 





Address your advertisements and replies 1 





Set Solid, Minimum of 5 lines.... 
Each additional line 


All Capitals, Minimum of 5 lines. . 
Eech additional line 


Average 10 words te a line 
allow One Line for Keyed Address 





Discounts for Classified Advertising 
4 insertions, 10% “) 8 insertions, 15% 
° 


Remittance Must Accompany Order 


Hard - 
Miniiee aa8 Woot soak tate Rew 





Harpwaee Ace is published each Thursday 


Forme close ‘ine Days previous to date of 
publication. 





Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 








BUSINESS OPPORTUNITIES — 


Long established 








~ HARDWARE business of the better kind. For sale. 
and prosperous. Location BEST town in Western New York. This 
opportunity is exceptional. We invite the most rigid investigation. 
Interesting details and name of town given to interested parties. Write 
for full particulars. ROCKWOOD JOHNSTON, 32 Lovering Ave., 
Buffalo, New York. 

I AM LOOKING FOR A BUSINESS MAN, in business in the 


Metropolitan district, with first grade credit, and preferably a 
hardware merchant, to join me as a silent partner on a 50-50 basis in 
an established hardware agency business with downtown New York office 
and warehouse. No investment required in stock, equipment, selling or 
overhead expense. Address Box 1-396, care of HARDWARE AGE, New York. 





FOR SALE IN DUTCHESS COUNTY- 
hardware, tools, paint, glass, housefurnishings—modern fixture, modern 
window, only real hardware store in town. On New York Albany post 
road. Will give good lease. Stock complete. Store doing good business. 
Address Box 1-296, care of Harpware Ace, New York City. 


Hardware store, selling shelf 








WANTED—Job lots or surplus stocks of hardware—locks, cylinders, 
keys, key rings, files, electric flat irons, etc., in fact, anything a for 
ay to the hardware trade. Have cash for real bargains. MANUFAC- 

TRERS MATERIAL EXCHANGE, 208 N. Wells St., Chic abel Til. 





FOR SALE—PROSPEROUS RETAIL HARDWARE BUSINESS in 
Northern New Jersey, inventory $30,000, will rent on long lease or sell 
building. Population 25,000. Five railroads and large industries with big 
payrolls. An opportunity worth while. Address Box 1-381, care of 
Harpware Ace, New York. 








SALES ACCOUNTS WANTED 


EXPERIENCED HARDWARE MEN, one with several years 
starting a manufacturers’ agency covering New York 
Calling upon jobbers, hardware 





TWO 


road experience, 





State except the Metropolitan District. 
retailers and department stores. Auto accessories considered. Manufac- 
turers what have you? Address Box 1-395, care of HARDWARE AGE, 
New York. 

ADDITIONAL LINES OF TOOLS AND SPECIALTIES can be 


in New York City, New York State. New Jersey 


handled to advantage rork 
sales organization with warehouse 


and New England, by experienced 
facilities in New York City. Address Box I-397, care of Harpware AGE, 
New York. 





SALESMAN doing good business with jobbers and retailers in New 
York State, Ohio and Pennsylvania, would like to hear from _manufac- 
turers desiring representation on commission basis. Address Box I-401, care 
of HarpwarE AcE, New York. 





SALES REPRESENTATIVES WANTED 








Manufacturers Representatives Wanted 


Old established manufacturer of hardware and radio special- 
ties has openings for commission representatives in Ar- 
kansas, Oklahoma, Texas, also Minnesota, North Dakota, 
South Dakota. Reply should contain references and details 
present lines. Box I-398, HARDWARE AGE, New York. 

















FOR SALE—GOOD HARDWARE, tinning and plumbing business 
in one of the best rural sections of Pennsylvania. Very fine opportunity 
for a good hardware man or craftsman. Will invoice about $18,000. 
Address Box I-400, care of HArpware AGE, New York. ¥ = 
— | : LEATHER 
= We want experienced leather men to sell our line of 
leather Halfsoles and Strips to the Hardware Jobbing trade 
East of the Mississippi and North of Virginia. Commission 
basis. 
HELP SPECIALISTS HAGERSTOWN LEATHER CO., INC. 
Hagerstown, Md. 
NEW YORK 


FOR THE HARDWARE INDUSTRY IN 
STATE 


MALE AND FEMALE 


EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Bryant 7374-5-6 





112 W. 42nd Street 











SALES AC COUNTS WANTED 








WANT TO REPRESENT MANUFACTURER in Ohio, West Vir- 
ginia, Kentucky and Tennessee (on commission basis) on a few hardware 
lines. I have covered the above named states for an eastern manufac- 
turer for the past 12 years and I am well acquainted with the jobbing 
and retail hardware stores, builders’ hardware accounts and architects. 
Best of references. Address Box 1-392, care of Harpware Ace, New 


York. 




















Manufacturer with established reputation wants salesmen calling reeu 
larly on retail hardware dealers to handle highest quality sharpening stone 
assortment as side line on commission basis. Dealer makes 100% prof 
on small investment. The kind of goods that sell readily and repeat 
Liberal commission. Carry one small sample. Address Box I-383, care of 
Harpware Ace, New York. 





RETAIL HARDWARE SALESMEN WANTED. One of the largest 
manufacturers of cutlery, popular priced line, want men calling on retail 
hardware stores to sell their line. Liberal commission. Splendid terri- 
tories still open. Address Box 1-391, care of HArpware Ace, New York. 





SALESMEN WANTED TO REPRESENT COMPETITIVE LINE 
plumbing specialties, commission basis. Territories Baltimore, Washing- 
ton, Pittsburgh, Texas. New Orleans. Address Box 1-390, care of 
Tixrpware Ace, New York. 





SALESMEN WANTED—Rope Salesmen wanted. 100% Pure Manila 
Rope 17c Ib. basis. Fast selling side line. 5% commission. UNITED 
FIBRE COMPANY, 62 South Street, New York City (Foot of Wall 
Street and East River). 





HELP WANTED—Salesman calling on the Retail Hardware and Pain 
Stores to sell Rich Ladders as a side line on commission basis. RICH 
PUMP & LADDER CO., 1300 Harrison Ave., Cincinnati, Ohio. 
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Classified Opportunities 


SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 














SALESMAN, COVERING NEW YORK AND NEW JERSEY, call- : 
ing on stove and hardware dealers to sell on a straight commission, a Phe non hoany oa pnt oh ay desire Pgs coer’ lise ao ay —_ 
mandacored ne of loge stoves, wood and laud wate rons, wove | Sot or the Mukti En hua Se rer vee 

7g C 5 rate ater 1 Ss. a 
castings, cesspools, slop hoppers, clean cut doors, water heaters, quoits Reference required. Address Box 1-385, care of Harpware Ag, 


and a large number of other articles that we manufacture. We have New - Vark 

quite a number of good established accounts. Prefer a man with stove ‘ ~ 

experience and must furnish reference. Address Box I-402, care of a. coe ae oan - 
HArpware AGE, New York. 
WE NEED SEVERAI, NEW REPRESENTATIVES calling on retail 





dealers to handle our line of hardware specialties on a 15 per cent commis- 
SALESMAN FOR ROTHWEILER, BARREL PUMPS, sold exclu- sion basis. Preference given those men working small territories inten- 
sively to hardware, automobile supply jobbers and oil companies. _Com- sively. Give all details in first letter. Address Box 1-387, care of 


mission basis. ROTHWEILER & CO., 2430 Ist Ave. So., Seattle, Wash Harpware Acre. New York. 





WANTED—SALESMEN for Woolskin Shoe Polishers and Sets, Palm WAN siciicas! ‘ ' ; 
Fiber, Whisk Brooms, Floor and Wall Dusters. Very liberal commissions. ANTED—First class builders’ hardware salesman to represent a 
E. T. GILBERT MFG. CO.. 228 South Avenue, Rochester, N. Y. well established eastern manufacturer, in the Middle West Must be able 

ate . to produce results. Give complete information in first letter. Address 

Box 1-399, care of Harpware AGE, New York, N. Y. 








COMMISSION SALESMEN IN EACH STATE for manufacturer « 
band tools and hardware specialties. Advise territory covered and hous 
represented. Address Box H-638, care of Harpware Ace. New York ‘© . 








ee ” 

COMMISSION SALESMAN IN EACH STATE to call on retail hard LET US Help You Word Your “Want. 

ware, hand tools, well known, advise territory covered and house repre { 
sented. Address Box 1-375, care of HaArpware Acz, New York. | 














Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
‘Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go” for 
hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go” to find these oppor- 


tunities. 


It’s a good paper that serves the trade “both ways,” isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


‘‘Classified Opportunities Section”’ 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX 1s published as a convenience and not as a part of the advertising contract. Every 


No allowances will be made for errors or failure to insert. 


care will be taken te index eerrectly. 





A 
Co . 
lead & 


Shear 


White 


BS. wseee 


Acme 


Acme 
W 


Colo: 


Addison-Leslie Co 


Aero Model 


Alabastine 


Co. . 


Co. 


Alexander Hamilton Institute. 


Alliance Mfg. Co. 

Allith-Prouty Co. 77 

Altorfer Bros. Co.. 

Allweather Ventilator Co 

Almo Trading & Imp. Co. 

Aluminum Wares Association. . 8 

American Brass Goods Co..... 84 

American Chain Co.... 

American Flyer Co.. 

American Fork & Hoe Co. 

American Gas Machine Co 

American Handle Co......... 76 

American Mutual Liability In 
ee & . ; 

American National Co.. 

American Nut & Bolt Fastener 
SEEPS e ac oe oh. sid Firs os bates 18 

American Ring Co... 16 

American Saw & Mfg. Co 

American Screw Co 


Sheet & Tin Plate Co. 77 

Steel & Wire Co 

American Telephone X Tele 
graph Co. ...... re 

Weekly 

Tool Co 


American 


American 


American 
Ames Shovel & 
America 


Ras 64% 


Animal Trap Co. of 
Anti-Borax Compound 
Arcade Mfg. Co 
Armstrong Bros. Tool Co... 
Armstrong Mfg. Co. 

Art Metal Works. 

Atkins & Co., E. C 

Atlas Tack Corp.. 


Atomister 


17 
74 


“NI 
w 


Corp. 


B 


Babcock Co., The W. W... 
Baeder-Adamson Co. 
Bakelite Corp. 
Banks Steel Post Co 
Barney & Berry, Inc... 
Bassick Co. 
Beckley-Ralston Co. 
Beh & Co., 
Beisser Key Machine Co. 

Pe Se 76 
Bergman Tool & Mfg. Co..... 


| ee 


Bernz Co., Inc., 
Bethlehem Steel Co............ 
Birtman Electric Co.... 


Bissell Carpet Sweeper Co.. 
ae eS ee 
Blaisdell Pencil Co............ —_ 





Bluffton Slaw Cutter Co.. 
Bommer Spring Hinge Co 
Bosley Co., D. W.. 


Boston Woven Hose & Rubber 
QO. severe eveerees eeerees 


Boucher Mfg. Co., Hl. E 

beach Bate. Se., ty Bice sess. 
Mfg. Co.. 

August 


Brainerd 
Brecher, 
Bridgeport Chain & Mig. Co. 
Bridgeport Hardware Mfg. Co. 
Bridgeport Screw Co.......... 
Brown & Sharpe Mfg. Co.. 

Brush-Nu Co. sae ; 

Buffalo Wire Works Co., Inc 


Bunting System, The.. 


Burgess Battery Co....... 
Burnley Battery & Mfg. Co 
Burton Boston Brush Co.... 


Cc 
a 
Mfg. 
Carborundum Co. 
ee rae 
Products Co...... 

Chase Brass & 
Cheney & Sons, S...... 
Rae oc 


Caldwell Mfg. 


Capital Furn. Co 


Chain 
Copper Co 
Chevivlet Motor 
Chicago Flexible Shaft Co. 
Skate Co.,. 
ce... 


Chicago Roller 
Chicago Solder 
Hinge Co..... 
Pies an 
Chromium Engineering Corp 
Mfg. Co. 
Shear Co 


Lambert 


Chicago Spring 


Chipman Chem. Eng. 


Clarinda Mfg. Co........ 
Clauss 
Clayton & 


Clemson Bros., 


Mfg. 
a OTT ee 


Co., 


Co.. 


i ee 


Co. 


Stone 
Cleveland Wire 
Mfg. 


Coldwell Lawn Mower Co.... 


Cleveland 
Spring 
tee ee 
Coleman Lamp & Stove Co.... 
Columbian Rope 
Columbian Vise & Mfg. Co.. 
Corp. 

Nairn, 


Conestoga 


Congoleum Inc. 
Conlon Corporation 


Electric Lamp Co. 
Co ereone 

Core..... 

ce, Sos 


Inc., 


Consolidated 
Screen 
Steel 


Continental 
Continental 
Cook Company, 
Cook’s Sons, 
Corbin Cabinet Lock Co. 
Corbin, P. & F... 


Corbin 


re 


Screw Corp... 

Corcoran Mfg. Co... 

Glass Works....... 
Cortland Grinding Wheels Cor» 
ih oe 


Corning 


Crescent 


| 
| 
| 
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Cronk & Carrier Mfg. 
Crosman Co. 


Crown Cork & Seal Co.. 


Arms 


Cyclone Fence Co..... 


D 
Mts. Co.... 
Elec. Co... 
Dazey Churn & Mfg. 


Separator Co.. 


SO RUE Aes 5 2.0 a Ga eG ass 
Day-Fan 
Co.. 
De Laval 
Demco, Inc. 


Deming Co. ....... ee 
Detroit White Lead Works. 
Corporation 


Co. 


Diamond Calk & Horseshoe 


Devices 


ie Pe 


~ 


0. 
Dickson Weatherproof Nail Co. 
Dietz Co., R. E.... 

Display Material Co.. 
Henry.. 


Disston & Sons, Inc., 


lvixon Crucible Co., Joseph... 
Domes of Silence, Inc... 
Dorfan Co., The 


Duluth Show Case Co......... 


E 
had 
Lead 
Eastern Nail Co....... 
Eastern Tool & Mfg. 
Easy-Hone Co. 
Machine 
Edison Elec. Appliance Co. 
SN ERI. 35s 66 aps 0 036-38 
Eisenmenger, Willy 
DO Ri 95.05: 
Enterprise , Mfg. 
Estwing Mfg. Co..... 
Tool Works 
The... 


Lock 


Eagle-Picher 


Eagle 


Co.. 


Eclipse 


Elastic 


Evansville 


Everedy Co., 


GS hy We sacas a ade eee als 
a a a eee 
Fairmount Tool & Forging Co. 
Fate-Root-Heath Co. .-....... 
Faultless Caster Co........... 


Favorite Stove & Range Co. 
Federal Enam. & Stpg. Co..... 
Washboard Co., The.. 
Mfg. Co.. 
Flexible Steel Lacing Co. 

2 


eae ‘b 


Federal 
Fitzgerald Mfg. Co......... 
Folsom Arms Co., H. 
Forsberg Mfg. 
Foster Bolt & Nut Co... 
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THE TUDOR. 


It has been the aim of 
those who designed 
TUDOR Mailtainer 
to get away from the 
conventional and pro- 
duce an artistic de- 
sign expressive of 
modern art and finish 
—a design to adorn 
the most pretentious 
home, yet not gaudy 
or even elaborate. 


Not one feature possible 
for making TUDOR 
Mailtainer a more serv- 
iceable mail box, besides 
attractive and artistic, 
has been omitted. Gen- 
erous capacity, large let- 
ter intake and door, the 
door easily operated and 
The always closed because 
TUDOR hinged at the top; the 
Mailtainer wrot scroll work form- 
(Name copyright applied for) ing an ideal receptacle 
Specifications ° 
Size—Body, 13 in. high, 8% in. for magazines and news- 
wide. Total height, including . H 
scroll, 18 in. Depth 3% in. papers; three coat finish. 
Welght— Approximately 60 Ibs. to These all tend to make 
Finisher —- Antique brass, . crackle this a desirable mail re- 
green, orackle brown, and old iron. ™ 
Material—Body of rust resisting ceptacle for discriminat 
material. ing buyers. 
Equipped with Dualock. 
Each in a substantial carton 


PATENT NOVELTY CO. 
FULTON, ILLINOIS 


Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale tiardware Houses in United States, Canada and 
Foreign Countries 

Retail Hardware Stores in United States, Canada and 
Foreign Countries. 

Chain Hardware Stores in United States and Canada. 

>. 10, 25c. to $1.00 Syndicate Stores carrying hardware in 
the United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


\lardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every manufacturer's eales 
manager should have one on his desk, and every salesman could 
profitably carrv a copy in bis grip. Since the previous issue was 
published there bave been more than 10,000 additions and eor- 
rections, ond these all appear in the current edition. 


Hardware Wholesalers and Manufacturers’ Agents find Verified List 
uf great value in “‘checking’’ their prospect records. 


It really is 16 directories in one. 
Published annually, $15.00 postpaid 





ADDRESSING, MULTIGRAPHING, ETC. We have facilli- 

ties for a ing envelopes, cards and broadsides from 
our list; and for multigraphing and filling-in form letters. 
rices quoted upon application. 











Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 














DOMES of 
SILENCE 


REFILLS: 
D 19 Assort- 
ment: Packed 


comm 8 » % 
We Wars OS. and %". $9 


D-19 Assortment 


EASY TO SELL 


Domes of Silence are easy to sell when dis- 
played on your counter. Anyone can put 
them on furniture. They slide smoothly 
and silently, save floors and rugs, and give 
everlasting service. 


If your Jobber cannot supply you—write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 











Better Things 
Are Just Ahead 


for the dealer who makes his show windows 
attract customers by the use of the right ma- 
terial. 


The manufacturers who advertise in Hard- 
ware Age will be glad to supply the needed 
material, and each issue of Hardware Age 
will furnish you with examples of effective 
window displays that have proven successful 
for other stores. 


Hardware Age, 


239 West 39th St., New York City 











FULFILLING TRE NEEDS OF THE HOUR 


Conveniences that annihilate time and space 


ma N 8) DMA Z.N 8) NG) oe WN OD 


If ONE OF THESE 


Hardware Buyers find it represents Speed, lightning 


fast, to sources of supply a a a Manufacturers 


discover it a Salesman in thousands of places at once. 


The 1929-1930 Annual Edition in preparation 
HARDWARE AGE CATALOG Siioivss 
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BRASS 


AT THE PRICE OF STEEL 





Patent Allowed 


Design Patent Allowed Yfiyy 
“lt 


SAMPLE DOZEN, $1.00 


AMERICAN BRASS GOODS CO. 


160 COTTAGE GROVE ST., S. W. 
GRAND RAPIDS, MICH. 




















